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Insulation and jacketing made from Geon 


LIP-ON spaghetti for radio hookup wire 
on the left—insulated 2,000,000 circular 

mil cable on the right — show the broad 
range of applications for insulation made 


from GEON. 


This versatility is possible because of GEON’s 
many unusual and valuable properties. Excellent 
electrical properties lead the list, of course. And 
that permits a thinner coating of insulation. 
That, in turn, means more conductors per con- 
duit or smaller holes to be bored. 
In instrument wiring it means eas- 
ier handling, faster work. Insula- 


tion made from GEON resists most 





normally destructive factors—oil and grease, acids 
and most other chemicals, ozone, sunlight, 
aging, abrasion, flexing, heat, cold, water, and 
many others. And it can be brilliantly—and per- 


manently—colored in the entire NEMA range. 


Wire insulated with GEON is now being 
made by leading wire and cable manufacturers. 
The next time you order wire—for instrument, 
industrial, domestic, or utilities wiring, be sure 
to specify wire insulated with GEON. For more in- 
formation please write Department 
T-5, B. F. Goodrich Chemical Com- 
pany,Rose Bldg.,Cleveland 15,Ohio 


In Canada: Kitchener, Ontario. 


B. F. Goodrich Chemical Company 


» 
~_ 
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Prue, it still isn’t always possible for you to supply G-E 
wiring devices to all the customers who prefer them. But 
\W hen Vou Ga//, and do suggest Cy | dk Vices, you ll tind it 
works two wavs to strengthen vour relations with your 
customers. 


First, when you offer a customer G-E wiring devices, he 


knows that you respect his judgment as a quality buyer 


Second, when he buys and installs these devices, you can 
be sure he'll benefit by easy installation and long-lasting per- 
formance. His experience will be the kind that generates re- 


peat business and distributor loyalty 


Phe G-E line of wiring devices is complete. Thus, once a 
customer comes to prefer the G-E line, you can meet a wider 
range of his needs with items that are sure to gain his en 
thusiastic approval. In addition, new items with special sales 
appeal—like the G-F silent wall switch —will get fast accept- 
ance from your customers. General Electric Company, Appli- 
ance and Merchandise Department, Bridgeport, Conn. 


GENERAL (%) ELECTRIC 















Class 2510 
Line Voltage 
Manual Starter 


. SURI 
eeppstirans® 
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You Get PERFORMANCE PLUS 
WITH THIS MANUAL STARTER! 


For push-button control of equipment such as punch presses, 
fans and blowers, grinders and buffers, these starters give you 
a lot more than consistent performance. For example— 


+ Easy Installation and Maintenance. Entire switch panel removable 
for easy wiring. Conveniently located terminals and knockouts. 





+ Compact Design. Starter occupies little space and is easily mounted 
on or near machine for convenient operation. General Purpose en- Water-tight and 
closure is heavy gauge sheet steel, finished in attractive machine-tool Suey Srna 
gray enamel. 


+ Overload Protection. Thermal units, which fit both manual and mag- 
netic starters, protect against harmful overloads but do not trip on 
normal starting or momentary overloads. ‘‘Trip-free’’ operation pre- 
vents holding motor circuit closed against overload. 


ap Safety. Slip-on cover has safety interlock which prevents removal 
when starter contacts are closed. 





CLASS 2510 MANUAL STARTERS 
are available in both General Purpose Enclosure for use in 
and Special Protective enclosures haserdeus Iscatlens 








SQUARE 7) COMPANY 


DETROIT ° MILWAUKEE ° LOS ANGELES 
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McGRAW-HILL PUBLISHING COMPANY, INC. 
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EDITORIAL AND EXECUTIVE OFFICES, 330 WEST 42ND ST. 
NEW YORK 18, N. Y. 
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All other foreign countries $15.00 for one 
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Please change the address of my Electrical Wholesaling 
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RIGID STEEL 


CONDUIT 


has pleased a lot of people 
in over 30 years 
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The Wholesaler’s Answer to 1946 and After... 





of customers and coverage 






The wholesaler’s salesman or the in Kardex Visible Sales Control Sys- With Kardex and Graph-A-Mati 
ales manager who “‘keeps notes” on tems now employed by leading dis- marginal signal control, it become 
his customer contracts has the right tributors. With the aid of these simple matter to plan sales calls for 
idea—but only the germ of a method. systems, ““Whole-selling’” becomes a maximum production of order 

The idea is that improved knowl- reality. The share of available poten- Kardex Administrative Contre 
edge of customers and markets in- tial being sold in each territory is serves as a factual basis for realign 
evitably pays out in increased sales known. not guessed. Sales of major ing territories and for quickly e 
and profits. The meth- ’ product lines to new prospects and tablishing new salesmen or returne 
od is developed into a present customers can tne) he stepped veterans in their account 
powerful selling tool up at lowest possil ost. Let’s talk it over 


SYSTEMS DIVISION 


THIS BOOK => p 


contains details of many 
successful systems. Write us 
for a copy of ‘’Graph-A- 
Matic Control for Sales 
Management.” 






" 


, New York 10, N. Y. 


copye REMINGTON 


315 Fourth Avenue 
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CEILINGS 
. == UNLIMITED 


MILLER FLUORESCENT TROFFER LIGHTING SYSTEMS (continuous 
Wireway)—for stores, offices, schools, factories, and public build- 
ings—open new vistas in architectural design. Their use makes it 
engineeringly (as well as esthetically) sound to plan entire buildings 
around the lighting. 


The backbone of MILLER TROFFER SYSTEMS is the patented 
MILLER CEILING FURRING HANGER, which eliminates the necessity 
of laboriously fitting recessed lighting into hung ceilings. Instead, 
simply hang Miller Ceiling Furring Hangers from structural ceiling 
— and furring, tile, and TROFFER lighting systems are hung from the 
hangers. Old structural problems solved — no new ones created. 
And note these PLUSES — supports from structural ceiling reduced 
50 to 75°%/, — conduit and conduit fitting costs reduced up to 80% 
— wiring costs reduced up to 50% — with substantial economies in 
permanent operation and in maintenance. 

Limited only by the architect's imagination, MILLER FLUORESCENT 
TROFFER LIGHTING SYSTEMS, simple to install, mark a new high 
standard in lighting service — CEILINGS UNLIMITED. 


THE MILLER COMPANY © MERIDEN, CONN. 


Iluminating Division 


@ HEATING PRODUCTS DIVISION @ROLLING MILL DIVISION 
@ ILLUMINATING DIVISION @ FOUNDRY DIVISION 
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Reg. Laglex 


TENSILE STRENGTH ELONGATION 


Pounds per square inch Per Cent 





2,500 
300 
RSP 
34 T R T RU 


INSULATION RECIPROCAL OF 
RESISTANCES 


LOSS FACTOR 
CONSTANT 
ay 
4,000 2.6 
SRE ‘VaR 
R RU o T 


THREE TYPES of building wire are authorized under the new Electrical 
Code. These are: 





R—Used by the Industry since its inception. The copper conductor has a 
Code rubber insulation and fibrous overall cover. 


T—A copper conductor with VINYLITE (a synthetic compound ) insulation. 


RU—LAYTEX. This type has a copper conductor, natural rubber insulation 
and fibrous cover. 


The charts above show the wide margin by which LAYTEX leads in physical 
and electrical qualities. This is America’s lightest weight, smallest diameter, 
natural rubber covered wire. * 


ss Morting Leawlates lle Rubber 
UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20,N. Y. 
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Every Oliver electrical Distributor can sell every item in the catalog 












to any customer in his territory. We have no “‘withheld’’ customers or 
products. This means that distributor salesmen reap full benefits from the 
contacts they make and the work they do when they handle Oliver products 


—and includes sales to mines, mills and quarries as well as to public utilities. 


Furthermore, the Oliver line of Pole Line Materials is complete, both 
in variety of products and extent of sizes and types. Quality is of the 
highest, our designs and manufacturing practice being based upon more 
than 50 years experience in this field. Oliver made the first hardware 


specially designed for pole line work and has consistently led in product 


design and manufacture. 








SOUTH TENTH AND MURIEL STREETS * PITTSBURGH 3, PENNA. 
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ao AND CONSTRUCTED TO 
) CUSTOM-BUILT STANDARDS 
The growing popularity of this excellent luminaire 
once again proves that quality merchandise attracts 
quality buyers! The No. 70610-XE was originally designed 
and built for one installation that demanded “tops” in 
appearance and construction. « Now that it has become 
available as a standard item, the quality market has 


shown an amazing response. ® If you want to get into 


the “quality circle”...the profitable business 





... write for our specification sheet on 


bi the No. 70610-XE... today! 
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6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 








If you plan to build or modernize, this 


booklet will quickly tell you what to 
look for and what to avoid in planning 


your fluorescent lighting installation 





Write for your free copy 


a) t's the fixture that determines the value and quality 


of a lighting installation—the fluorescent tube produces only light 


Only sturdily built, scientifically designed fixtures can give you 


all the benefits of modern fluorescent lighting—overall, glareless, abundant c 
light—lasting efficiency and easy maintenance. 
The demand for fluorescent fixtures is greater than the present production Sige 


capacity of qualified manufacturers. Waiting a little longer for 
better fixtures will pay in the long run. 
Day-Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 7, Mo. 


In Conoda addressoa nquines to Amalgamated Elect Corr itd To tod Ontano 


IT’S EASY TO SEE WHEN IT’S 


TN Gi ing = 
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Why let the other fellow walk off with the nice, steady, profitable volume in 


lamp bulbs and fluorescent tubes when they're “natural” supply items for you? 


CHAMPION Lamps make it easy for you to get your share of this business 


and to sell those good accounts you couldn’ sell before. 


CHAMPION Lamps have the quality that keeps them coming back to you 


for lam p replacements. 


CHAMPION Lamps are easy to handle and to sell. No red tape, contracts or 
restrictions. Nothing to hinder you from getting maximum volume and profit. 


Try them and see. 











CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF omen, Beek Seer We a: ELECTRIC LAMP co 
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Wide Throat Gives Full 


Long Screw 4 Chip Clearance 
’ t Z 

. mie ig Heat Treated 
Pulls Bit 


hank 
Through aa 


Replaceable 


Highest Grade 
Center Lip 


Too! Steel Blades 


Bruno's long screw-point remains en- 
gaged and working until hole is cut 
completely through wood. 







Bruno is easy to adjust. Loosen machine 
scréw, set blade to desired diameter, 
securely tighten screw. 





FEATURES: Takes less effort... actually pulls 
itself through. 

Positive lock with patented triangle blade... 
no slipping. 

Cutters of finest grade high carbon tool steel 
are easily adjusted. 

Special grip on blade; replaceable center lip. 

Specially designed lead screw for easier starts 
and smoother working. 

Chrome and nickel plated to keep it looking 


well in tool kit and on your counter. 


Model Length Expansion Shipping User's 
No Copacity Weight Price 
200-8 7” overall Wr VY" 6 oz $3.00 
sq. shonk 
only 





8'/2" over 1%" = 34" 12 oz $5.00 
all sq 
shenk only 


2 


EM 
‘UNO 


| 
TOOLS . 
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NEW IR OOD-BORING TOOLS 


NEW BRUNO SELLING HELPS 
Bruno store displays, consumer literature, 
packaging and advertising are ready to 
help you get sales with a minimum of 
effort and expense. 


NATIONALLY ADVERTISED 
Every month Bruno's messages are reach- 
ing millions of home workshop owners, 
farmers, artisans and shop workers. These 
contacts will continue throughout the 
year to acquaint your customers with 
the benefits of Bruno Tools — to create 
demand — to make selling easier. 


rn SS RN hy RN Sm 


DEAL NO. 4000 
4 5 NO. 200-B BRUNO EXPANSIVE BITS 
5 NO. 201-B BRUNO EXPANSIVE BITS 
List Price $40.00 
Your Cost 26.67 
Your Profit: 





Included at no extra cost: one attrac 


") tive counter display, all set up and 


| shipped as a unit. Size 92""*11". Ready 
} to use. Shipping wt. 6 Ibs 


| 







9330 Santa Monica Bivd. 


Beverly Hills, California 











A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 
contains valuable information for wholesalers and their salesmen 


ALUABLE Zine Saved! 











' ian hs; 
fa viaae We 
ph See 





| BUSTRIBUTION DUCT gives you “Plug-in Power” for any machine seb-up. 





SPEED RECONVERSION WITH 
BULLDOG DUCT SYSTEMS 


UNIVERSAL TROL-E-DUCT gives you “Flexible The ease and speed with which BullDog Electrical Distribution 


Systems can be rearranged or relocated—without material loss 

















Lighting” which permits you to add and move lights 5 ; ; 
—is today saving countless hours and expense in the recon- 


version of thousands of U. S. industrial plants to peacetime 
production. 


without rewiring, or make radical changes in the light- 


ing scheme any time. 


By making plug-in power immediately available for any 
machine set-up—by providing moving power for cranes, 
hoists and portable tools —by furnishing flexible lighting 
circuits, these modern Bus Duct systems will help keep pro- 
duction at top speed and efficiency. 

If you would like to learn more about these completely 
flexible methods of power and light distribution, call a 
BullDog field engineer, or write for descriptive folders. 


BULLDOG 








Detroit 32, Michigan. In 7 Also Manufacturers of 
d BullD El ‘ P 
Canada vllIDog ectric < A Vacu-Break Safety Switches—SafTo- 
— Products of Canada, Ltd., / ' OF 
. = Toronto. Field Offices in J { Fuse Panelboards Switchboards — 
INDUSTRIAL TROL-E-DUCT os ye Moving All Principal Cities. or" Circuit Master Breakers 


Power” for Portable Tools, Cranes and Hoists—easily 


and quickly installed for ready mobile power, BULLDOG ELECTRIC PRODUCTS CoO. 








May. 1946—ELECTRICAL WHOLESALING 15 





946 








i [tiaveaceys Wm GX @)\\] DG] i ol Be: 


for pulling and connecting electrical 
conductors — all sizes 


The illustrations show a representative selection from 
the hundreds of different junction Condulets that are 
listed in Crouse-Hinds Condulet Catalog 2500. Many 
other housings in all sizes can be furnished with blank 


Obround, Type X covers for use as junction Condulets. 
with Wedge-Nut Cover Type GSC 





ramncasisen 


Type ESC Explosion-Proof 





( CONDULETS are made only by CROUSE - HINDS ) 


No. 9 


Type GUFX Explosion-Proof 








= of a series of advertisements which demonstrate 
Type LBD — that CROUSE-HINDS “complete line’ means 
Type GRF without Lugs much more than just a range of sizes — there is a Type GUJL Explosion-Proof 


wide variety of highly specialized types in each 
classification 






















> wy 


Form 8, Type 
Type GRF with Lugs 





Type EJH Explosion-Proof 
with 2!4-inch Dome Cover 


Type GUAC Explosion-Proof afS.. 
Type PNX 
Type GUB Explosion-Proof 


> COnNtu {3 Type GUEL Explosion-Proof with Dome Cover 
Type GRIT with —— : ; . 
Type GUAT Explosion-Proof . _ ~ 


Wedge-Nut Cover 


Type SEX > 
TT call 





Mogul, Type BC Wy 





Type SEHT 





with Lugs 





Type Y 
Type GRC with Connection ype YC 





Type EJB886 
Block and Screw Cover 





Type FDC 





Type GRN 


Type CPS “T"’ 


Explosion -Proof 





“ee Explosion-Proof 
‘ Sicdianaianies Wines | Type GUBCT Explosion-Proof 
Type GUP Explosion-Proof 
Type SKC a 
Type LBH Explosion-Proof ££ 





with Blank Cover Type EJB4164 


X Explosion-Proof 
Type GUAP Explosion-Proof 





Type CPS Dead End 
Explosion Proof 
with Hub Cover 


Type FOB Three-Gang 





f 


Type YSW 






Type JUB 


Type AD 





Type £JB12168 
Explosion-Proof 


Nationwide 
/ Distribution | 
| Through Electrical 





Type AJX 
Takes a variety of Type EPH Pothead 
Type RS interchangeable hub plates Type DVS Explosion-Proof Wholesalers 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y., U.S.A. 


Oltices: Birmingham — Boston Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit —- Houston —- Kansas City — Los Angeles — Milwaukee — Minneapolis — New York 
Philadelphia Pittsburgh San Francisco — Seattle St. Louis Washington. Resident Sales Engineers: Albany — Atlanta — Charlotte Indianapolis New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD.. Main Olfice and Plant: TORONTO, ONT. 


. CONDULETS ~* TRAFFIC SIGNALS - AIRPORT LIGHTING - 
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Wire for 


an ELECTRIFIED FUTURE with... 





Millions of Homes to be Built—Multitudes of Buildings to be Rewired 


Lighting .. . heating . . . air-conditioning, yesterday’s 
electrical luxuries have become today’s standard 
practices. They are sure to become tomorrow’s basic 
electric necessities, and they demand adequate wir- 
ing throughout. Every foot of wire now installed 
will be expected to serve far into the future. 

When you check the advantages below, you can 
be sure that Hazakrome thermoplastic small diame- 
ter building wire contains all the qualities you could 
desire for every inside wiring job. 


Hazakrome saves during installation: 
| Less conduit space required 
No saturants to drip and clog conduits 
Lubricated surface for easy pulling 
Free stripping to speed terminating 
Tough — 2000 Ibs. per sq. in. tensile strength 


Hazakrome lasts on the job: 
6 Unaffected by air or sunlight 
Non-flammable 
8 Oil-resistant 
9 Resistant to moisture and chemicals 
10 Chemically stable and long-lived 
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Hazakrome has operating advantages: 
|| Operating temperature of copper — 60° C. 
}2 Greater current carrying capacity 
13 High dielectric strength (over 700 volts /mil) 
14 Resilient, resists injury and deformation 


Hazakrome wires are available for shipping on short 
notice in all sizes and in a full range of non-fading, 
all-the-way-through colors. Hazard Insulated Wire 
Works, Division of The Okonite Company, Wilkes- 
Barre, Pa. 


HAZABD & 


insulated wires and cables 
for every electrical use, 





























West Coast Factory and Sales Office 


With new designs, new features, in a complete line of 


2-light and 4-light Luminaires ... MITCHELL blazes the trail 


for you to new standards of lighting service! More than a 


dozen vital advantages enable you to answer every commercial 


lighting need. They help you provide new lighting comfort 


and efficiency, new style and beauty, for every type of applica- 


tion. Backed by nation-wide MITCHELL acceptance ... they 


give you today’s strongest selling line . . 


. turn more prospects 


into more sales. Asa result, you achieve undisputed leadership 


in your market... you build a bigger, more successful light- 


ing depa rtment. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 


Get New Catalog No. 285 
,” Ilustrates and describes the 


” a complete line of Commercial 
“ty Lumingires. Includes helpful 
lighting data and servicing 

information. Write for it now. 


1019 N. Madison Ave., Los Angeles 27, Cal. 


See Our Catalog in Sweet's 
For convenient reference, Mitchell 
Commercial and Industrial units 
are cataloged in Sweet's 1946 
Architectural and Mechanical 
Industries Files. 
























awiTHall 
moon 23JA2 








DELUXE LOUVERED 
Model No. 3011 


SHIELDED UNIT 
Model No. 3004 


DELUXE SHIELDED 
Model No. 3007 





MAKERS OF 





Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights e Desk Lamps 
Portable Floor and Table Lamps « Bed Lamps e Ultraviolet 
and Infrared Health Lamps « Residential Lighting Specialties. 










ELECTRICAL 
WHOLESALERS 


Order now for 
summer instal- 
lations. Write 
today for free 
Bulletin No. 73. 











Between the Seasons 





Spring and Fall have many chilly days 
and evenings, too, that need just a little 
Extra Heat. That’s when the @ Electric 
QUIKHETER proves its worth in 
delightful warmth .. . filling an aver- 


age room in just a few minutes. 


Best of all, the & QUIKHETER has 
no moving parts to wear out, and a 
genuine Nichrome element that should 
never burn out under normal operating 
conditions. Built into the wall it takes 
no floor space and eliminates the haz- 


ards of exposed cords. 


BUILT-IN 


VUIKHETER 


Frank Adam $lectric Go. 
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It costs no more than many portable 
models, yet lasts a lifetime. Separate 
control switch* locates high on the wall, 
away from children’s inquisitive fingers, 


where you can reach it without stooping. 


The @ QUIKHETER is an auxiliary 
electric heater providing extra warmth 
for the morning shower, baby’s bath, 
drying hair, and chilly mornings before 


the regular heating system is started. 


BOX 357 
ST. LOUIS 
MISSOURI 
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ro \ as rie ’ . . 
ynd co . @ You'll find that this Square D voltage 
~ - sae tester is a good over-the-counter item. Ask 
° 


your nearest Square D branch office for a 
supply of descriptive folders. 











COMPANY 


DETROIT ° MILWAUKEE ° LOS ANGELES 


SQUARE JJ 
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" LOOK TO THE FUSE LEADER FOR PRODUCTION PROGRESS" 








HI-LAG LINK DESIGN —%nZorcant! 


One piece thickness of renewal link, 
produces strong lag characteristics. 


ee The WARE HI-LAG Renewable Links are designed to provide 
longer time lag for handling starting, as well as other temporary 
harmless overloads. Always assuring 100°; Protection. 


Note exclusive design of WARE HI-LAG Links: the square ends 
which increase contact areas and maintain low resistance without 
overheating; the wide metal areas in body, which absorb excessive 
heat from motor starting current and short heavy surges; the narrow 
cross members, which allow for expansion without sharp bending; the 
fusing points, which open with a minimum of arcing on short circuits. 


No fuse is more dependable than its link. The WARE HI-LAG 
Renewable Link of one piece and uniform thickness, insures 
dependable absorption of heat for time lag. Other exclusive fea- 
tures include the Spring Tension Locking of Links into Circuit— 
Double Bridge Knife-Blade Assembly—Gas Vents and Simplified 
Construction, only 3 Parts. 





Investigate today! Start economizing with the World’s Best and 
Coolest Operating Fuse. 





HI-LAG FERRULE FUSE CONSTRUCTION 


Our ferrule type fuse has a heavy bra bar, which ‘i . . ° 
locks into open end ferrule bridging fuse case V rite for Brochure gZlving details of 


his bridge locks link to prevent twisting and cap 


tightens on new center contact. No sagging wash all the COOL FACTS. sizes and prices. 


Escltbers 4450 W.LAKE ST.:- CHICAGO 24 ILL. 
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HE New Constellation. Series L1LO. for 2-40 and 4-40 watt fluo- 


had either louvered or all glass enclosed. 


rescent lamps may be 
Also available ture mounting. Look to 
Lighting Products for the 


nies SPOT-O-LITE units , | =N : 
for end or between fix- ad best that’s new in lighting. 
fete 
LIGHTING PRODUCTS, INC. 


HIGHLAND PARK . ILLINOIS 
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VIRDEN VALUE 
—— me 





A gro or ® Designed and styled for today's markets 
outdo —apartments and houses—the Virden line 

S of Outdoor Lanterns hits current needs right 
pantern on the button. Demand is strong, shipments 


satisfactory. To make sure of requirements, 


see your Virden wholesaler promptly. 


“ 


“2 


John C. Virden Company ° Cleveland, Ohio 
Wember pémerican Home Lighting Tnstitute 
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How to be a successful 
Lamp Salesman 






New handy guide gives sales tips and up-to-date lamp facts 


Here’s what salesmen tell us about this brand-new fact-packed 
book A Guide to G-E Lamp Business: 
| 
“Most enthusiastically received. It is excellent and fills a long 
felt need. We would appreciate receiving 6 more as soon as 
possible.”"—D. H.H., San Francisco. Calif. 
“It is a great job, the best | have ever seen... as a manual 


to train jobber salesmen, and, incidentally to train new men.” 


—H.A.0O., New York, N. Y. 


“This is certainly something that we have needed for a long 


time and the make-up and contents are just about perfect.” 


—R.A.N., Dallas, Texas. 
Have you seen it? Don't delay. 


Here is the book that gives 
you straight answers to every- 
: ie s : = 
day questions: one of the best. 


most useful guide-books ever 
produced by the G-E Lamp id Constantly improved by research to 
y if 


Department. See your G-E ’ 

Lamp District Office for your 1a ON We 

copies TODAY. Me Pee WV VY 
Longer 


GENERAL &@ ELECTRIC 
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Excess, non-working weight has been eliminated in Acme Electric air cooled 
transformers. All-steel construction provides less weight per KVA and high efficiency 
performance at normal temperature rise of 55°C. These engineering results are a guarantee 
of trouble-free long life performance. 


You can recommend and sell Acme Electric air cooled transformers with complete 
confidence in their performance. Write for Bulletin AC 160 containing specifications 
of auto-type, and insulated types from 1/10 KVA to 50 KVA 
all standard primary voltages up to 600. 





1/10 t0 1/2 KVA., Featuring 





low-loss silicon steel 1/2 to 1 KVA. A heavy duty 

annealed cores and poly transformer with offset mount Ratings from 1 KVA feature sturdy 

merizing varnish insulated ing brackets that allow free construction and exposed lamina- 15 to 50 KVA. Replaces former oil cooled appli- 
coils. air circulation. tions 


cations with safety, convenience and economy. 


The Acme Electric & Manufacturing Co. Acme Electric also manufactures Luminous Tube Transformers —Fluores- 


67 Water Street Cuba, N. Y. cent Lamp Ballasts — Cold Cathode Lighting Transformers and Ballasts 
— Mercury Vapor Lighting Transformers — Radio and Television 
Transformers — Electronic Transformers — Door Bell, Chime and 
Signalling Transformers — Safety Transformers — Voltage Regulating 
Transformers— Step Down Transformers— Control Transformers— Warp- 
Stop Transformers — Capacitor Transformers for Power Factor Correction. 


IN CANADA, Acme Electric & Manufacturing Co. of Canada Ltd. 
1434 St. Catherine St., W., Montreal 25, Que. 
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* Because . .. Burndy not only provides the 
broadest line of electrical connectors but also provides 
the connectors that are in broadest demand. Skillfully 
designed by connector specialists . . . fully approved 


by Underwriters . . . and well advertised to your cus- 


tomers and prospects ...Burndy stocks turn-over 
rapidly, with bigger profit for you. Ask for bulletin 41. 





BURNDY ENGINEERING CO., INC. 107-S BRUCKNER BLVD., NEW YORK 54, N. Y. 
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Chelsea Ventilating Coclers for 
Home, Office, F actory or Store! 


e 















? 


PLAN NOW Zemand for mod- 
le “tops” in 
idential con- 
afford quiet, 
with max- 
is hacked 
a blowers 
Isea for 
ost in 


TYPE IND STREAMLINED INDUSTRIAL 


TYPE ED STREAMLINED ATTIC FAN: 


» rolled- -'>m 
under static . 
pr ted blades of heavy 
steeIa@ m totally enclosed ball- 
bearing"¥an mee. Moving parts are rubber 
cushioned,” 


INVESTIGATE THESE WIDELY-USED CHELSEA VENTILATING UNITS 
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Type P and MC Pedestal Fans: 
For shops, offices, stores, and 
factories. Rugged construc- 
tion with steel die-stamped 
blades. Motor and fan shaft 
ball bearings. All parts pro- 
tected against rust. Available 
in a wide range of sizes. 


| 





Type LWL Automatic Louvers: 
For general ventilation in- 
stallations. Protects fan when 
not in use. Aluminum leaves 
pivoted in machined brass to 
reduce friction; tie rods cad- 
mium plated bushings. Larger 
units dual to eliminate twist- 
ing of leaves. 


Type PH Penthouse Roof 
Ventilator: For roof ventila- 
tion. Operates against stotic 
pressures using the IND type 
Industrial fan housed in steel 
penthouse with automatic 
shutters. Completely assem- 
bled—ready for installation 


CHELSEA PRODUCTS 


Type AA Utility Fan: For cold 
storage, meat packer and 
freezer applications. Totally 
enclosed ball bearing motor 


Type EU Package Attic Fan 


Unit: For cooling homes, 
churches, hotels, hospitals, 
schools, etc. New stream- 
lined venturi orifice delivers 
greater air volume. ASH 
and VE method certified rat- 
ings. Efficient, low current 
consumption motors. 


with both front and rear 
guards. Capacity: AA20 — 
3000 CFM; type AA24—4800 


> 
. 
>. 
>. 
7. 
. 
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7 
. 
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. 
. 
* 
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e@ CFM. Fan speed—1100 rpm. 


CHEISEA 


1206 GROVE STREET, IRVINGTON, NEW JERSEY 
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ahead of formal progheaey 





AMAZING NEW 


Nendgoe sorety Light 













nates just enough for visibility 4 Si E- 
any electric light socket. Plug it in ae just leave it 1 ; 
after month, the day round, at practically no coat: Nee ded 
safety and convenience, in millions of homes, buildings, pie a 
for bathrooms, nurseries, dark halls and stairways, sickrooms and 
_ 

other purposes. Here’s a new postwar product that bristles with poe’ q 
ing points... and a market that includes every home and building with © 
electric service. 

CAFETERIA-TYPE SELLING : 
Littelfuse Nite-T-Lite comes in self-service displays as illustrated. Write, 
wire or phone for our money-making proposition to distributors and 
dealers. Address Littelfuse, Inc., 4757 Ravenswood Ave., Chicago, IIL, 
Phone Longbeach 4970. 


ANOTHER PRODUCT BY 


LITTELFUSE 
Qrcopouited 
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(Advertisement) 


SYLVANIA NEWS 


WHOLESALER EDITION 


Prepared by SYLV ANITA ELECTRIC PRODUCTS INC.. Salem, Mass. 


1946 





NEW ULTRA-MODERN FLUORESCENT FIXTURES 





Sylvania’s glamor line of new fluorescent fixtures 
brings fluorescent lighting into harmony with the 
dramatic beauty of modern interior decorations. 

These representative packages of light effectively 
combine beauty of design with high efliciency of 
operation. They are available in two- and four- 


lamp combinations — unshielded, attractively glass- 


shielded or louvered. for soft. diffused illumination. 
Ideal for retail stores, offices. banks. schools or any 
modern commercial establishment desiring deluxe 
carriers of the best light in sight! Sylvania Electric 
Salem. Mass. 


Products Ine.. 


DESIGNED 10 ENHANCE COMMERCIAL INTERIORS 











C 440, compact unit with 4 40-watt Sylvania 


lamps, high power factor auxiliaries and COP-AO starters. 


bikcdmenene 


a 
a 


Py, 








CL 140, attractive louvered unit. with 4 


M)-watt Sylvania lamps, auxiliaries and COP-40 starters. 


re ae 
* ey 
& 


erg PET 





CG 4410. complete package C240. compact unit with CL, 240. louvered unit with CG 240. glass-diffused fix- 
of light: 4 40-watt glass- 2 40-watt Sylvania lamps, $0-watt Sylvania lamps, ture, with 2 40-watt Sylvania 
shielded lamps: auxiliaries auxiliaries and COP-40 auxiliaries and COP-40 lamps, auxiliaries and COP- 


and COP-A0 starters 10 starters. 


SYLVANIASY ELECTRIC 


CENT LAMPS FIXTURES. WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 


Starters. Starters, 


MAKERS OF FLUORE 
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The Double-Duty 


HEAT FAN 


$1 - 3 75 Incl. Gov't. Excise Tax 


Catalog No. H.F. 161 


NR a 














COOLS IN SUMMER-— 


Flip off heating element 
| 


the fan alone prov ides cool- 


ing circulation in summet 





HAIR DRYER-— 

Clean gentle warnmin 

breezes drv vour hair quick 
i 


lv, safely. easily. 


a 


|} {e 
rie 


QUICK WARMTH- 


a | 


Quick ... clean... all-over 


warmth for home. office 


shop and factory. 





CLOTHES DRYER-— 


Plug in vour Heat Fan to 
dry stockings, lingerie or 


baby clothes in a jiffy 
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The revolutionary forced-air principle of the Thermador Electric 
Heat Fan makes it far more effective than the ordinary portable 
Located in the rear of this amazing heater is a sturdy fan that 
forces air through the he ating ¢ lement to spread a blanket of clean, 
fumeless, odorless warmth all over the room in a remarkably short 
time. And that’s not all Flip on the fan alone—without the heating 


clement—to provide cooling circulation of air in summet 
It's safer—No flames, fumes or exposed parts. 
It’s smaller, lighter (only 7% lbs.)—A finger tip lifts it 
It's more attractive—It has won prizes for its design 


It’s more economical, too, both in original cost and opera 
tion. Yes, it’s far-and-away America’s finest portable for home 
office, shop or factory. For full details write to Dept. EW-5 


Sab a 8 — a fF Rit Se 
“a i 7 4 » Pe aan = re 
ie. = | et, > ! £ - a Ot ¥ 
ee — | he eee a 
eS Bi € = 4 ™ J vats" z a, 
» “ - le . Sow « OD we ail “ 
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THERMADOR ELECTRICAL MANUFACTURING CO. 
5119 DISTRICT BOULEVARD, LOS ANGELES 22, CALIFORNIA 
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Simplifies FOOT SWITCH MAINTENANCE 
with STANDARD CONTACT FINGER 


a. 


Ser 




















Type FSA-22, 2 Pole, 
3 Horizontal Mounting, 
an 2 XN eas F Left Side Operation, 


ONE CONTACT FINGER 
ASSEMBLY\ FI'SSTHEM ALL! 


@ Minimum maintghanca—evenh_on suteh a small pdtigs 
this moving finger }assembly, helpg spee@Nproduction and 
reduce costs. Thej contact finger dgsembly Wlustrated fits 
every one of the foot-opefated switches illustréted — also 
Bulletin 101 Master Switéhes, Bulletin 102 Cam, Limit 
Switches, Bulletin 102 Hatchway Limit Svjitches, and Bulle- 
tin 102 Track Type Limit Switches. Thus, \n plants using 
several different types of switdhes, maintenan@g is simplified 
because the samesspare part fit§ them all. Double‘kreak silver- 
to-silver contactsJrequiring no fijing nor dressing sf&\ce oxidiz- 
ation will not cayse poor contact, also reduces mairtenance. 
When replacem@nts are needed,\a simple twist of the fingers 
removes the confacts and the pre§sure spring will not fl,out. 


Type FSVA-11, 22 or 

33, 1 or 2 Pole, with 

Latch. Vertical Mount- 
ing. 


Showing Safety Shield 


wares Pp : . - d il- 
3C” Fot Switches are ideal ¥’packaged” items for able on 1 ow Stabe 
distribut@rs to handle. Ask for¥’3C’ Bulletin 101-FS Switches only. 


Type FRSA-44 4-Pole, 
3 position. 


Type FWLSA-22—2 Pole 
Sequence operation, with 
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WM bright COMMERCIAL 


all-purpose Fluorescent Fixture 








Unien Made 
1. B.E.W. 











HF-404F  S- 
pen- 40 Watt—4 Lite os 
ontinuous 


Skylight” type 





Exposed Unit 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


Manufacturers of Fluorescent Lighting Fixtures 
3917-25 N. Kedzie Ave. Chicago 18, Illinois 
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FREDDY FIREFLY 
presents lomoviwa 
FLUORESCENT 


BATHROOM 
CABINET 





This is the FIRST bathroom cabinet in which fluorescent light- 
ing has been actually constructed into the cabinet itself. 


The fluorescent lamps are COMPLETELY CONCEALED 
behind the cabinet door. 


The concave built-in reflectors on each side of the cabinet pro- 
ject the light onto YOUR face as you stand before the mirror. 
Your face is (by indirect light) evenly and softly illuminated 
by the light from these concave surfaces. To further soften 
the light, the light source openings 

are covered with Skytex refracting 

glass panels that slide into conven- 

ient grooves. Your face is then seen 

in the mirror without objectionable 

glare...it is by far the most modern 

and practical method of illumination 

yet conceived. 

Sold as a complete unit, ready for imme- 

diate installation in new or present homes. 


Constructed to be recessed into the wall 
between two studs. 


For details on this new Freddy Firefly FIRST write 
direct for name of your nearest jobber or contractor. 














AHN MFG. CO. /NC. 
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cy 2 
Quiet... 
as a cat on velvet 











@ All ballasts hum, just as all cats purr: but a sound 
level that stays so low as to be unnoticeable is a major 
advantage of G-E ballasts. On fluorescent lighting fix- 
tures for offices. hospitals, drafting rooms, studios. and 


whenever “quiet” is the rule, your reputation may stand 
or fall on this factor alone. 
It’s quality construction that keeps G-E ballasts quiet. 
The composition of the core steel, the accuracy of di- 
mensions of the laminations, the uniformity of core 
stacking, the strength of the clamping structure ~~ all 
help to make a cohesive unit tending to damp the 60- 
eyele hum. 
Behind the design of G-F ballasts are all the research 
and resources which G.E. is concentrating on the steady 
erowth of fluorescent lighting. Our engineers will be 
vlad to help you select and apply ballasts or other G-E 
fluorescent fixture components. Apparatus Dept., General 
; (JEN Electric Co., Schenectady 5. New York. 

—= meme 9) tiene 

BALLASTS - LAMPS - STARTERS 


} Low noise level—for satisfied lamp—for rated lamp life and 


LAMPHOLDERS - CABLE | users light output 
Lepr ‘(iLO tLeLe 





2 Long life—for low replacement 4 Dimensions that permit use of 
one wiring channel for practically 
all fixtures—for simplified parts 
3 Characteristics matched with inventory and lower fixture cost 


cost 








GENERAL (3) ELECTRIC 


408-837-5206 
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Pittsburgh Permaflector Presidential 
FLUORESCENT LUMINAIRES 


In two, three and four lamp units utilizing 
40-watt, T-12 lamps. Curved Skytex glass 
side-panels; longitudinal baffle shield. 


“Yhe poferson 








Somethine ‘has come to Licht! 
§ § 





The Jefferson has met with unanimous approval of lighting equip- 


ment users everywhere. And with good reason... for The Jefferson 
and its companion luminaires in the Presidential Series are light- 
engineered to give lasting performance . . . are outstanding in 
appearance ... and are styled in perfect taste. 
The entire line of Pittsburgh Permaflector Fluorescent and In- 
candescent Lighting Equipment is simple to install . . . easy to 
maintain ...and gives maximum illumination throughout its long FUNCTIONAL 


Scientifically engineered to give long and lasting 


service life. Pyttshurgh Permaflector equipment has all these ad- nO Give Fi oy 
. performance at peak of illuminating efficiency. 


vantages—and is adaptable toa wide range of commercial, industrial 
and institutional applications. Sat 

Pittsburgh Permaflectors offer the wide-awake electrical con- ‘Gubtaien in appearance ... smart in design 
tractor and wholesaler a prestige and highly profitable line that - styled in perfect teste. 


brings satisfaction to you and your customers. You'll be all set for 


> > Z ove ale rs Dp. } ° Dow ctor PLEAIGLE 
more customers and bigger sales with I ittsburgh Permaflector Roeaae maid... en aeiiens dae ith 
Fluorescent and Incandescent Lighting Equipment. Hanger AH-200— individually or in continuous row. 





Se IWATE Oy Ae 


Pilbsburgh Reflector Company 


OLIVER BUILDING * PITTSBURGH 22, PA. 


Manufacturers of Permaflector Lighting Equipment 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
Permafiector Lighting Engineers in all Principal Cities 


coerce «i acai 
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IDEAL SPLIT BOLT CONNECTORS! 


A PROFITABLE CONNECTION! 


In fact, IDEAL Split Bolt Connectors 
make two profitable connections. When 
your customer uses them to join wires or 
cable, that’s a “paying connection”’ for 
him, and when you sell IDEAL Split Bolt 
Connectors that’s a paying connection 
for you—in turnover and profits. 


The new IDEAL Split Bolt Connectors 
make permanent or temporary solder- 
less connections. Made in bronze, brass 
or aluminum. Two types, ‘“‘one piece” 


and “two piece;’ with small or large 
heads. All sizes. 


SERVICE ENTRANCE CONNECTORS 


also available 


IDEAL INDUSTRIES, Inc. 


Sales Offices in Principal Cities 
Consult Your Local Telephone Book 






















NEW LOW PRICES! 


A Favorite for Joining Wires—and 
now in greater demand than ever 
because of NEW LOW PRICES! Make 
wire joints that are permanent, 
trouble-free, without fuss or bother, 
solder or tape, or heat. Strip wires, 
screw on—THAT'S ALL! Millions in 
use! Fully approved by Underwriters’ 
Laboratories, Inc. 

FREE SAMPLES ON REQUEST 










OTHER IDEAL Wiring Devices. Fish 
Tape, Reel and Pullers, Lugs (Solder 
and Solderless), B-X Armor Cutter, 
‘Safe-T-Grip’’ Fuse Pullers, and the 
most complete line of Wire Strippers 
on the market. 


PROMPT DELIVERY 
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= SS. 2 4 
YOU CAM Atways 
Rety ow RACO 
| 





Don't let that question stump you. RACO is the trademark of RACO-~ All-Steel - Products. 
Any salesman or wholesaler can tell you that. For the approval of this complete line of 
steel switch boxes and outlet boxes is nation-wide. 


RACO MEANS MORE PROFIT FOR YOU 

Raco means a clean line. No dirt, no grease! Always a smooth, glossy finish. 

Raco means a packaged line. All Raco Products come direct to you in attractive cartons 
... cartons that have readable index ~showing product number, quantity and finish. 
Easy to stack handle display. 

Raco means a uniform line. Raco Products are all made to the same exacting standards 
found in other precision metal products that All-Steel has been manufacturing for over 
33 years. It’s the one preferred line of architects, builders and contractors. 

Raco means your line. Raco+ All-Steel+ Line is sold nationally through wholesalers exclu- 
sively. It’s the quality line that means more profits. Look for the Raco trademark ... 
the sign of better workmanship. 


rHE JAY-KAY (J-K) BOX 





Vade for “BX” but with bushing plate removed, 1! 
comes al r non-meta thle. Supplied in 344" 
$” ¢ i” ters. B ¢ } ‘ rea emobled wi bars: 
clamt ] os mor vlring I m. Use this box 
now when connectors are scares 
ALL-STEEL-EQUIP COMPANY, INC. For BX Cai 





300 Kensington Avenue, Aurora, Illinois 
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Write today for details and price 
of this 3-20 Watt Kitchen Unit 
... one of the most sensational, 
low-priced units on the market 
today. Quality constructed 
throughout. 


"NORRISTOWN, PA. 
' (Greater Philadelphia) 


. to 
3 fx, 
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A GOOD GUIDE TO 
BETTER BUY-WAYS 


® When smart and aggressive electrical 
merchandisers proclaim a product “good”, 
then back their judgment with ever-increas- 
ing purchases, you may be sure that 
product has proved its worth as a consis- 
tently profitable item. 


It is further evidence that the quality and 
dependability of the product—and the service 
of the producer—have constantly measured 
up to the exacting standards of these buyers. 


Such is the experience and reception 
accorded General Day-Lite fluorescent light- 
ing fixtures—long recognized as the most eco- 
nomically-priced quality line on the market. 


So, if you want a good guide to better buy- 
ways—look to General Day-Lite. 


fluorescent lighting 
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She thing you cant Je€e... 









makes a big difference 
: ° . »y : » ‘6 > ’ 
in lighting performance! 


Most users of fluorescent lighting fixtures aren’t aware that things like 
ballasts exist. They're concerned with light-for-attraction and light- 
for-selling. 

But the man who se//s fluorescent lighting 7s aware. He’s concerned 
with lighting performance and fixture operation. Most men who know 
lighting also know that CERTIFIED BALLASTS, the hidden heart of the 


fixture, assure satisfied customers ... freedom from service worries. 


What's the big difference? Just this: 


CERTIFIED BALLASTS are built to exacting specifications set up by 
foremost lighting engineers. They are thoroughly tested and checked 
by impartial experts, Electrical Testing Laboratories, Inc., before they 
are CERTIFIED as meeting the specifications. 


And leading fluorescent tube makers will guarantee lamp per- 
formance when CERTIFIED BALLASTS are specified in fixtures. 


For new fixtures or for replacement in existing equipment, remember 


the hidden difference... specify CERTIFIED BALLASTS. 


Certified Ballast Manufacturers 


CHICAGO TRANSFORMER CORP. GENERAL ELECTRIC CO. JEFFERSON ELECTRIC CO, 
3501 Addison St., Chicago, Illinois Specialty Transformer Division Bellwood, Illinois 
1635 Broadway, Fort Wayne, Ind. 
SOLA ELECTRIC CO. WHEELER INSULATED WIRE CO. 


2525 Clybourn Ave., Chicago 14, Illinois 378 Washington Ave., Bridgeport, Conn. 


ELECTRICAI 
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DICTIONARY. ea: 


RPOR ATION 


. St. Paul Ave., Chicago 47, Ill. 
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SKYLITE 


Bui Mi in 7 Quality, — distinguishes 


every 


mil) oral 


FLUORESCENT 
FIXTURE 


A complete line of 
commercial and industrial 
fluorescent fixtures 


LOUVERLITE 





Every SMITHCRAFT FLUORESCENT 
LIGHTING Fixture is built to meet the 


friends and gives almost limitless service. 














most rigid tests of ENDURANCE. Of 
course, there is also Style... recognized as 
the industry’s top styling...and there is 
correct Engineering for which Smithcrafts- 
manship is notable. To these Smithcraft has 
added a built-in quality which guarantees 


you that ENDURANCE which makes firm 


When you recommend SMITHCRAFT 
FLUORESCENT LIGHTING FIXTURES, 
you are performing a real service to your- 
self, to your customers, and to the cause of 
Better and More Economical Lighting. 


Smithcraftsmanship is obtainable only in 
Smithcraft Fixtures. 


a 7, only through recognized electrical wholesalers 


Kh uff LIGHTING DIVISION Chelsea 50, Mass. 
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IT’S AMERICA’S BEST KNOWN... 


It’s the one toaster most people will 
ask you for by name—the one brand 
that more folks already own than 
all other makes of automatic toast- 
ers combined! Why? Because 
‘Toastmaster’ toaster advertising 
has always done the biggest, most 
consistent, best selling job in the 
indusiry. It's doing that for you 
now with millions of messages 
monthly in Life, Post, Collier's, Good 
Housekeeping, 


True Story, Parents’ 


and Bride's Magazine. 


le to handle? 


AND MOST WANTED TOASTER! 


It's THE toaster that millions of 


folks have their hearts set on, the 
easiest toaster to sell in the greatest 


numbers! Sell a greater number of 


quality toasters at the price that 
quality earns and that adds up to 


more profit. You w// sell more of 


this brand because the ‘Toastmas- 
ter’* automatic pop-up toaster is 
America’s best known...and most 
wanted toaster 


TOASTM 


TOASTMASTER 
TOASTMASTER PROD' 
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Mi ASTER toaster 






FREE 
MOUNTED 
REPRINT! 


This full-colorad 
will appear in 
Post and Life. If 
your distributor 
can'tsupply you 
—order direct. 


Teast WasTER 


ASTER Zz 


1 trademark of McGraw Electric Company. Copr. 1946, 
Ts Division, McGraw Electric Co., Elgin, IIl. 
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PR Wed VOOR SWITCHES 


es . , Automatically control the lights by opening and closing of doors as 
ae ee Hitt w in closets, storage and refrigeration chambers, vaults etc. Numbers illustrated 









—— “ie here are designed to switch on lights when door is opened; others available for 
lighting when door is closed. No. 6553 comes complete in an approved box with 
23 32” and 1 2” knockouts and clamp for flexible metallic conduit. No. 2022 is 
mounted in a steel box, porcelain lined. No. 6550 is mounted in a porcelain base; 

fits all standard door switch boxes. Ratings: 6 Amps., 125 V.; 3 Amps., 250 V. 

Striker plates come with each switch. Ask for complete line listings. 





Hi). 
DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
HART & HEGEMAN DIVISION 


TTT Aa eT 


May, 1946 














F ARROW-HA 


14 ELECTRICAL WHOLESALING 





= | 
-s 









































2 RPE REE Toe crempenenns once 


OS Te ert 








Convention Comment \\ith this writer's reco! 
lection of electrical wholesalers conventions going back 
to the vears of World War I, we go on record here 
to the effect that, judged strictly on a business basis, 
the 37th Annual Convention of the National Electrical 
Wholesalers \ssociation, just held at the Stevens Hotel, 
Chicago, April 21-25, 1946 ranks tops. 

The attendance of 450 wholesalers established a new 
high record, as did that of over 800 manufacturers and 
their representatives. The program of the convention 
led off as usual with a full day’s meetings—3 sessions 

of the Executive Committee. 

The addresses delivered at the various sessions were 
timely, packed with interesting and valuable informa 
tion for those who came to listen and learn. A number 
of commodity committee meetings were squeezed in 
between general sessions. In other words, the basic 
character of a real working convention was fully main 
tained. 

\nd—something new had been added. 

Business-wise the most significant addition to the pre 
vious pattern of programs was a full morning’s session 
of the now smoothly functioning Appliance Division. 
Born officially at the April 1944 convention the Appli 
ance Division has grown rapidly and soundly until today 
its membership of over 200 includes most of the coun- 
trv’s well established and aggressive appliance distrib 
utors. It is organized to do a strong constructive job 
and thus provides them with a long needed national 
vehicle for cooperative activities while enjoying the 
full and inestimably valuable benefits that the back 
ground of N.EAW.A. itself provides. 

\dded also were some dramatics. Having the Declara 
tion of Interdependence read by a “Town Crier”—actu 
ally dressed up in medieval town crier’s costume—helped 
to mpress those present with the importance of the 
document. Putting jovial Al Byers on the “screen” of 
a simulated television set, and thus “televising” his read 
ing of the “Tenets of the Electrical Wholesaler” repre 
sented a novel departure from the conventional. The 
N.E.W.A.-sponsored cocktail party and banquet pro 
vided entertainment, and enough drink and food to 
keep even the frailest body and soul together. 

But also there is something that has changed—at 
least to those who attended N.IE.W.A. conventions prior 
to Pearl Harbor. Up to then attending the Annual 
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Meeting at Hlot Springs, or the usual Fall convention 
was more or less like a visit to one’s Llometown—where 
everybody knows everybody else and calls them by thei 
first name. 

However when Hometown grows big, becomes a city, 
its citizens no longer know all the other citizens and 

the Chicago convention demonstrated that no one 
member of N.E.W.A. any longer can recognize or re 
member the names of all the other members. 

NEW OA. has grown, grown tremendously, grown 
In MMportance to match the stature of the great industry 
which it represents. Its circle of National intluence 
will continue to grow under the wise guidance of those 
whom its members elect to posts of responsibility. If 
in the process close acquaintanceship, congeniality and 
intimacy between all members becomes lost-——that must 
be counted as the price of progress. 


In anv case—N.E.W.A. has “hit its stride.” 


* 


The Lighting Exposition 1 anyone in the elec 
trical field had thought of lighting as anything othet 
than big business such misconception would have been 
dispelled readily by even a casual tour through the bril 
hantly illuminated aisles of the First) International 
Lighting Exposition, which followed the N EWA. 
convention and ran through to April 30th in the ex 
hibition hall of Chicago’s Stevens Hotel 

Nearly one hundred manutacturers of lamps and light 
Ing equipment were showing their wares, the booths 
gaily decorated, various units hung to costly false ceil 
ings, advertising matter and catalogs ready for intet 
ested visitors, executives and sales representatives con 
stantly in attendance and ready to answer questions ot 
meet present and prospective customers, Some manu 
facturers really had “shot the works’—were showing 
their full line, others—the more cageyv ones—kept thei 
new numbers “under wraps” and disclosed them only 
to a selected few. 

(Orders booked in most cases far exceeded expecta 
tion with only one cloud dimming the otherwise bright 
and sunny sky . deliveries. Strikes, past and in prog 
ress, have held back the stupendous sales volume that 
would now be recorded in the lighting field and no one 
was willing to venture a guess as to when the industry 
would really get rolling “Full Steam Ahead.” 
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Nevertheless, coming when it did, the exposition con- 
tributed inestimably toward re-establishing for the light- 
ing industry the important place it has in the electrical 
industry and gave it momentum that must inevitably 
carry lighting sales to new and previously undreamed- 
of heights. We compliment the Industrial and Commer- 
cial Lighting Equipment Section of the National Elec- 
trical Manufacturers Association on having sponsored 
and carried through a most valuable and highly con- 
structive effort so successfully, and at a time when The 
Greatest Sales Opportunity in Lighting History Lies 
Ahead. 


* 


Strikes Are Costly It is reliably estimated that the 
4-months General Motors strike caused various eco- 
nomic losses of over one billion dollars. The GM work- 
ers got after four months of sacrifices what they could 
have had without striking and substantially what Chry- 
sler and Ford workers actually did get without striking. 

The Westinghouse strike, after nearly four months 
is at this writing still on, with 65,000 workers losing 
$642,000 every working day and having already lost 
nearly $65,000,000 in wages—a sum that none can ever 
recover. 

The General Electric strike, settled in March, cost 
the workers untold millions of dollars and now retlects 
itself in the company’s statement for the first quarter 
of 1946: Sales down to 20 percent of the same period 
of 1945; and an operating loss of $13 million against 
a profit of $11 million. 

Thus aside from the gigantic losses in production and 
sales the workers have dissipated their savings and 
brought themselves to the edge of penury through the 
ruthless strategy of labor leaders who themselves never 
suffer. 

And to top off the epidemic of strikes already en- 
dured, John Lewis comes along with a coal strike that 
threatens to tie up a large part of the whole country’s 
economy. 

If we had a national law that prohibited any presi 
dent, senator or Congressman to succeed himself, we 
would now also have laws that put labor unions in thei 
proper places. 


* 


Retail Sales Consumer spending during the first 
three months of this year was at the rate of $120 bil 
lion per year says the U. S. Department of Commerce 
This despite the fact that many of the consumer dur 
able goods such as furniture, refrigerators, washing 
machines, etc., were in short supply. 

Chief causes for the boom in retail sales are cited as: 
Veterans returning to civilian life, tax reductions and 
gradual lessening of payroll deductions for bond pur 
chases. & 

The report concludes that “as the flow of consumer 
durable goods increases and as the supply of non-dur- 
able goods as well becomes better balanced, consumers 
will shift part of their incomes to the purchase of dur- 
ables and reduce the current tendency to spend a 
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disproportionate amount of their incomes on non 
durables.” 

Meanwhile sales reports for April and early May 
continue to show sky-rocketing sales, which means that 
the boom is gaining headway. 


* 


Deadlines (n the day when this, the May 1946 issue 
of ELECTRICAL WHOLESALING, had to go to press cam 
to an end two important events that had run consecu 
tively for the previous ten days. The convention of the 
National Electrical Wholesalers .\ssociation had started 
\pril 20th and its last day, April 25th coincided with 
the opening of the First International Lighting lxposi 
tion which ended on April 30th. 

soth events were of paramount interest to electrical 
wholesalers everywhere and theretore the reporting of 
speeches made, discussions had, and actions taken 1s 
rightfully considered a necessary service of this maga 
zine to its readers, so that the thousands of wholesalers 
and salesmen who could not attend may have the benetit 
of reading about the instructive and interesting things 
that happened. 

Unfortunately magazine or newspaper production is 
tuned to rather rigid time schedules, commonly referred 
to as “deadlines,” and if a publication is to maintain 
its announced publishing schedule, everybody all along 
the line must rigidly observe those deadlines 

The deadline for this, our May issue, came while out 
entire editorial staff was still in attendance at the Light 
ing Show and obviously with the Show following im 
mediately after the Wholesalers Convention there has 
heen no time for preparing text and illustrations for 
this issue, that would do justice to the two so important 
events above referred to. 

Therefore we publish herein only those speeches ot 
which the author supplied us with copies prior to the 
Convention or Show while the complete report of both 
events will be presented in words and pictures in oun 
June issue 
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Men! Get the Facts on Power 


Circuit Transformer Applications 
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Eliminate duplication of plant wiring cir- 
cuits and costs by placing Jefferson Power 
Circuit Transformers at convenient inter- 
vals to provide lower voltage service from 
the higher-voltage, low-rate system. Jef- 
ferson Transformers are the dry type and 
may be mounted on wall, post, or directly 
on the machine to supply 115-230 volt 
current to lights, controls, relays and 
other small electric equipment. 

Save time, expense and increase efficiency 
by installing Jefferson Transformers and 
distributing only the higher voltage in 
your new plant, or for your modernizing 
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3- Fittings 
4-Labor Costs 
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- Maintenance 


- Installation 
Time 


JUST OFF THE PRESS °£ 


New illustrated Bulletin 
461-PCT containing sug- 
gestions and installation 
applications. Write today. 





program or re-wiring job. Now is the time 
to make your plans. Write for latest Bul- 
. . . JEFFERSON 
ELECTRIC COMPANY, Bellwood (Chicago 


Suburb), Illinois. Iv Canada: Canadian 


letin mentioned above 


Jefferson Electric Co., Ltd., 384 Pape Ave., 
Toronto, Ont. 
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t The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of February 1946 
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LES Although the sales of electrical goods through 
wholesalers in February 1946 dropped 2 percent from 
the January level, this decline was remarkably small 
considering the fact that most businesses were showing 
the full effects of the mid-winter strikes in major manu- 
facturing industries. 

Inability to get and keep available a complete stock 
of electrical supplies has affected seriously the sales of 
wholesalers in many sections of the country, but never 
theless, when compared to the 1939 average monthly 
sales volume, February sales stayed at the high figure 
of 156 percent. It seems probable that March sales will 
really show the full impact of strike-shortages. 

The bringing of the strike situation “‘closer to home” 
through the closing of three of the major electrical 
manuiacturing plants was evident in comparing. the 
electrical wholesalers’ decline of 2 percent in sales with 
the general hardware wholesalers’ gain of 5 percent, 
and the 6 percent increase in sales reported by the 
wholesalers of machinery equipment and supplies. 


NVENM EC Ikven more than in the reports of 
sales volume, the effect of the strikes showed up in the 
electrical wholesalers’ February reports on inventories. 
With an & percent decline in stocks from January, it 
was evident that the wholesalers’ warehouses were be 
ing drained of many items which at the time could not 
he replaced by the manufacturers. 

Compared to the 1939 average monthly inventories, 
wholesalers’ stocks in February were 24 percent ahead. 
However, this figure loses some of its significance when 
we consider that, at the same time, compared to 1939, 
wholesalers’ sales were 56 percent ahead. 

It is apparent that the inventory situation, not too 
bright in these figures for February, can not be ex 
pected to improve shortly, at least before early in May, 
or even later if one of the major electrical manufac 
turers continues to be tied up 


Chil 
VULLE 
figure was 90 percent, 2 points below the collection per- 


Kor January 1946 the collection 


centage for the previous month and the same as the fig- 
ure for February 1945. Accounts receivable were down 
16 percent from the January figure and 34 percent 
higher than for the same month of 1945 


49 





Chion-the smart fuse 


DUAL-ELEMENT, TRIPLE PROTECTION 


Jt Adds Up / 


Its louwser watt less (heat less) mahes 
any type. Trions substantially lawn 
neralwre, whether accumulated from 
load or surrounding air. The tripping 
lempenralunre of a Trion provides a heat 
ceiling 500 F lower than that of any 

Because of its natented contact re- 
lease and mouatle contact (Therm-A- 
rip), a Trion hat the longest safe time- 
lag of any overload mrotective deuice, 
whether fuse or circuit breaker. 

A Trion lows instantly on short 
cincuil; and in doing 40, also controls 








AU this adds up te triple protection, 
found only in Trion, the smart fuse! 


The Chase Shawmut Compare, 
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are exceeded. It matches its thermal capacity to the motor 
or transformer it protects. 

When a tafe overload is exceeded, the Therm-A- Trin, 
with its Contact Release and Mouatle Coutaci, alsorhs heal, 
giving an extra long time-delay. Then the Contact Release 
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REGIONAL ANALYSIS 


\LES of electrical goods during February were 

not evenly balanced among the nine regions, ac 
cording to the reports from wholesalers in various sc¢ 
tions of the country 

Reflecting the growing inability of wholesalers to 
fill orders because of the shortages of electrical supplies, 
were the reports from the industrialized Northeast and 
the Pacific Coast regions. New England, region 1, with 
many of its fabricating industries hard hit by the short 
age of iron and steel, plus a number of local strikes, 
was a diminished market for wholesalers already suf 
fering from inventory problems. Sales in that region 
dropped to 82 percent of the January volume 

The Middle Atlantic and the East North Central 
states also dri ypped off, the former to 96 percent of the 
January volume, and the latter, where the auto and 
steel strikes were centered, down to 95 percent. The 
Mountain and Pacitic States wholesalers showed that 
they were lacking supplies to fill enough orders to keep 
their volume at the January level. 

Only in the predominantly agricultural states were 
the sales of wholesalers above the January figures. And 
even there, it must be noted that these high sales tig 
ures resulted to some extent from being compared with 
abnormally low sales volume in those states in January 

It was the second successive month which inven 
tories had declined in regions 2, 4 and 9, while in re 
gions 6 and 8 the reports were not sufficiently nu 
merous to show the complete picture. Only the West 
South Central states were able to show stocks at the 
same level as in January 

Although, when compared with the same month ot 


FEBRUARY, 1946 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 





SALES INVENTORIES 


February,1946 February, 1946 
Compared in °/, with ‘ Compared in °/, with 
Jan., Feb.., Region Jan., Feb., 
1946 1945 (See Map) 1946 1945 
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*Insufficient data 


1945, every region shows a substantial gain in inven 
tories, it must be remembered that in most cases the 
percentage of gain does not equal the increase in sales 
which these states report for the same period. To 
show a state of desirable business recovery, inventories 
during the year should be increasing steadily more 
than sales to compensate for the greater number of or- 
ders now being filled out of warehouse stocks instead 
of direct, as was the case during the war emergency. 
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Connecting block for line connection 
loected conveniently inside upper 


made on the job. 
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Starters just inside lower ex- 
plosion-proof screw covers 
can be replaced without re- 
moving lamps. Re-lamping is 
quick and easy with help of 
special tool or pliers. 
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Lamps are held in position in center 
of Pyrex tubes by springs which also 
facilitatc re-lamping. Column of air 
eround lamp, inside Pyrex tubes, 
maintains even temperature on sur- 
face of lamp which prolongs life of 
lamp far beyond that of ordinary 
fluorescent equipment. 
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under outer dust cover, is quickly 
accessible. Flexible coupling re- 
lieves any possible strain on 
Pyrex glass tubes. 
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NOW! NEW, LARGER SIZE ADDED 


Still America’s first and only Explosion-Proof Fluorescent Lighting 
Fixture, this great Appleton development will be available in a new 
and larger size, accommodating two 60-inch, 100-watt, T-17 fluor- 
escent lamps. The original fixture accommodates two 48-inch, 
40-watt, T-12 lamps. 

Note at left the important features that make Appleton Explosion- 
Proof Fluorescent Lighting Fixtures easy to install, economical to 
maintain, and safe, by a wide margin, wherever flammable gases, 
combustible dusts, or explosives render a location hazardous. 

Thus, Appleton engineering skill enables your Contractor- 
Customers to bring all the advantages of modern fluorescent 
lighting to locations listed in Class I, Groups C and D; and in 
Class Il, Groups E, F and G. Recommend that your customers 
check on those locations, now. 

BE SURE your customers have and use the big Apple- 
ton Catalog containing complete information on 
all of the 15,000 items in the complete Appleton line. 


Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue «* DETROIT, 7310 Woodward 
Avenue « CLEVELAND, 1836 Euclid Avenue *« SAN FRANCISCO, 655 Minna 
Street ¢ ST. LOUIS, 420 Frisco Bldg. * LOS ANGELES, 100 North Santa Fe 
Avenue « ATLANTA, 175 Luckie Street, N.\W. «© BIRMINGHAM, 6 N. Twenty-first 
Street *« MINNEAPOLIS, 305 Fifth Street, S. «© PITTSBURGH, 418 Bessemer 
Bldg. * BALTIMORE, 100 East Pleasant Street * BOSTON, 10 High Street « 


DENVER, 1530 Sixteenth Street +* PHILADELPHIA, 1017 Cherry Street 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee 


New Hoven, New Orleans, 





EXPLOSION-PROOF FITTINGS «+ REELITES 











THE SAFE WAY TO MEASURE 


VALUE 


IN INDUSTRIAL 
LIGHTING EQUIPMENT 





Manutactur 


Participating In 


RLM CERTIFICATION PROGR? 


BENJAMIN ELECTRIC MFG. COMPANY 
Des Plaines, Illinois 
BRIGHT LIGHT REFLECTOR CO., INC 
Bridgeport, Connecticut 
GOODRICH ELECTRIC COMPANY 
Chicago, Illinois 
JONES METAL PRODUCTS COMPANY 
West Lafayette, Ohio 
THE MILLER COMPANY 
Meriden, Connecticut 
MITCHELL MANUFACTURING CO. 
Chicago, Illinois 
OVERBAGH & AYRES MFG. COMPANY 
Chicago, Illinois 
QUADRANGLE MANUFACTURING CO. 
Chicago, Illinois 
SMOOT-HOLMAN COMPANY 
Inglewood, California 
WESTINGHOUSE ELECTRIC CORP. 
Cleveland, Ohio 
WHEELER REFLECTOR COMPANY 
Boston, Massachusetts 
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The basic idea behind every activity of RLM Standards 
. and the use of the RLM LABEL to identify industrial light- 
ing equipment certified by the Institute . . 


Institute . . 
. is to protect the user. 


Every industrial lighting unit qualified to bear the RLM LABEL must 
conform to rigid RLM Official Standard Specifications. These specifica- 
tions cover construction and performance factors vital to safety, lighting 
efficiency and economy. Serving as a certificate of performance to these 
specifications, certified by an independent testing laboratory, the RLM 
LABEL is an outward sign of inner value. 


That is why it is so worthwhile to look for the RLM LABEL when buying 
Incandescent and Fluorescent industrial lighting equipment. 


Copies of all RLM Specifications may be secured through any manufac- 
turer utilizing RLM inspection and certification, or direct from RLM 
Standards Institute. 


The Letters RLM Stand for Reflector and Lighting Equipment Manufacturers 
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HOUSING 


CAN COST TOO MUCH 





VERYONE in the United States wants our 
people, and particularly our war veterans, well 
housed quickly. Almost everyone, we believe, 

likes the vigor and imagination with which Wilson W. 
Wyatt, the housing expediter, is going about the job 
of mobilizing our housing resources. 

No one, however, wants the veterans, or anyone 
else, to get a lot of severe economic headaches along 
with the housing. As it stands, the emergency hous- 
ing program runs unnecessary risks of having such 
results. 

Here are the reasons: 

1. The principal opportunity the program offers 
to the veteran is that of buying a high-cost house 
where a chance to rent would, more often than not, 
meet his needs much better. 

2. At the worst possible time, the program adds 
substantially to the dangers of a runaway inflation 
of the sort that inevitably ends in a crash. 

3. Little is done to try to reduce the arbitrarily 
high costs of building, such as those resulting from 
restrictions imposed by labor unions and anti- 
quated building codes. 

4. By giving overriding priorities to unattainable 
goals of home construction, the program endangers 
a volume of industrial construction necessary to 
sustain full employment. 

Needs of Veterans 

First on the needs of the veterans. What many, if 
not most, veterans need is a chance to rent a place at a 
reasonable rental while they are getting shaken down 
in their postwar careers which in many cases are in- 
evitably unsettled at this time. Essentially, what the 
“Veterans Emergency Housing Program” gives them 
is a chance to buy, for about $6,000, a house built 
along conventional lines and padded with much 
unnecessary labor and material cost. 

But what are the alternatives? There are at least 
two. One is to put far more emphasis on more effective 
use of existing housing than the Wyatt program has 
thus far. The other is to see that the proportion of new 
rental units is much stepped up. 

Incredible as it may seem, there are at present more 
than 2,000,000 vacant dwellings in the United States. 
Many of them should be demolished. But many per- 
mit of relatively satisfactory temporary use. Many 
more single dwellings can readily be converted into 
comfortable multiple dwellings. The emergency pro- 
gram assumes that only 350,000 dwelling units can be 
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provided this year by these expedients, but it does not 
seem unreasonable to assume that this figure might 
be doubled by a vigorous drive. The result would be 
a better balanced emergency housing program, be- 
cause it would provide more rental housing immedi- 
ately and save critical building materials. 

Of the new housing units contemplated by the 
Wyatt program, it is estimated that only about 20 per 
cent will be for rent. Before the war more than half 
of the homes in the United States were rented. That 
means that unless the Wyatt program is to create little 
less than a revolution in the terms on which homes 
are occupied, it must be revised to include a much 
higher proportion of rental units. 

To secure the result in the face of present high 
building costs special inducements will be required. 
They might be provided by allowing accelerated tax 
amortization of, say, half the construction cost over 
the next five years, together with rent ceilings high 
enough to make this form of investment attractive. 
This would, of course, call for higher rents, but the 
actual price to the veteran, in woe as well as money, 
might well be much less in the long run than if he 
bought an over-priced house now. 


Too Easy To Pay Too Much 


One of the mysteries of the Wyatt program is its 
general emphasis on measures to increase the supply 
of money with which to buy houses when the demand 
for houses is already at an all-time high. Some vet- 
erans may need special financial help, but the plan 
to give 90-95 per cent mortgages generally on new 
homes is not only unnecessary but positively dan- 
gerous. By providing up to $3.5 billions of govern- 
ment-guaranteed credit for homes this year, anc 
almost twice as much in 1947, the program will re- 
lease an equivalent amount of individual savings to 
create further demand for goods and services. All that 
such generous mortgage terms will accomplish with 
certainty is a dangerous lengthening of the odds that 
we will not avoid a boom and bust cycle of inflation. 

If building codes were brought up to date and ar- 
bitrary union working restrictions were eliminated, 
the way would be paved for reductions in the price 
of standard houses which, it has been estimated, 
might run as much as 20 per cent. This would both 
give the buyer of a new house a far better run for 
his money, and also reduce the inflationary pressure 
created by the super-generous credit arrangements 
involved. 








PUSH this Sta-Kon* Terminal** Assortment Kit where- 


ever small wires are used. Do this for the new customers 


and new markets it will open up—not only for Sta-Kon 


Terminals—but for all other products you stock and sell. 


in every plant in your territory. See the 


methods and production engineers, the P. A.’s and 


the maintenance and repair men. Sell them on the 


sureness, simplicity and economy of Sta-Kon Pres- 


sure Terminals. 


with outdoor sign people and with State 
and Municipal Departments. They will welcome 
the ease of hooking up small wires the Sta-Kon 
Terminal Way. 


with every motor repair shop you know 


of. It will sell itself to these practical guys. 


with air depots and manufacturers of 
airplane parts. They will be impressed with the 


ease of installation and uniform, safe performance. 


with bus companies, street railways and 
steam railways for the quick and reliable main- 
tenance and repair of their rolling stock. Push it 


as a self starter for new business wherever you go. 


Each streamlined Kit contains one carton each of 
three popular size Sta-Kon Terminals, and the 


simple Sta-Kon Installing Tool. 


This Sta-Kon Terminal business is yours and yours 
alone to push. Under the now famous T&B Plan, 
all TXB products are always distributed exclu- 
sively through you T&B Wholesalers. 

If you don’t already have your personal Sta-Kon 


Demonstration Kit ask us for this handy sales aid 


without delay. 
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The Thomas & Betts Co. 
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Getting anything done along this line is difficult, 
particularly because the restrictions are imposed by 
tens of thousands of separate localities and organiza- 
tions. Some headway is being made. The local emer- 
gency housing committees being set up under the 
Wyatt program provide a means of doing much more. 
Far more steam must be put behind this aspect of 
the program, however, if its greatest potentiality for 
permanently constructive accomplishment is to be 
realized. 


Crippling Essential Industrial Production 


The goals set for emergency housing construction 
—1,200,000 new homes started this year and 1,500,000 
started in 1947—are higher than any qualified au- 
thority thinks can be met without crippling other 
essential construction. The reasons commonly as- 
signed for such optimistic goals is that they are in- 
spiring to those in the industry and soothing to those 
who want something tremendous done about housing. 

Under normal circumstances, relatively little dam- 
age might be done by such excessive goals which are 
a common feature of most Washington programs try- 
ing to elbow their way to the center of the national 
stage. However, the emergency housing program car- 
ries with it top priorities for the materials to be used. 
Consequently, other essential construction will have 
to get along on whatever share of critical building 
materialswill be left after all demands of home build- 
ers have been satisfied. 

The Civilian Production Administration estimates 
that output of important materials will fall far short 
of needs. It forecasts a 15 per cent deficit in lumber, 
18 per cent in bricks, and 52 per cent in cast iron 
radiators. Hence, unless building materials output 
can be stepped up far more rapidly than now seems 
possible, a prohibitive squeeze will be put on indus- 
trial building to provide the materials needed for the 
Wyatt program. This would complicate unbearably 
the problems of sustaining full employment and get- 
ting the flow of production so important in avoiding 
the boom and bust route. 


Perspective on the Housing Shortage 


What is needed is an aggressive drive to get full 
production of building materials as rapidly as pos- 
sible. Such a drive should concentrate on measures 
aimed at helping the industry remove the obstacles 
to all-out production rather than on such measures 
as the subsidy plan which seems quite likely to suc- 
ceed only in enmeshing the industry in more gov- 
ernment controls. After making due allowance for 
the materials outlook and the needs for essential 
non-housing construction, housing goals should then 
be set as high as feasible. As matters stand, by set- 
ting construction goals before feasible material goals 
are determined, the cart is put before the horse. 

There can be no doubt about the acuteness of the 
housing shortage and the necessity of a program 
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commensurate with the magnitude of the problem. 
It also remains true, however, that the housing short- 
age for the nation as a whole is not quite as desperate 
as those who want the country to drop everything 
and go to building houses would have us believe. 

During the war 312 to 4 million new dwelling units 
were built or created by remodelling in other than 
farm areas. The number of families living in such 
areas increased by less than 342 million. Even though 
some of this housing was located in remote places 
as an adjunct of war production works, the wartime 
increase permitted a margin for more housing per 
family at this time. Indeed, it has been estimated that 
the rate of doubling up is only about one-third as 
great as in 1940. The margin did not begin to suffice, 
however, to meet the needs of those millions of people 
particularly in the lower income groups who, thanks 
to rapid increases in income, can afford to have and 
insist upon having better housing than they have ever 
had before. 

A rising standard of income which makes possible 
a new standard of housing for many people is a fine 
thing. Above all, it is important to see the veterans 
get the best possible break in housing. 


But Housing Can Cost Too Much 


The Wyatt program has many good features. The 
emphasis on prefabrication, though perhaps over- 
optimistic, is hopefully modern. The emphasis on local 
collaboration in solving housing problems which are 
inevitably in large part local should lead to per- 
manently valuable results. The vigorous + mobiliz- 
ing of 300,000 temporary dwellings to meet at high 
speed some of the most desperate shortage is all to 
the good. 

The main trouble with the program is that it does 
not pay enough attention to the economic havoc 
which may be created in the process of trying to 
meet its excessive goals. As a nation, we should be 
and are willing to pay a high price to get adequate 
housing. But the price will be too high if we: 


1. Give the veteran a bad bargain by selling him 
an over-priced house. 

2. Cripple industrial production needed to create 
good jobs for veterans, and 

3. Touch off a disastrous inflationary sequence in 
the process. 

These pitfalls can be avoided. All of us, includ- 
ing the veterans, have a common interest in seeing 
that they are avoided. 





President, McGraw-Hill Publishing Co., Inc. 


CULTIVATE NEW FIELDS WITH 
CONDUIT PIPE PRODUCTS 


New customers or old ... they all 
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To insure your share of today's new construction business, be 
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Association held its 
April 21-25 \ 


458 whole 


this NEWA’s first 


since the 


field 


which 


meetings 


general assembly since 1944, since wartime 
restrictions on travel and hotels had made 
to cancel the 1945 meeting 

association 
last met many problems had arisen in the 


in the general, 


held 


In addition to the 


questions which had arisen in t 


branch of 


were 


Important 


Committee 


efficient 


considered and approved by 


presented 


and 


he post-war 


the electrical 


made concerning the national organization 


the members 


Other committee meetings which were 
held during the tive-day convention in- 
cluded: executive; management; radio, 
television and tubes; apparatus and con 
trol; fan motors; industrial electronics: 
armored conductor; and legislative. 

In addition to the member wholesalers 


were 


decisions 


a 
the 


these were 


more 


euests 


than 


37th Annual Convention 


Of NEWA a Record Breaker 


SOO m 


benefited 


anutacturel 


trom 


interesting speakers and 


cussions 


the program 


that 


manship of W. I 


Opening Session 


re sulte d 


committe 
Bickfor« ‘ 


and district 


( orp 


Bickford 
the 


of N.E.W.A 
East Central District 
electric Supply 
\fter Mr. 
program which 
low, Dr. Leverett S 


othicer of the Chicago 


merce, welcomed the 


guests to the city 
Mr. Lyon was 
John Busey, 


and president of General 
Charles G. 
of N.E.W.A 


Corp 


of Breed, 


to the association 

At the session Mond: 
important step was taken 
of the association whet 


and 
\bhb« tt & Mor Lan 


or ( hi 
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adopted their version ot 


Electrical Interdependence 


of the 


was called 


Busey, 
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N. J. MacDonald, chairman of the Gen 
eral Sales Promotion Committee of the 
National Electrical Manufacturing Asso 
‘ation and vice president Thomas & Betts 
Lo 

Mr. MacDonald outlined the background 
and reasons for the Declaration of Inter- 
dependence and spoke for the National 


Electrical Manufacturers Association in 


extending congratulations to the whole 
salers for the action they were about 
to take. Following the reading of the Dec 


laration by a “Town Crier,” the document 
vas adopted by the members and _ signed 
by Mr. Busey 

The tirst reading of the “Tenets of the 
Electrical Wholesaler’? was introduced by 
llerbert Metz, chairman of the Planning 
Committee, N.E.W.A. and assistant district 
manager, Gravbar Electric Co., who ex 
plained that the purpose ot the tenets was 
to state “who we are, what we do, and 
what we stand for.” At the conclusion of 
his speech, Mr. Metz “tuned in” an 8-foot 
replica of a television set to present A] 
Byers, secretary of N.E.W.A., who gave 
the official reading of the Tenets At the 
conclusion of the meeting, O. Fred. Rost, 
editor, ELECTRICAL WHOLESALING, congrat 
ulated the members on the important and 
progressive step they had taken 

The third general assembly for members 
and guests was held Tuesday morning and 
featured the presentation of the James H 
McGraw Award to Herbert Metz. The 
presentation was made by S. B. Williams, 
secretary of committee of awards and 
editor, Electrical World. Morris I. Pickus, 
president, The Personnel Institute, pre 
sented the N.E.W.A. Scientitic Personnel 
Selection Program and was followed by 
R. C. Hill, director, N.f.W.A. Appliance 
Division, who gave a preview of the E.E.1. 
N.E.W.A. Basic Sales Training Course 


Veetine Rooms Crowded 
Both the meeting of the Apparatus and 
Supplies Division and the meeting of the 
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Appliance Division found the assembly 
rooms packed to capacity, as many whole 
salers and guests crowded in to hear the 
discussions of these two important divi- 
sions 

One of the most interesting sessions held 
during the convention was the question and 
answer period during the Apparatus and 
At the conclu 
sion of their addresses, W. P. Coppinger, 


War Assets Ad- 


Eldredge, 


Supplies Division meeting 


chief, Electrical Branch, 
Mark 
Electrical Equipment Section, War Assets 


ministration, and chief, 


from 
the wholesalers concerning the policy and 


Administration, answered questions 
pians of the government 


war surplus materials. 


in disposing ot 
The meeting ended 
with a timely and well-presented illus- 
trated talk by W. H 


ager advertising division, General Electric 


Robinson, Jr., man- 


Company 

As expected, a large number of members 
and guests were interested in the meeting 
of the Division. E. B 


1 


ham, chairman of the 


Appliance Ingra- 
\ppliance Division, 
presided and after the various committee 
chairmen making up the division gave thei 


Hill, 


director of the Appliance Division, sum 


reports for their committees, R. ( 


marized the activities of the division. He 


pointed out that the appliance division 
had grown from the embryo state to man- 
“Today,” he said, 


hood “we need dynamic 


policies and programs for dynamic times.” 
He emphasized that the appliance division 
would cooperate with the government, elec 
trical leagues, electric utilities and other 
Ranking tops as the social event of the 
convention was the banquet held in the 
Grand Ballroom of the Stevens, Wednes 
day, April 24 
The final 
April 25, witl a 


N.E.W.A 


held Thursday, 


closed 


session was 
meeting for 


members 





THERMADOR Electrical Manufac- 
turing Company of Los Angeles has 
announced the appointment of William 
E. Cranston, left, as president. Mr. 
Cranston, formerly vice president and 
general manager, succeeds Harrison 
H. Foswell, right, who has become 
chairman of the board. 


GREETING THE VISITOR at the recently remodeled quarters of Westing- 
house Electric Supply Co., Los Angeles, is this “sawtooth” merchandise and 
commercial lighting fixture display. It has a number of advantages, as Tom 
Kalbfus, district sales promotion manager, pointed out. It gets away from the 
monotonous, Straight-line display, permits more merchandise to be seen directly 
from in front and allows 10 percent more shelving. 





Lighting Exposition At 


Chicago Dazzles Visitors 


International Lighting Exposition and Conferences 


feature latest in lighting methods and techniques 


HICAGO—The 


Exposition and Conference, 


First International 

Lighting 
sponsored by the Industrial and Comme: 
Section of the 


\sso 
Hotel, 


cial Lighting Equipment 
National Electrical 
ciation was held at the 


Chicago, April 25-30 


Manufacturers 
stevens 
twotold 


An excellent program was 


planned for the affair consisting of an 
exposition with 82 exhibitors showing the 
latest in lighting, lamps and equipment 
and a series of conferences and round table 
sessions to provide authoritative informa 
tion and answer questions concerning the 
latest techniques and utilization of light 
ing, lamps and other equipment 


Wholesalers, 


Annual Convention, 


who had just completed 


were the 


rst visitors when the doors to the exhibi 


their 37th 


11 


tion hall were opened to them for a privat 


showing at noon on Thursday, April 25 
From a week before the show opened 


to the very last minute, displays were 
brought into the showplace and_ lighting 


equipment installed. By opening day the 
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exhibition hall had been transferred into 
a glittering palace of light. Upon first en 
tering the show, visitors were dazzled by 


the scene ot wonders confronting them 
\lmost every type of commercial and in 
fixture was shown. Au 


Hlashed 


dustrial lighting 


port beacons across the room 


Brillant new lighting could be seen in 

direction 
The program committee had arranged 
study of the lighting in 


today to he 


a very complete 


dustry of presented at the 
forums and round table discussions The 


hel \pril 26 and 


was held Friday, 
meeting room filled to capacity 


rst forum 
found the 
architects and 


as jobbers, contractors, 


others interested in) industrial and com 


mercial lighting crowded in. The subject 


for the opening session was “New Lighting 
Trends and Methods” Speakers heard in 
cluded: S. B. Williams, Electrical 
World; Ward director, 


neering Division, Electric 


editor, 


Harrison, Engi 
(general 


Cleveland, Ohio; Samuel G 


W esting 


pany, 


ben, director of Applied Lighting, 
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Fluor-O-Shield is made of durable lightweight aluminum, finished in white baked enamel. 


No glare — greater efficiency. Casts no shadows Instantly attached without bolts, screws or tools. 
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Couple the advantages of fluorescent lighting with the 
practical utility of Fluor-O-Shield—the simple one-piece 
louver that diffuses light evenly, prevents glare, reduces 
eyestrain. More efficient work, more sales, and improved 
lighting for store displays, production lines and office 
layouts are immediately possible with inexpensive Fluor- 
O-Shields. No trick to change burned-out lamps—Fluor-O- 
Shields simply snap on and off. Lightweight—cause no 
stress or strain on lamps or sockets. Equally suitable for 
continuous or unit mounting. 


FLUOR-O-SHIELD 


light diffuser for 


fluorescent lamps 


$ALES-WISE DEALERS: Step into a quick, profitable busi- 
ness selling Fluor-O-Shields as a multiple item with fluores- 
cent lamps and starter replacements. Fluor-O-Shields are 
easy to stock, nest to take little space and move out 
rapidly. Remember — practi- 
cally every user of fluorescent 


lighting is a prospective Fluor- 95 40 watt 
pea $ 467 inch 


e Snap-on clips permit instant attachment 
or removal. 


@ Fits open-face fluorescent lamp fixtures. 


e Eliminates glare, minimizes stroboscopic 


effect, reduces eyestrain. : 
O-Shield customer. Setail Net ori 

. . etail list price 
@ Readily adaptable for office, factory, . 


store, school and home fluorescent light 
ing. 


Trade Mark Patent Pen 


Available in two sizes for 
40 and 20 watt lamps. Prompt 20 watt 
delivery. If your distributor $]25 227% inch 
does not have Fluor-O-Shields, 


Retail list price 
ask him to write: 
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* 
SPECIFIC s * 
aatet Saas Fits Lamp Units per Pkg. t i ul o ia ™ Cc - cs a i E L 5S 


27-1-40 4678 in 40 watt 
27-5-40 227% in 20 watt CAMFIELD MANUFACTURING COMPANY 
Grand Haven, Michigan 
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Nee ee Bem’ 1000 Wholesalers And Guests 


The second forum was designed for elec 


trical contractors although many others iV bd i’ j A ,) 
interested in lighting attended. The con- Enjoy NEW, Banquet I rogram 
tractors heard W. H. Robinson, Jr., man " 
ager, Advertising Division, Lamp Depart- 
ment, General Electric Co., Cleveland, 
Ohio; Harris Reinhardt, manager, Com- Chicago convention dinner features stirring address by 
mercial Engineering Department, Sylvania Arthur H. Motley and thought reading acts by Dunninger 
Electric Products, Inc., Salem, Mass.; and 
S. C. Sachs, S. C. Sachs Company, St 
Louis, Mo. 

The committee for the exposition and *-HICAGO—A gay crowd of more that how necessary in the years ahead to a 
conferences included: E. C. Huerkamp, 1000 members and guests attended complish the job we have to do,” Mr. Mot 
Westinghouse, Electric Corp., chairman; the National Electrical Wholesalers Asso- ley told the distributors. He suggested th 


\. A. Overbagh, Overbagh & Ayers Mig. ciation banquet in the Grand Ballroom ot following personnel program tor the rep 


» 


Company; S. R. Naysmith, The Miller the Stevens Hotel Wednesday, April 24 resentatives of the electrical industry pres 
Company; F. I. Wilson, F. W. Wakefield The affair was the main social event on ent: recruit more sales power, both printed 
Brass Co.; W. P. Lowell, Jr., Sylvania the program for the wholesalers 37th An and personal; select) personnel better 


Electric Products, Inc. : F J Martin, Na nual Convention held in Chicago \pril ?1 train and indoctrinate pers nnel 


tional Electrical Manufacturers Associa- 25 Entertainment for the evening was pro 
tion; D. J. Miller, Day-Brite Lighting, Arthur Hl. Motley, president of Parade ided by Dunninger, the master mentalist 
Inc.; R. W. Staud, Benjamin Electric Publications, Inc., was the guest speaker \ spellbound audience watched and ap 
Mig. Co.; and A. B. Coffman, exposition and delivered a most timely and inspiring plauded as he presented his “marvelous 
manager. address. “We must sell 50 percent more and mysterious’ exhibition « thought 
goods than ever before,” Mr. Motley said reading.” 
He emphasized that more and better dis W. |. Bickford, who has announced his 


Electrical Appliances Big tribution is needed He told the whole retirement after many years of service t 
e ~ salers that they must have a teeling of in the electrical industry and_= associatior 
Hit of Boston Show 
BOSTON—Visitors at the New England cconomy of the country ‘You must be \s Mr. Busey made the presentation 


Show job makers,” he said wholesalers and guests stood and gave a 


dividual responsibility tor the postwar was presented a watch by the association 


Home Builders and New Products ee 
held here April 6-13 in the Mechanics All personnel, both at the top and_ be vreat ovation to Mr. Bickford, who ha 
Suilding were encouraged to hear those ginners must have the “distribution know (Continued on page 101) 
long-awaited words, “We can deliver im 
mediately” or “we can deliver by May 15,” 


in response to their inquiries on the pos 





sibilities of obtaining the electrical appli 
ances displaved 

The show, sponsored by the Home Build- 
| 


ers Association and directed by Campbell 


Fairbanks Expositions, Inc., was welcomed 
by thousands of Bostonians who thronged 
to see the complete electric kitchens, con- 
veyor type toasters, electric radiators, elec- 
tronic precipitators and many other post- 
war products of the electrical industry. 

As expected, the spectators showed great 
interest in the electrical exhibits and rep- 
resentatives were besieged with questions 
concerning the appliances on display. After 
many months of waiting it was a pleasure 
for the representatives to take orders 
and be able to state a definite delivery date 
to the customer In addition to its show 
of electric kitchens and laundries, the Bos- 
ton Edison Company had a display explain- 
ing why adequate wiring is so all-important 
in the home 

Over 150 manutacturers from all over 


the country took part in the exhibit. Hun- 
- 


MEMBERS OF GRAYBAR Electric Company Central District enjoy an anniversary 
luncheon at the Union League Club, Chicago, honoring three men who have completed 
gardening equipment, insulation, roof cov a total of 120 years service. The three members, William Weiss, Harry Fritz and George 
erings, paints, varnishes and 1946 automo Wiley with 45, 40 and 35 years of service respectively, were presented gifts by the group. 
Left to right: J. H. Gleason, G. J. Vana, A. J. Callaway, J. J. Vratney, H. E. Werts, H.C. 
ae wf ages caer Olmstead, R. W. Bledsoe, G. E. Wiley, G. J. Cossman, W. Weiss, G. H. Fritz, E. D. 
the center of the main exhibition hall was piping N. O. Bolander, W. E. Guy, R. J. Copp, A. V. Willett, W. P. Hoagland. E. H. 
packed to capacity at all times Taylor also attended but was not present when the picture was taken 


dreds of products of interest to the home 
builder were displayed including furniture, 


biles. A model home which was set up in 
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A brand new pattern for profits... 


You’ve seen polka dots. 


But you’ve never seen polka dots used like 
this. Millions of them—all captured for the 
first time on a bright red backdrop to do a 
selling job for you. 


Yes, when General Mills Home Appliances 
go to market, they’ll be dressed in this spar- 
kling feminine pattern. And so will all the 
sales tools that go with them — ads, displays, 
catalogs, folders, posters, instruction books. 

This one family design—distinctive, bril- 
liant, rememberable—means swift unmistak- 


able identification. 


Add to this the reputation of Betty 


Crocker—America’s best known, most help- 
ful home service authority—and you’ve got 
a profit push behind General Mills Home 
Appliances no other line ever had before... 
a pattern for profits with powerful selling 
advantages. 


Fi Gene 


ral Mj ene, | 
Home 4, eillg - 
me \pPliancos . ag 





BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, INC. 


GENERAL MILLS, INC., 
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HOME APPLIANCE DEPARTMENT 


MINNEAPOLIS 13, MINNESOTA 
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Wholesaling ln War And Peace 






The Six Hventful Y ears 


1940-1945 


From the monthly figures of ELECTRICAL WHOLESALING’s Business Index comes 


the dramatic picture of 1940-45 years in which wholesalers and salesmen served 


ROM 1940 
storm—through the stormy war 
years of “41 to ’45 and into the 
anything-but-calm that has followed 
the storm, the 
and his salesmen have reaffirmed and 


the calm before the 


electrical wholesaler 


strengthened their position as essen 


tial factors in the 
electrical supplies. 


merchandising of 
from 
WHOLESALING’s month- 
ly Business Index figures, the 
and fall of dollar volunx 
dollar volume of 


The following pages show, 
ELECTRICAL 
rise 
of sales and 
for the 
industry over 


inventories 
electrical wholesaling 


the last six years. They show at a 
glance the wholesalers’ and salesmen’s 
business during this period. And only 
their their life, their 


problems, their successes. These can- 


business—not 


not be charted. These do not show up 


in the percentages. They can be 


recorded only in history as one of 
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the war effort, and demonstrated again their vital role in the nation’s economy 


the outstanding accomplishments of 
World War II by a single branch of 
business—the electrical wholesaler. 

March, 1945, when this re 
view was last published, wholesalers 
and 


Since 


salesmen have seen the world’s 


greatest war come to a sudden end. 
\s men they have seen their concepts 
of peace and justice and hope again 
hecome possible of achievement for 
the world, after powerful enemies 
had shaken their very foundations. As 
\mericans they have witnessed their 
free nation’s armies triumph = ovet 


\s wholesalers and sales 


aggressors. 


g 
men they have seen their industry 
emerge from a strict war economy 


more universally recognized than ever 
and ready to tackle the important but 
troubled period of-reconversion and 
readjustment to a peace-time business 
economy. 

Six vears of War and 


Peace. Six 





years of unending service to build 
still stronger faith in the tried and 


true wavs of wholesaling electrical 


supplies 
Six Longe Years 
The 


try’s first three years of war will be 


electrical wholesaling indus 
trials, 
triumphs 


remembered aS a period of 


tribulations and some 


years of economic conversion from 
being a peace-time asset to becoming 


rhe 


years were a period of serious appli 


a war-time necessity. next two 
cation of this new-found strength in 
helping American Industry to accom 
plish the ultimate and often the ‘im 


possible” in war production, because 


that was known to be essential to 
victory. 
The period from March °43. to 


March '45 saw the war conditions ac- 
centuated. 


The early sales boom that 
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took wholesalers’ sales to a point 205 


percent above the 1939 level had made 
way to a comparatively steady volume 
at war-time level. Inventories were a 
feast or famine  proposition—one 
month down to the barest minimum, 
then recovering to a workable level 
within government limitations. 

With early 1945, both sales and in- 
ventories started a slow, steady re 
Sales reached an 11 month 


peak in March and April, soared to a 


covery. 
4-year high in December. Stocks, in- 
Huenced by more stable manufactur 
ing conditions, plus the trend toward 
small lots out of 
warehouse, gradually, passing 
the 1939 level in June and then accel 
erated to much higher levels as \V-E 
and \ 


ties were revoked 


more deliveries in 


TOSe 


| Days came and most priori 


Six Changing Years 


These vears from 1940 to "45 have 
constituted a period of some personal 
transformation for wholesaler 
and 
accentuation = 1n 


every 
salesman. It forced in each an 
functioning 
stimulus and broader applications to 
his effort and his thinking as a dis 
tributor of urgently needed supplies. 


gave 


karly in these war years the sales 
the that 
the old fighting spirit of former years 


man and wholesaler found 
Was not enough, it had to be intensi 
hed and directed. To the 
previously well-developed spirit of 
competition was added a highly co 
operative attitude of helpfulness, a 


newly 


pan-industry desire to out do the 
enemy. 

The first efforts toward this new 
way ot business cooperation were 


vague, but necessity soon gave needed 
direction and always there was prog 
ress toward the goal of effective aid 
to the country’s war effort. Finally, 
as experience piled on experience, 
and error showed the way toward bet 
ter performance, wholesalers and 
their salesmen emerged as key figures 
in the support of war industry and in 
the distribution of essential civilian 
supplies. 

The last three years of the war pe 
riod, in particular, saw the whole 
salers and salesmen working efficient 
often 


effectively and 


beyond the call of duty” as an indus 


ly and “above 
try united in aiding the nation in its 
struggle for Victory. It them 
emerge from the war period better 


saw 
trained and better equipped than ever 
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before and ready to perform equally 
efficiently and effectively in the peace- 
time economy. 


Six Years of “Wholesaling” 


The end of the found the 
wholesalers and their salesmen about 


to reconvert, not only themselves but 


War 


their businesses. Reconversion was a 
necessity. For 1940 to ’45 had been 
six years, six milestones each mark- 
ing significant changes in the means 
and methods of doing business for 
salesman and wholesaler alike. 

The inside of an electrical whole- 
saling house had become during the 
war years a strange picture for the 
industry whose once 
planned for such things as attractive 
displays, balancing inventories with 


management 


anticipated sales, keeping an_ office 
force small enough to be busy, large 
enough to handle all work adequately 
and without rush. 

Those calm, orderly ways of busi 
ness had almost become lost in a pro- 
cession of kaleidoscopic patterns of 
often 
practices : 
problems in 
truck deliveries, truck tires and gas; 


unforeseeable, unpredictable, 


illogical and 


manpower 


problems 


shortages ; 


learning the problems of priorities, 
and then keeping up to date in a maze 
and amendments as 
changing war needs were reflected in 
the supply 


of changes 


of goods and materials ; 
watching inventory go down far be- 
then 
slowly, completely out of sympathy 


low any practical level, rise 
or connection with sales volume ; han- 
dling vast quantities of direct ship- 
ments for a while, then slowly change 
without man- 
power to handle the work; and right 
and 


forms having to be filled out by a 


to out-of-stock sales 


along more more government 


steadily diminishing office force 


Six Years of “Selling” 


The salesman was not untouched, 

either, during these years. 

Six years ago he was a salesman 
and he sold 

Since 1940 he has been a salesman 

but he has been performing in more 
jobs than he ever believed existed, 
and the least of them was selling. 

Little did the salesman who could 
not serve in the Armed Forces realize 
six years ago that to his customers 
he would become an expediter, a con 
sultant, and an expert in substitution 
and that tech- 


whatever talent or 
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nique of 
would for awhile al 
most a memory. In 1939 he was try- 


“selling” goods he had pos 
sessed become 
ing to meet his quota, parrying with 
his competition, studying the selling 
points of the products of his line. 
He’s six years older now—physically 

but many times that number older 
in experience and training. 


The Next Six Years 

He crammed into those war years 
the study and training that has made 
him an expert on electrical supplies 
and their industrial applications. He 
became an expert on priorities, in 
substituting materials and products, 
in interpreting manufacturers’ pro 
duction schedules, and in solving de 
livery problems. 

But the war is over now for the 
the 
end of 1945 the needed gas and tires 
were available for his trucks. Priori 
ties were nearly a thing of the past. 


wholesaler as for all of us. By 


Servicemen were returning to fill the 
gaps in office, warehouse and sales 
staffs. Inventories had been improv 
ing steadily before the strikes started. 
\t the turn of the year, appliances 
had begun to trickle in. Contractors 
were starting to buy wiring materials 
and fixtures to go into new homes. 
early nibblers at the backlog for the 
biggest home building boom in the 
country’s history. Stores, offices and 
factories planned relighting and re 
wiring. The public was clamoring at 
the doors of retailers. 

The future as a whole looks good 
to the wholesaler. What problems he 
might meet — competition, — strikes, 
even mild inflation—will be nothing 
to what he has met and conquered 
during the war years. And he knows 
that behind him are six years of ex 
perience that have made him bette: 
prepared than ever before for per 
forming his tasks in distribution. 

l‘or the salesman, too, the long six 
year war period closed with the pros- 
pect of his returning soon to normal 
conditions of selling. He is once more 
free to sell what he can and make 
more than ever before. He is rapidly 
forgetting priorities and expediting 
and multitudinous government regu 
lations and is giving full vent to his 
natural inclination to sell more elec 
to sell more to the con 
the retailers, 
sell more to the industrials, for he 
knows that selling is his job. 


trical goods 


tractors, sell more to 
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100 Caw lis 
e [ DEC. 1940 — OPM Organized 
’ 
AUG. 1940 — Voluntary Priorities Start | 
‘ 
y H H 
Nineteen hundred and forty was not too exciting, first men went. Voluntary priorities were started in 
$ y | 
but in it were germinating the seeds of future develop some industries. The first demands for Army camp 
ments. The first defense program carried a $25,000, construction helped boost electrical supplies sales. The 
000,000 appropriation that started off the new factory wholesaler’s operating problems were not too severe. 
construction. The Selective Service .\ct came and the Residential building was ‘way 
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1939 AVERAGE OF MONTHLY SALES AND INVENTORIES 
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AUG. 1941 —P-22a Order | 
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K FEB. 1941 — Mandatory Priorities ik MAY 1941 — DRSP instituted with PD-25¢ | | DEC. 1941 — P-100 replaces P-22 
' 








’ i 

K MAY 1941 — OPM regulates copper, steel, zinc | {Conta of copper tightened 
1 

a i 














In 1941, wholesalers saw events snowball. The chart QUO by November. Retail sales went up 
shows sales soaring to all-time heights. Stocks went New war plant construction hit peak levels. Then, with 
out faster than the facilities of manufacturers could Pearl Harbor, came the beginning of intensive control 
replace them. The peak of Army camp construction of business and the start of all-out concentration 01 
was reached. Defense appropriations were $78,000,000, wavs and means of winning another World War. 
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JAN. 1942 — WPB succeeds OPM 
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APRIL 1942 — PD-1X « CMP announced | 
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AN. 1942 — PRP inaugurated | 
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1 —_ eee 
Kin 1942 — M-67 starts | Kr 1942 —L-63 succeeds M-67 — L-78 restricts fluorescent sales | 
J 
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cA 
K 1942 — WPB organizes Distributors’ Branch 
| ~ 

















program, betore leveling-off on a high plane. Inven 
already hit by the record sales of December, 
the strict limitation order and for 


Sales in January, 1942, took a drop that more or 
less reflected a month in which a stunned nation recoy tories, 
ered from the shock of the Pearl Harbor attack and 1941, went under 
organized for total war. It preceded four months when the rest of the year declined slowly due to control, 


sales reacted to the early stimulus of the all-out war shortages of critical materials, lack of appliances, etc. 
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K JAN. 1943 —1-219 Controls retailers’ inventories | 


' Ke. 1943 —New distributor set-up in WP | § 
K 
i 





Plait 


UNE 1943 —PDIX becomes WPB-547 








J 
‘\ 
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Phe buving boom of ‘41 and ‘42 had eased by the tributed mostly te 


APRIL 1943 —WPB Electrical Supplies Industry Advisory Committee formed] 














beginning of 1943, but maintenance, repair and opera the changing war & 
tion needs of war production were sutticient to hold picture and its varving demands on the manu- & 


wholesalers’ sales volume well above the 1939 peace facturing and service industries. Inventories had 


time average. Declines in February and July can be at dropped by the end of the vear to dangerously low levels 
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RAGE OF MONTHLY SALES AND INVENTORIES 
J a aesegy” ” 
K Feb. 1944 —Set 40¢ per hour minimum wage for wholesaling industry | SEPT. 1944 — WPB plans civilian production 
‘ = 1944—WPB announces program to make 2 million electric irons\, When Nazis fall 
: K JUNE 1944—Invasion of Europe | 
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4 During a vear of action on all war sales was changing from a preponderance of direct shiy 


fronts, wholesalers’ sales volume continued ments to an increasing number of those made out of 


at a high average monthly level, although the stock. Inventories began early in the year to show the 
month-to-month comparisons were uneven. But. results of more stable manufacturing and delivery con 
although sales volume was high. the character of ditions, 
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1939 AVERAGE OF MONTHLY SALES AND _ INVENTORIES 
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Most Priorities End | 

















\s 1945 began, the country was still pursuing stret Day, then began to give way to post 


war planning 


iwously the serious business of winning a global wat \Wholesalers’ inventories 1mproved, sales jumped, and 


having been brought out of its premature optimism by then with V-] Day, hesitated for twe 


IS 


the setback of the “Battle of the Bulge.” This serious soar once more to new heights. In 


concentration on war production continued until \-| were at a 4-vear high, inventories better. 
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Y Hiss AND INVENTORIES 


i i : 

K Hectic Workers in 79 plants of Westinghouse, GE and GM strike | 
a 

K Steel Strike Begins | 


Steel Strike Ends | 





























4 Strike of electrical workers at GM ends | 

















The fighting of our foreign war was over. But when stopped production in many other industries. Electrical 


workers and the “big 3” disagreed and a strike followed. 
But hope was strong that these transitional problems 
0on would clear. The needed flow of goods was near 


1946 started, the din of a domestic labor-management 
war was heard far and wide—and the repercussions 
were bound to show up in the sales and inventories of 
electrical wholesalers. The steel industry dispute soon also the salesman’s market for them. 


May, 1946—ELECTRICAL WHOLESALING 





GROWING LIKE MAY FLOWERS 


HOLDENLINE CHAN’L-RUN 


Want profitable sales to blossom on 
every side like Spring flowers? Elec- 
trical contractors who recommend 
HOLDENIline CHAN’L-RUN are get- 
ting them now! They've learned that 
HOLDENIline CHAN’L-RUN sells 
easily and stays sold. Why? Because 
every HOLDENIine unit is built on a 
rigid steel channel, the exclusive 
HOLDENIine CHAN’L-RUN feature 
that assures the durability, strength 
and flexibility customers want in 
their installation. 


And here are some of the many reasons why customers 
want HOLDENline CHAN’L-RUN: Now HOLDENIline 
offers a family of industrial and commercial fixtures. In 
the striking new CHAN’L-RUN commercial line (LC 
series), a single basic unit comes three ways, for bare 
lamps, for side diffusing and a combination of side 
diffusing and bottom louvering, skillfully designed in 
four basic sizes—4-lamp 40-watt, 2-lamp 40-watt, 3-lamp 
20-watt and 2-lamp 20-watt. 


With the larger basic units your store and office custom- 
ers can flood sales and working areas with high-level 
lighting. With the smaller HOLDENIline CHAN’L-RUN 
related units, you can attain recommended levels in hall- 
ways, restrooms, circulation and similar areas. 


Ask your Wholesaler for HOLD- 
ENline CHAN'L-RUN bulletin 
B-45, or write to. . 


Pioneers tn Fluorescent 
2301 SCRANTON ROAD +: CLEVELAND 13, OHIO 
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Herbert Metz of Graybar Awarded 
McGraw Medal for Wholesalers 








ERBERT METZ, assistant 


Sd iCs 





manager appliances 




















ing a meeting of the National Electrical 


the National Electrical 
Wholesalers Association, to creative think- 


the 


Committee of 
and a 


all 


tracting, 


ing and sound planning for business covering 


and employment needs anticipated upon industry 


a return to a civilian economy 


The judges also felt that an honorable Metz were: 





mention should be made posthumously to — trical Supply 
Willard Hall in recognition of his con- I. B. Ingraham, 
structive contribution to postwar sales pany, New York 









planning of electrical wholesalers through 


the origination, under the sponsorship of pany, Pittsburgh; 





that excludes 


of the Metropolitan District of the and guess work, and can be a guidepost 
Graybar Electric Company, has _ been for success or failure in any appliance 
awarded the 1945 Wholesaler’s medal distribution 
given under the James H. McGraw Award. The Tames H. WeGraw awards fo 
Presentation was made on April 23rd dur atic men were established in 1925 


by Mr. McGraw, founder of the McGraw 

Wholesalers Association at the Stevens Hill Publishing Company, for the advance- 
Hotel, Chicago. ment of the electrical industry. In addi 
This award is given to Mr. Metz in tion to the wholesaler’s medal—which this 
recognition of his constructive contribu vear is given for the seventh time—there 
tion, as chairman of the Postwar Planning are medals for contributions in the fields 


of electrical manufacturing, 
medal for 


branches of the 


The judges who voted the medal to 
John M. Newton, Oakes Ele« 
Company, 
Times 


ford, Westinghouse Electric Supply 


‘ity; Warren I. Bick 
Com 
Harry E. Pearl, State 


» Postwar Planning Committee of Electric S vy, Oakle California; 3 =e aie ‘a 
Oe 4 ~~ “ . —e on = : _ uppl; : - me, ms a and S. B. Williams, editor of “Electrical W orld, 
National Electrical Wholesalers Associa- S. B. Williams, Editor of “Electrical presents Herbert Metz (left) with the 
tion, of a basis for considering potential World” for the Committee of Awards James H. McGraw medal for wholesalers. 








conjecture 


electrical con- 
COOpe ration 


electrical 


Mi 


Holyoke, Mass 
\ppliance ( 


om 





IN the market place as well as on the field of battle men are 
singled out for special honors because they have unselfishly 
given of themselves beyond the line of duty that others might 
be benefited. Today we honor Herbert Metz, who, as chair- 
man of the Post War Planning Committee of the National 
Electrical Wholesalers Association, generously gave of his 
time and energy to the creation and fulfillment of a program 
which has been acclaimed by the members of his industry for 
its stimulus to sound thinking and planning not only by elec- 
trical wholesalers but by their suppliers as well. 













The record will show also that Mr. Metz, now assistant man- 
ager of the Metropolitan District of the Graybar Electric 
Company, has been a tireless contributor to electrical indus- 
try efforts. All the while he was directing the wholesalers’ 
Post War Planning Committee, he was also chairman of the 
Adequate Wiring Bureau, an activity which, as a result of 
the leadership it enjoyed, has emerged from the difficult war 
years stronger in interest and support than ever before. 


Instead of attempting to duplicate the work of other postwar 
planning organizations, Mr. Metz, by personally arranging an 
unusual series of forums on a variety of topics affecting the 
electrical wholesaling business, was able to bring to bear on 





CITATION 












the electrical wholesaler's postwar problems the consideration 
of outstanding authorities in several fields. The data and 
views thus developed have assisted electrical wholesalers 
greatly in their creative thinking and planning both for busi- 
ness and for employment. 


Sensing the growing need of electrical wholesalers for em- 
ployees equipped to handle the increasing volume of elec- 
tronic and other electrical adaptations not long out of the 
research laboratory, Mr. Metz and his committee conceived 
a program for the employment of technically trained return- 
ing service men. At the same time the appliance market was 
giving evidence of postwar volume beyond all previous con- 
cept, to plan for which wisely required a forecast based on 
sound economic analysis. To fill this need the committee 
gave to the appliance distributors for the first time a basis 
for considering potential electrical sales that excludes con- 
jecture and guess work. 


For these contributions to his branch of the electrical indus- 
try, on recommendation of the panel of judges, the Com- 
mittee of Awards has voted to Mr. Metz the 1945 Electrical 
Wholesalers Medal and Purse given under the James H. 
McGraw Award. 
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37TH ANNUAL 


APRIL 21-25, 1946 


National 
Electrical Wholesalers Association 


CONVENTION 





Opening Address: 





ELECTRICAL WHOLESALING 


Yesterday, ‘Today and Tomorrow 





EMBERS of the 
Wholesalers 
ciation and Guests: 

\s you know, this is the National 
Electrical Wholesalers Association's 
37th Annual Convention. Normally, 
this should have been the 38th, and 
the 37th Annual Convention would 
have held last 1945, but 
for the war conditions prevalent dur- 


National 
Ass¢ )- 


Electrical 


been year, 
ing that year. 

The year 1945 was a most signifi- 
cant one—a terrible war was ended, 
hope and pray that lasting 
peace is immediately forthcoming to 
all mankind. The end of the war 
brought a new set of problems, and 
much is still wanting in the clarifica- 
tion of the work that lies ahead. The 
same concerted determination of in- 


and we 
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By John L. Busey 


President 


dustry, labor, and government, which 
accomplished the war job, should be 
able to soon overcome the many ob- 
stacles now holding back full use of 
resources 


the country’s men, ma 


chinery, and money—and make way 
for an era of unprecedented progress. 

The immediate forerunner to the 
National Electrical Wholesalers Asso 
ciation was the E.S.J.A. 
Supply Jobbers Association. Presum- 


electrical 


ably, the name of the Association was 
changed so as to give indication of the 
fact that many members were selling 
at wholesale, other electrical products, 
chiefly electrical appliances, in addi 
tion to electrical apparatus, construc 
tion materials, and supplies—further- 
more, it probable 
term “Jobber” had become somewhat 


seems 


that the 





inappropriate and not properly de 
scriptive of the high moral characte1 
istics and effectiveness of the individ 
ual members. 

As the years went by, many of oun 
members became more and more di 
interested in the 


rectly wholesaling 


of electrical appliances—yet, in num 
bers and degree of influence, we wert 
not properly representative of the ap 
wholesaling 


pliance iIndustry——so_ it 


was decided that something should be 
Phat 


done about. it. something has 


Sad -4¢ 






The N.E.W.A. CONVENTION 
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Chicago April 1946 


been done during the recent period ot 


time when there actually wasn't any 


Vholesaling al 
hecause the manufacture ot electrical 
apphaneces had been temporarily dis 
continued, so we invited electrical ap 
phiance Wholesalers to become “Spe 


>of our As 


Phe goodly number ot acceptances 


cial” member sOCTatIOn 
further maicated the need tor this rep 
resentation Within our association, and 


1 


the first session of those members and 
interested m 

held at the 
sociation’s convention 


\pril, lod, 


were adopted and 


pecral members directly 
apphance wholesaling wa 
tine Ob Our oa 

hotel am where 
temporary by-laws 
What we now think of as “Appliance 
Division of NAVAS was formu 
threat ( \pril, 1044), 
] 


lated See 


tiie 


Panhy appliance whole alers have 


and at this time | wish 


the ( 


come members, 


to extend to new members a 
hearty welcome 


\Ithough our last 
] 


held two veat ly’ 1 


CONVECTION Wa 
work ot thie 
bee 1) 


association im the mterval, has 


carried on effectively possibly even 


Your = | 


ludiny Ve 


lane effectively KCCUTIVE 


{ conbinittee ( 1114 terday 


meeting of that commuttee) has met 


on five occasions durime the two-vear 


period | ach one of these | NECULIVE 


Committee meeting (exeept vester 


day's meeting) was a two-day session, 


wherea uch meetings, at the time ol 


conventions, bave usually been titted 


mite the convention program and con 


sted of about one-half a dav, wath 


two might session 


live lexecutive © ommnittes 


meetime have been real down-to 


earth, hard working, business sessions 


without any time allowed for play 
Phe chairmen of each of the commod 


tv and functional committees met to 


] 


gether with the lexecutive Comimaiittec 
Vlanagement Committee on 

of Mareh 5 and 6, 1045, 
threat developed 
the plan tor the holding of meeting 


ot thr 


cama thy 


mectinye Was 
commodity and ftunetional com 


miittees at time Hher than during 
our convention 


You 


met twelve 


Management Committee has 

tines (including yvester 

convention 

Your 

hard working, 
| 


effective team, and each 


S1TIC the 
LO44 


Committee is a 


day's meeting ) 
me Clicago m Manage 
rhienit 
hard hitting, 
member of that committee has given a 
great deal of his time and his enthu 
slastic support to the mterests of the 


78 


electrical apphances, 


association lhe tact that we have 
had almost LOO percent attendance at 
Management Committee 


and all of the 


all aD thre 
meetings executive 


Committee meetings (some otf the 
members traveling long distances to 
attend), should be 


and gratifying to the entire member 


most mteresting 
sup, and Lam proud and happy to be 
so Closely associated with these gen 
tlemen 

It almost goes without saying that 
| am thoroughly impressed with the 
capabilities and effectiveness of oun 
managing director and his entire stati 

in my opinion, he and they are do 
mg an excellent job 

My request to have the members 
Management Committee, and 


ot the 
the lexecutive Committee seated at 


this speakers’ table has, | Hote, been 
vranted, and | am going to take this 
Opportunity to present them to you 

that this table al 


1 am reminded 


represents 93° feet of talent 
that it 
on through the walls of 
liked ait af 


had also seated here the 


ready 


| xcept tor the tact would ex 


tend, | fear, 


the room, | would have 


we could have 


chairmen of the various and respec 


tive committees. They, together with 


the members of their respective com 


muttees, have done a remarkable and 


Gutstanding job, and | herewith ex 


tend to them) appreciation and con 


eratulations 


During the war vears, and pres 


ently, we, as imdividual electrical 


Wholesalers, and this association have 


heen and are. strenethened by ou 


united efforts We may well be proud 


of our accomplishments, many ot 


which were carried out in direct co 


operation with our government and 


ts admunistrative bureaus. It seems 


only proper to recall that we sincerely 


and wholeheartedly comphed with the 


many war-fime restrictions imposed 


Upon us, as they were on every part 
of our madustrial and business life 


While there has been 


tom om 


reduc 


SOV 


these restrictions, several re 


mam, with which we are not in entire 


accord lt is certainly to be hoped 
that the restrictions still imposed by 
our government will soon be few, in 
number and im ianportance. Then, pet 


le " kx 


again actually having freedom of ac 


haps, we can forward to once 


tion and be permitted to run our own 


business and make our oz mis 


takes 


Naturally, the delavs in reconvet 
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ston have been very disappomting, 


and that is an under-statement. Pro 


duction. of peace-time goods of all 


kinds, especially in the housing field, 


has been and IS a must yet, ver\ 


little of that production has been o1 


is even yet forthcoming. One result 
is that 


wholesale 


each of us 
distributor 


every electrical 


has been. set 


hack many months in attaming ou 


anticipated sales volume and profits. 


Strikes have been one main con 


tributing factor to the delay im pro 
We all know that at one tin 
total of 


mately a million and a half people 


duction. 


early this year, a approx! 
were idle and on strike. “Vhe General 
Motors sgrike lasted 104 days. While 
the steel strike was of shorter dura 
tion, its effects are still being felt im 
including oun 


many key industries, 


own. Another great strike, the effects 
more «i 
rectly, was that of the CIO) Electrical 
Workers against Westinghouse, Gren 


Iclectrical 


of which many of us felt 


eral [electric and the 
Division of General Motors 
We are all hopeful that the strike 
agaist Westinghouse wall be settled 
satisfactorily 


VCeTV SOON 


Phere will undoubtedly be many 
more strikes, both in our industry and 
called 
manulacturers 
WOO are 


been reported to the National Labor 


relatively 
I be 


have 


others, against the 


smallest in fact, 


heve some known to 


Relations Board. One does not have 
te be a profound student of economics 
to predict that we can anticipate fu 

thet 


relations tor 


turmoil and disturbance in labor 
a considerable period @ 
tine to come, 

Not only has production been in 
terrupted in most essential industries, 
but the buying power of thousands of 
result. of strikes, 


famulies has, as a 


been greatly reduced Unemploy 


ment, due to various causes, has 


forced large numbers of workers to 


use up their savings They will, 
therefore, not be big spenders in the 
months directly ahead. 

\s this situation has developed, it 
Is quite apparent that the government 
has sought to control raw materials 
and finished products, and to restrict 
price increases he net result ot 
these basic policies seems only to have 
served to complicate, rather than cor 
rect, or remove, a national economk 
road-block that 


dealt with constructively in the public 


must ultimately be 
interest, 


May, 1946 











We are well aware of the fact that 
OOP.N has made, and is making, vari- 
ous attempts to “put the squeeze” on 
wholesalers and retailers through pet 
mitting manufacturers to increase 
prices, and, at the same time, require 
the distributive outlets to absorb these 
increased costs. 

It appears that we may not have to 
live with that condition, as applied 
since 


to some products at any rate, 


the Crawford Amendment proposes 


its abolishment. Ilere is an instance 
where we may have a real apprecia 
tion of the effective operation of the 


N.BELW_A When this 


was approved by the Tlouse Commit 


amendment 


tee, it provided for suspension of the 
retail OPA, 


would 


cost abso ptic mm ounder 


but made no mention of what 


happen in the case of the wholesale 
distributor. Fast action on the part of 
NW LAL has undoubtedly brought 
about a correction of this speeitic con 
dition, 

Phe NEW OA. has constantly done 
everything within its power to pre 
sent to and keep our case before OPA, 
and | know that a considerable degree 


of commendable progress has been 


made. Charhe l’yle, in his manag 


Director's report, will undoubt 


ny 


edly comment on the activities of ow 


committees m that connection. | wall 


not detail anv of the outstanding a 


tivities and progress of any special 


committee, as Tam sure he will do so. 
entire 


\s we meet here today, ou 


mudustry is getting ready for a big 


boom market. It is most surely com 


nig, vet, we should not place too 
much credence m the opinion held by 
some that we can anticipate a seller's 
in the miunediate o1 


Phe 
to have to sell our electrical products 


iInarket near tu 


ture fact is that we are 


o vy 
gomy 


ves, evel apphances and we must 


build 


organizations to that end. 


and strengthen our respective 

hose reported billions of dollars 
stored up in savings accounts, check 
Ing accounts, and government bonds, 
are not ear-marked for the purchase 
ot things electrical, Competition is 
vomny to be intense with several mdus 
tries pushing to get out m front and 
jockeying for the 


rail position. As 


electrical wholesale distributors, ou 
competition will not be with one an 
other, but rather with other key indus 
better 


sumer’s dollar. 


tries, for a share of the con 
Phe time for planning 


to meet this competitive condition, and 
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the “boom market,” 1s growing very 
short indeed 

lo help meet this situation, your 
\ssociation, through its [éducational 
and Sales ‘Training Committee, has 
offered a “Scientific Personnel Sele 
tion Program” and a Basic Sales 
framing program, each of these are 
being used to a very good advantage 
presently by many of you. | here pay 
tribute to the Edison Electric Insti 
tute with whom our committe 
worked so closely in the development 
of the Sales You 


will have an opportunity to see and 


Framing Program 


hear more about the Scientific Pet 


sonnel Selection Program and the 
Sales Training Program later on dun 
inv this convention. 

\t this point, | wish to make a tew 
“rambling” observations 


Just pre-war, there were actually 2 


radio manufacturers. do you know 
that 7/77) radio manutacturers have 
now obtamed from OPA a ceiling 


price on then products something to 


think about. T use “radio” as an illus 
tration only, and there are too many 
comparable situations 

Indication of oa 


Phere is) every 


“pyramiding™ of orders placed on the 
manulacturer by the wholesaler, the 
idea presumably bemy to obtain a bet 


his as 


an extremely bad practice and should 


ter “break” on allocations. 


not be indulged im by any one of us 


Some way or other, we must im 


prove our elficieney so that we miay 


better compete with “cooperatic 
operations, and buying svidicates. 


We 


extension of credits 


must watch very closely the 


widespread con 


viction that demand wall be virtually 
unlimited has had the etfect of creat 
mg many retail outlets particularly 
retail electrical appliance outlets. Peo 
ple have said to themselves, “Well, 
W this business is going to be that 


eood, and a gold mine, we might as 
well get m oon it, too.” 

National 
\ssociation membership 
S50O— that 


that we are now representative of the 


Poday, the lclectrical 


Wholesalers 
Is. approximately means 


clectrical wholesale distributing im 
lo make 
ete 


tive, it has been deemed advisable to 


dustry and ali its members 


this representation even more 


create two separate and distinet divi 
sions, viz., an Apparatus and Supply 
Division -and an Apphance Division 
within the one association 


In order to do this, and so that we 


nught accomplish many other specity 


purposes, it is essential that our pres 


ent Constitution and By-Laws be re 
vised. Much time has been spent and 
attention given to this subject by the 
members of the By-Laws Committee, 
the Management Committee, the lex 
ecutive Committee, legal Counsel, 
and headquarters statl 

Phe proposed revised Iy laws were 
matled directly to each member ses 
eral days im advance of this meeting, 
so that vou might have an opportu 
nity to review and study them. During 
a later session of this convention, this 
subyect will be pres nted, and we hope 
that you wall vote your approval and 
adopt these proposed by-laws 


\nothes 


during the 


subject to) be discussed 


same session will be the 
continuance im office ob your present 
officers, | am sure that every single 
present officer would welcome an 


opportumty to vote Tor a stlecessor, 


and most certainly that goes for your 
president 

\iter all, by 
by-law 
not held 
1044, om 


lave 


virtue of the present 


and the tact that we have 


an annual convention. since 


standard terms ot office 


already been extended mate 


rially 1 do not mean to mnply that 
any officer has been or is unwilling to 
accept and carry out all of the respon 
hihities involved in this lengthy term 
undoubtedly 


ol service leach of us 


feels that omeone else should have 
the opportunity to serve, with honor 
and elory, but the holding of elec LOS, 
as proposed im the revised by-law 
will have been postponed to 1947 

\sS we review 


NUE. WA. 


last three, four or tive year period, we 


the achievements of 
particularly during — the 


can truly face the future with an even 


reater degree of contidence This 
mr association Phe tact that mt en 
jovs the stature and effectiveness that 
it does today as the result’ of om 


mutual continuous efforts of om 


team work 
Your 


of your mterest and your willingnes 


olficers are most apprec lative 


as individual members, to serve on 
committees, and to undertake special 
assivnments 

May our National Electrical Whole 
alers Association be ever alert to its 


Opportunities, ever continue to grow, 
and to serve with an ever imcreasing 
influence for the good of its members 
individually and collectively. 1 fore 


cast a great future for N.ELW_.A, 



















































OW some of you may be won 
dering about those horseshos 
nails which were handed to 


vou when you came in, In case you 
didn’t get the point, IT will give it to 
you 

These are just to recall the child 
le that 
which ran something like: 


now 
hood jing classic of interde 
pendence 

For want of a nail a shoe was lost 

For want of a shoe a horse was lost 

For want of a horse a rider was lost—" 
and so forth, until finally, we had a 
kingdom come crashing down. All 
for want of a tupenny nail! 

That’s just a simple little nursery 
rhyme, familiar to all of us. The idea 
of electrical interdependence is just 
as simple and the logic of it is just 
as basic. No one knows better than 
the wholesalers right in this audience 
just how interdependent the electri 


cal industry is. You have seen that 


cable and conduit is just so much 
excess baggage cluttering your ware 


houses, unless you have the fittings to 
button them up. You have seen fluor 
fixtures unsaleable because of 
ballasts 
being held up on the production line 


escent 


lack of washing machines 


because of lack of plugs Ce mnpletion 
f homes and buildings has been held 
Ip) hecause ot shortage ot receptacles, 
or some other small unit. 

In other 


we've just had 


painfully demonstrated that shortages 


words, 
of electrical items—just as seemingly 
insignificant as a tupenny horseshoe 
nail—spread their results very rapidly 
through our whole industry. 

The Utility loses power consump 
tion. 


‘| he 


t10n. 


loses produce 


Manufacturer 
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Lo Sell Aunevies Electrical Living, 
Au Forces Or Our Lndustry 


By N. J. MaeDonald 


Chairman, General Sa'es Promotion Committee 
National Electrical Manufacturers 





The Wholesaler loses billing. 

Che Dealer loses sales. 

Che 

Labor loses hours. 

And the Public loses most of all—a 
modern standard of living. 

[ think this 


question the complete 


Contractor loses business. 


illustrates without 
interdepen 
dence of any one branch of our elec 
the 


small adverse factor 


industry others. 
\nd that if 
in one branch hurts the whole indus- 
the 


action in 


trical upon all 


all\ 
try, same token 


then by any 


progressive anv branch 
benefits the whole industry. 


The N.E.M.A. 


clearly this 


members of have 


recognized concept of 
electrical interdependence and started 
to really do something about it, as 
I'll demonstrate. 
The N.ELM.A. 


complicated. — It 


set-up iS pretty 


has more than 70 
sections, each composed of member 
companies that make one particular 
electrical product, such as_ fuses, 
ranges, motors, wires, cables, schedule 
materials, apparatus, conduit fittings, 
switchgear, turbines, generator equip 
electronics, 


light 


ment, pole-line hardware, 
\-ray 


mye, Ce. 


equipment, appliances, 

Kach of these many sections is in 
reality 
itself 


a manutacturing industry by 
Keach section meets, works on 
its own problems, develops its own 
activities and programs, and concen 


N.E.M.A. 1s, 


more 


trates on its markets 
engineer 
Part 
of my committee’s job is to develop 


generally speaking, 


ing minded than sales minded. 


sales mindedness, because our indus- 


try is surely confronted with the 
prospect of keen competition for our 
share of the consumer's dollar. We 
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1 ssociation 


are confronted with competition of 
well organized and aggressive sales 
and advertising campaigns that have 
already been started by the gas house 
vang, We 


are having forced on us the problems 


the oil and coal industries. 


of getting our industry to think col- 
lectively, to stop thinking defensively 
within the industry, to think offen 
sively outside the industry. To recog- 
nize that our most serious threat of 
competition is not within our own 
ranks. It is from without. 

When I say that the threat of com- 
petition within the industry is slight, 
let me illustrate in general, without 
going into great economic detail. Ex- 
perience has shown that to increase 
one’s percentage of 
within the industry is generally a 
long, expensive and dit- 


going business 


major task 
ficult, if possible at all. Competition 
to, 
does, successfully defend its own pos! 
The simply 
prices, raided accounts and smallet 


almost invariably is forced and 


tion. resuit is lower 


markets. However, let there be. 
through cooperative effort, an in- 
crease of, let’s say, 20 percent in the 
business—and 


electrical industry’s 


the business of each member of the 
industry almost automatically reflects 
the 20 percent increase, without any 
conscious or unusual effort. 

So, actually the “enemy” isn’t your 
the 


is our own industry's lethargy in pro 


electrical  c m1} vetitor “enemy 


moting electrical living—both against 
aggressive, smart promotion by the 
other fuel and power industries, and 
into new, virgin fields. 

Whether you manufacturing 
equipment for generation, transmis- 
sion, distribution or utilization, a dol 


are 
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dequate Rewiring. and Relighting 
J oin In Close Cooperation 































































































try we 





You 












iplece. 





‘re no doubt 
well publicized U. S. 


the first year for appliances. 
over a 
market 
million farmers who've had their first 


taste of what electricity can 


i. Fe 


lar spent for electrical products or 
electrical energy means that all of us 
get a share of that dollar. Therefore, 
no matter what branch of the indus 


are in, we should interest our 


selves in all other branches 


familiar with the 
Department of 


\griculture surveys showing that the 
million and a half farmers who'll get 
electricity in the next three to five 
vears will average a minimum of $350 


That’s 
half-billion-dollar appliance 
And that the two and a halt 


do 


for 


them are ready, when the appliances 
ire ready, to spend another $350 


Quick figuring indicates an 





VacDonald 


apphance market of, conservatively, a 
This 


where 


is a 
the 
competition from other industries will 


half dollars. 
market. oA‘ 


billion and a 
new market 


be most keen—and where, if we do 
not handle the opportunity properly, 
we will get but a small share of the 
potential. 


Now let’s 


that picture. Take my company as an 


see where we fit into 
example. We're about as far removed 
from electrical appliances as can be, 
but we are vitally interested in 
helping to develop the appliance mar 
ket, because in order to use appliances 
has to 


our wiring material 


there first. 


get 1n 


very electric range, electric water 


heater, electric brooder, industrial 


lighting job, commercial lighting job, 
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the electrification of railroads, the in 


stallation of electric elevators, hos 
pital electrification, highway lighting, 
ete., Is of interest to ow 
despite the fact that we 


of the equipment | 


company, 
make none 
have just 
tioned, and they are also of vital in 


terest to 


men 


the manufacturers of light 


Ing, signaling, transformer appara 
tus, switch gear, industrial control, 


etc. On the reverse side of the pic 
ture, applhance manufacturers should 
be interested in developing the desire 
for adequately wired jobs, because 
without adequate wiring the use of 
electrical appliances 1s severely cut 
tailed. 

It doesn’t make a bit of difference 
what branch of the industry you're 
in, All have a Common Denominator 

vou manufacture, or service, or sell 
for electricity. Our common objec 
tive is mcreased use of electricity 

There are two parts to the prob 

the 
the 

motion appeal to the consuming pub 
lic, dollars 
f advertising, sky-writing, dancing 


lem of putting across electrical 


living idea. One is sales pro 


which entails millions of 


bears, and so forth; the coopera 
tion of the manufacturers, of light 
and power companies, contractors, 


dealers and wholesalers, in well ot 


ganized beamed at 
the 


dustrial, 


campaigns, all 
four major markets—rural, in 


commercial and residential 
This part of the job is well under 
way, and being well done. 
The other part is what we must 
do within the industry. There are a 
million people emploved in or de 
pendent upon the 


business, 


electrical manu- 


facturing and = probably 


three million dependent for a living 


3 | 











upon the entire electrical industry. 


How can we get over to them the 


fact that we're all working for the 
common good? That essentially their 
own future depends on the increase 
in the use of electricity ? How can 


we weld them into a gigantic sales 
organization, with each one an elec 
trical living evangelist 
On Oct. 25, 1944, 
annual meeting at the 


New York, N.kE.M.OA 


Declaration of [Electrical 


during its 
Waldorf in 
adopted the 
Interde 
pendence. By so doing the members 
pledged themselves to participate im 
an industry-wide co-operative, edu 
cational and promotional 


and through that participation to help 


campaign 


oOrvanize a yreal volunteer ariy 
made up of all of their employees 
lhe Declaration endorses the propo 
that the 


electrical alone 


sition no one segment. of 


industry can stand 


and that the progress of one branch 
or indirectly in 


is reflected directly 


the others. N.E.M.A. pledged itself 
to the utmost efforts of electrical 
manufacturers to the creation and 


marketing of the best possible prod 
ucts and services at the lowest price. 
What was to follow and is now being 
practical 


completed, is a program 


aimed at enlisting the voluntary co 
operation of all of the emplovees of 
every member company, in a cam 
paign of talking, thinking and selling 
electrically. We will try to convince 
every employee that he is a part of 


We 


each ot 


a great and important industry. 
that 
them the 
of the entire industry and themselves 
their 
We 


are going to show them that if they 


want to demonstrate 


can contribute to welfare 


by preaching electricity to 
friends and to their neighbors. 


persuade an acquaintance to install 
only the 


benefits 


an electric range it isn't 


range manufacturer who 
other plants who make fuses, wire, 
locknuts, ete., share in the profits. 
The program appeals to all levels 
of our To the 


it offers more production, lower costs 


business. executive 
To the salesman, 
To the 
worker, job security and potentially 


and greater profits. 
more sales and prestige. 
greater income. 

| think I can give you a typical 
illustration of the practical working 
of electrical interdependence. It is 
estimated that when an electric range 
is sold, an electrical billing ot $186 


is made. The manufacturer 


range 











vets $71 for his range and $115 goes 


to others in the electrical industry. 
With an expected sale of at least one 
million ranges a year, a volume of 
$186,000,000 for our industry results. 


Here is about how it breaks down, 
and note how it cuts right across 
practically all branches of the indus- 
try, the manufacturer, the electric 


light and power company, the whole- 
saler, the dealer and the contractor. 


$ 40,000,000 


Generation of electricity 


Transmission and switching 10,000,000 
Sub-station 21,000,000 
Primary feeders 3,000,000 
Secondary distribution 24,500,000 
Service entrances 7,500,000 
Material purchased to build 
ranges 9,000,000 
Sale of ranges 71,000,000 
$186,000,000 
But wait, that’s only part of the 


story. Out of the $71,000,000 that 
the manutacturer of the ranges gets, 
he buys from other members of the 
electrical industry, in order to build 
the one million ranges: 

Incandescent lamps $ 4,800,000 


Lamp sockets (these must be 


kept filled) 5,600,000 
Fluorescent lamps 400,000 
Fluorescent starters and bal- 

last 400,000 
Switches of all types 6,800,000 
Fuses 1,350,000 
Fuse blocks 1,350,000 
Porcelain blocks and insu- 

lators (Ibs.) 2,000,000 
Timers 750,000 
Thermostats 1,000,000 
Wire terminals 4,000,000 
Locknuts 6,000,000 


Copper and lead wires (ft.). 125,000,000 


\nd others, not to mention 
millions of pounds of stainless steel, 
aluminum, copper alloys, nickel and 
chrome alloys, silver contacts, mag- 
nesium oxides, porcelain frets, ete. 
L don't much electrical 
equipment and apparatus is required 
to support that consumption, but | 
do know that it’s plenty. 

This analysis of the business gen- 
erated for all branches of the indus- 


Many 


know how 


try through the sale of electric 
ranges, is simply typical of many 
similar stories we will use to sup- 
port and illustrate the electrical in- 
terdependence idea. These stories 
will be sent to each section of 
N.E.M.A. with suggestions as to 


the material back to 
their employees and how to point out 


the stake they have in the success 


how to feed 


of the range campaign and what they 
can do to help put it over in their 
community. 

When your association approached 
N.E.M.A. with the proposition that 
you would be interested in adopting 
your own version of electrical’ inter 
dependence, we welcomed the idea 
because 

N.E.M.A,. is national in ‘ts 
of operation and their organizations 
afford a coverage which, while coun 
try-wide, is by necessity very diluted 
and it’s their 
towns that their employees can reall) 
You 


oper 


ae | « 


only in own home 
dig down into the grass roots. 
wholesalers are localized—you 
ate at the actual point of sale, wher 
the nickels and dimes change hands, 
and the industry talks turkey. You 
people are rubbing shoulders every 
day with Mr. Man in the Street, Mr 
Farmer in the Field, Mr. Merchant 
in his Store, Mr. Worker in his 
Plant, and with Mrs. Woman in thi 
Home, in her everyday life; then 
churches, clubs, parent-teachers asso 
ciations, town meetings, etc. Right 
down in front—right where electrical 
living will be sold. 

The members of this 
have probably 20,000 employees, eac! 
family averages about three—that’s a 
force of 60,000 people, fanning out 
to every activity of their local com 


association 


munities, carrying the story of ele 
trical living. 

What a potential sales organiza 
tion, right on the firing line! 

How will you take hold of the idea 
of electrical interdependence — and 
really put it to work for you to sell 
electrical living in your community ¢ 
Well, I can tell you what I’m doing 
about it, and I think your problem 
is just the same. 

[ realized that agreeing with th 
principles of electrical interdepend 
not enough. Applauding 
Something definit 


ence Was 
was not enough. 
and concrete had to be done to make 


it live, or it was going to die just 


as our applause had died away 
What was going to make it live: 
ACTION! To translate that pro 


gram into action is a very simple, 
inexpensive proposition. No elab 
orate programs are necessary. N« 
is simply t 
terms of the 


raising of funds. It 


realize and think in 
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Declaration of Interdependence and 
get across to your organization from 
the top right down to the bottom 
the fundamental idea that an increase 
in the use of electricity will result in 
an increase in the use of our products 
and will result in job security for 
our people, 

Up to now | have been describing 
the electrical interdependence phase 
of the program. Now let’s see how 
it promotes electrical living. I can 
hest demonstrate that by telling of 
my company’s plan for handling it 
in our Own community. 

You of course realize that just as 
you have, we have executives, sales- 
men, telephone men, servicemen (and 
no wise cracks at this point), sten- 
ographers, book-keepers and = other 
accounting clerks, stock clerks, shop 
workers, truckmen, etc. 

Well first, I collected a list of the 
industry activities—to name a few 
industrial and commercial lighting, 
electric water heating, refrigeration, 
electric range, street lighting, farm 
electrification, electric fan programs. 
All Sections of N.E.M.A. I went 
over thoroughly the industry promo- 
tions put on by the indoor climate 
industry, the radio manufacturers ; 
the adequate wiring program. | 
studied them to determine the effect 
they would have on our business. 
Being reasonably well armed with 
information about these programs, 
and knowing something about the 
[.E.S. standards for lighting, and 
requirements for adequate wiring, | 
called a meeting of the boys on our 
shop committee. 

| told very much the same story 
| have told you here—the increased 
volume of business that would be 
felt in our plant if every home was 
adequately wired—if our highways 
were electrically lighted—if all plants 
and buildings had modern electrical 
equipment—if our farms were elec- 
trically equipped—if as a result the 
power companies have to build addi- 
tional capacity—and so on. 

I told them what I thought they 
could do and I gave them the reasons 
why they should do it. That the 
increase in the use of any kind of 
electric equipment brought work 
right smack back down into our shop. 
Right down on to the machines that 
they operated. I used the adequate 


wiring program to drive my _ story 
home. 


I used it because the story 
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is so synple, and easy to understand 

First, I explained to them what 
is an adequately wired home. Then 
I gave them some figures, using our 
own products to illustrate the impact 
on our shop of the success of that 
program. If a million homes were 
adequately wired, instead of using 
“4-inch service they would probably 
use 1!4-inch or 1'%-inch service, 
which would mean larger size _fit- 
tings throughout the job. That there 
would be twenty million more con 
nectors used and we would get our 
share of that additional business. 





For wantofanail... 


That meant X number of more hours 
worked in our plant. Not to men 
tion the same effect on other manu 
facturers in the industry, the pro- 
gram will need 27,000,000 additional 
outlet boxes, 5,000,000 additional 
switches, 12,000,000 additional con- 
venience outlets, 10,000,000 addition- 
al fuses, larger cables and _ wires, 
larger service switches, more circuits, 
more range outlets, clock outlets, 
weatherproof outlets, telephone out 
lets; besides a huge increase of kilo 
watt hours consumption, which might 
result in adding needed generation 
equipment, and more distribution 
lines, and would open the way for 
a tremendous increase in the use of 
major appliances in the home. It 
was then easy to introduce the elec- 
tric range figures which I quoted and 
the effect they would have on our 
business. 








I pointed out that our workers 
were not just mechanics in a machine 
shop. They were members of a great 
electrical industry and if they would 
help to make that industry healthy 
through electrical living, our com- 
pany would be healthy and we would 
employ more people. That if the 
industry were prosperous our com- 
pany would be prosperous and it 
could afford to pay good wages. 

The boys got the idea fast. They 
wanted me to give them some ma 
terial to put before their meeting. 
They suggested ways and means ot 
getting the idea across to their fellow 
employees, such as putting up posters 
in the plant, indicating the part we 
play in the electrical industry, slant- 
ing the story at the things we manu 
lacture and pointing up the effect of 
the use of electrical equipment on 
our production. To carry out this 
idea we are placing bulletin boards 
at the various traffic points through 
out the plant. On the bulletin boards 
we will place promotional material 
put out by other N.E.M.A. manu 
facturers—we will cut from maga 
zines advertisements put out by 
equipment manufacturers who use 
our products—we will tell our shop 
people about those products. How 
and why they should carry the sales 
promotion story into their communi 
tv. We will try to get enough pro 
motional material from our consumer 
users to supply each one of our em 
plovees with copies. 

I then talked the program over 
with our sales manager and his 
salesmen. Sure—they understood the 
principle of electrical interdependence 

had known it for years. But, it 
hadn’t occurred to them that there 
was something they, individually, 
could do to sell the electrical idea 
they have started. 

A program is being developed for 
our office people and others in the 
organization. We have a house or 
gan—articles on interdependence ap- 
pear in it. When we hold sales meet- 
ings either with our salesmen or our 
customers, we talk electrical inter- 
dependence. 

We believe that if our program 1s 
successful it will keep our employee 
relations happy, because they will 
have a better understanding of our 
business and their relation to it, and 
having something to contribute to 
the industry’s success, will give them 
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additional price their work. 


\\ Cc employ 


hundred peopl 


ocally a good many 
| plan to weld that 
group into a sales organization, slant 


ed not towards selling our products. 


but towards selling electrical living 
in our community. 

Having organized the program, | 
then put a man in charge to carry it 
through. 

Phen | asked mvself am | living 


electrically : | wonder what [I can 


doz Well, [ carry an 


bank, 


account im the 


local and have a pretty good 


talked to the 


1 


bank about the ade 


standing there. So, | 
president of the 


quate wiring of homes—and the plus 
value it would put on the property 
he had on mortgage or proposed to 
buy or sell tle was verv much in 
crested und asked me where | 
could get information I referred 
hinn to the Electrical |League—whicl 
brought home to me the realization 


that if vou are going to talk adequate 
wiring, vou have got to make it easy 
for thre prospect im a position to get 


proper hie 


\dequate Wiring Bureau has a pro 


hold of the Informatio 


rram. of certification that should I 


interest to evervone in. the 


ol vreatl 


midustry \s | understand 


it, anv electrical league can get a 


license to operate under the program 


In any town where there 1s not an 


electrical league, if two or mort 


the industry vet together 


\dequat Wiring 


obtain a unde 


branches of 


they can form an 


Bureau and license 


1 


the certification program and 
the 


becom 


a source of information for hon 
builder on adequate wiring specifica 
tions 

\propos of that, one of our sales 
men demonstrated his electrical living 
Hlustrated 
— 


if (1 


by bringing in to 


I det he 


me all 
had picked up a coup 
Vhis toldet tells thi 


weeks 


avo 
people who are planning to build 
how to have better homes It is put 
out by the savings and loan associa 
tion, | beheve right here in Chicago 
Phis subject will be of great interest 
to banks, savings and loan institu 
tions, ete., because the great bulk ot 


their business will come from people 
lhe 
booklet devoted eight pages to telling 
the 
study of a 


mull 


service 


who are building new homes. 


home builder to make a careful 


good design 


home. site, 


work, 


pipes, 


plumbing, 


ventilation, drainage and 
location of bathroom, 


closet space, 





insulation, 


ete., and it says not one single word 


about electricity, or adequate wiring, 


or adequate electric service, electric 
outlets, refrigeration, ete. Of course, 
| immediately got hold of the bank 


His 


booklet out, and they 
called 


prime impor 


who put t 
when | 


were 


Habbergasted 
their attention to the 


] 


tance of electricity in the home, and 


| think the bank is taking action 
| he long 
\ssociation 


+] ’ 
Ne 


to a Building and loan 
went down to one ot 
mectings told them 
the .\dequate Wiring 


thev could vet the necessary 


and about 
Bureau, where 
infor 


mato w to keep vomY 


g 
back until thev do get it and read it. 

| have children going to the local 
school | have talked to the school 
wuthorities, hoping to promote the 
ilea of essays on adequate wiring 


equipment. 


] ‘ ] oop | 
and the use ot electrical 


lu is soon as thev are available, 
lm Vali o pu \ complete electric 
kitchen t my home and I’m going 


to have every prac tical electric gadget 


| MIs \I home is gomg to 
he properly lighted and adequately 
ired. Mly wife is a great back fences 
Visite ind talker She'll sell) ou 
electric kitchen and our adequate 


iring and our proper lighting to 


| 1 
Wnas ) at Ne 


clubs, et | 
electrically | Call 


sewing and bridge 


that by 


our 11 
believe living 
increase the use of 


electricity 1m my community. 


| could go on and give you many 
other example but Im sure you 
get the point 


Vhat’s the storv of the [Electrical 


Interdependence Program. — | 


guess 


by now vou've sensed that |. for one. 


am completely sold on it as the salva 
tion of my own future and my com 
pany s future 

though, Tl lay 


out there in the 


Right now, odds 
audi 
“Okay, 


| interdependent and We 


that someone 


ence is saving to himselt: 


sure were al 
ht to promote our industry more 
than we do, but Mister, all we really 
is PRODUCTION.” 
said it out loud, 
100 


then I'd say some 


need right now 
It he stood up and 
answel ‘You're 


ht. And 


that nnught 


just per- 


startle him. 
‘Production 1s one 


long-pull prob 


lem vou really don’t have to worry 


about 
You're 


production 


¢ to get electrical 


ool 
ow (ilin 


production of wire, con 


duit, supplies of all kinds, lamps and 


apphances—and it’s to come in 


yong 





We know 
what our factories can do. They just 


faster than you can sell it. 


finished doing the impossible to win 


a global war. That’s one reason we 


have temporary huge backlogs oi 
civihan demand for electrical prod 


\Ve’re ina 


Honestly, 


ucts. “sellers” market 

how long do you think it 
will last? How long before our in 
dustry’s mass production catches uy 
with and passes current demands 


Well, 


nor a crvstal gazer, but I can give 


I'm neither an economist 


vou one typical fact to chew on for 


a while. The radio set manufactur 


ing industry is huge, compared to 
pre-war. It’s geared to turn out 
between 20 and 30 million sets pet 


vear. In the best pre-war vear, about 
13 million radios were built and sold 

The picture’s pretty much the sam 
all up and the 
washers to duplex convenience out 
thes 


ets. 


down line—from 


One of these fine days, 
times of critical shortages will seem 
the days ol 


just as far behind as 


priorities and WPB seem now—and 
that wasn’t very long ago. 

By the that 
rolls around, we'll actually be in need 
I’n 


industry 


time not-far-off day 
of markets for our production, 
talking about an electrical 
that in 195x 
igh of production and sales, and will 


will be at an all-tini 
then just be starting to give America 
the Age of Electrical Living that was 
born only 67 vears ago, in a singh 
electric light. 

We can build the markets, but the 
highway of demand for electrical liv 
ing must be made wide enough t 
handle this flood of production traffic 
The job must start now. 
that the 


Iclectrical Interdependence points to 


I believe Declaration of 


the solution of our industry problem 
lf each one of us in every branch of 
the 


we ll begin to build an almost endless 


industry puts it to work now 


highway of demand for electrical liv 


ing. And in my opinion, the ele 
trical wholesalers representing the 
most economical means of mass dis 


tribution yet developed, are right out 
in front in this program. 

John Ruskin said: “In order that 
a single blade of grass may grow, all 
the nature must 
ate.” In order that this industry ol 
and 


forces of co-oper 


ours may grow take over thi 


markets it can serve the best, all the 
force and forces within the industr\ 
must co operate. 
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By Charles G. Pyle 


Vanaging Director 


Report On N. EW. A. Activities 
uring The War And Now 


















R. PRESIDENT, LADIES 
AND GENTLEMEN: This 
association has a long and a 
proud record of achievement. Since 
last we convened in this very room 
two vears ago—some new and out 
standing entries have been made in 
that record which reflect the great 
progress this association has made 
for the electrical wholesalers tl rough 
out the country, Such progress, how 
ever, was only made possible through 


+] 


ie splendid, wholehearted coopera 
tion of the membership in the en 
deavors of the association. 

In spite of personal vicissitudes 
during the past two tryn vears, 


members of NEA LA.L have given 


of their time and abilities generously 


Fu 


end willingly. Today, each member 
can be justifiably proud of the record 
attained, and of their part in further 
ing the aims and objects of the asso- 
lation. ‘To me—to whom is entrust 
ed the responsibility of administering 
the affairs of your association, your 
ever cheerfully given cooperation has 
heen an inspiration and = source of 
streneth. Please accept my sincerest 
thanks for the splendid support each 
f you has given me 

ven though vou were kept duly 
nformed from headquarters of each 
step taken toward the achievement of 
ur goals, I believe it is appropriate 
nehlichts of a few 


f those accomplishments. [ shi 


o review here the | 
lll hope 
hat my report will inspire all of you 
» even greater efforts to make 
N.E.W.A, the greatest, most progres 
sive and most constructive national 
ssociation in the distributive felds in 
\merica. For, ladies and gentlemen, 
ere is much yet to be done 

One yardstick by which an associa 
ons progress and strength can le 
easured is membership \t the 


two years ago, our total membership 


comed into membership at that time. 
Poday, the overall total membership 


Phe net Valn Ol 144 members 
substantial and ver 


for all commodity committees to meet 
during the time of conventions 
vou know, that 
following the 1944 convention 


be conducted between, instead of dur 
, conventions. 
jusiastically endorsed by members 
and by manutfacturer-guests who have 
attended committee meetings. 

Ikach of you have received printed 


copies of the reports of every com 
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bers have remarked on the vreat 1m 


provement im the contents of those 
reports compared with reports which 
were, necessarily, hurriedly prepared 
under the former method. Detinite 
and practical progress in the associa 
tion's service to its members and the 
industry has resulted from. revising 
this long standing practice. And, at 
this point, | should like to express ap 


1 
} 


preciation to the chairman and mem 


bers of all those committees hey 
journey long distances, give unstint 
edly of their time and contribute fully 
from their knowledge and experience 
to make the N.IEAW.A. committee 
meeting program the valuable aid it 
is to the electrical wholesaling indus 


try \ very real debt of appreciation 





every committee member 


lhe committees that have met have 
all done a very tine job and have made 


mportant contributions to the ad 
vancement of the electrical field. lor 
example, The Catalog Committee last 
revised set. ol 


year recommended a 


standards for salesmen’s handbook 


sheets as published by mdividual man 
recommended 


utacturers rhose 


tandards were adopted by the mem 
large 


bership at and were subsequent 


ly publicized throughout the entire 
mdustry. Phe Catalog Committee then 
prepared a comprehensive and inge 
mous folder to dlustrate the standards 
National — Electrical 


\ssociation has) dis 
folder to its 


idopted 1h 
\lanutacturers 
tributed copies Of thre 
membership. The news and trade pa 
that folder 


brought a surprisingly large number 


per publicity given has 


Ol requests trom a great many con 


cerns both in this country and Canada 
not all ot with the 
apparent 


them connected 
electrical imdustry It 1s 
from our correspondence that there 
and interest im the 


l a current Vist 


subject of catalog improvement for 
the postwar period 


\nothes 


( ommiittee, 


example is the Planning 
Phis committee’s “forum” 
meetings has 


type ot developed al 


considerable amount of valuable in 


formation for vou. The committee’s 
reports have been prepared with a 
view toward giving you practical in 
formation which you apply 
promptly to your own operations. — | 
that it 


helptul to vou to re-read the Planning 


Call 


suggest in passing would be 


Committees reports — occasionally 


fhey contam some excellent ideas 


Which can be put to work at any time 
lhe 
stallations, 


Warehousing, Deliveries, In 
freight 


(Committee has contributed 


Rates and Claims 
SOME GN 


ceptionally valuable material in_ its 


recent reports Phe report on ware 


house layouts has been highly com 


mended and the many requests tor 


eXtra copies attest to its great useful 


HeSS fhe committees most recent 


report covers details of stock reeord 


systems designed tor electrical whol 


Phat 


long telt 


and is destined 


salers report fills a 


madlustry 


want of the 


hing influence oo 


Muproving the service the electrical 


wholesaler provides both lis) cus 


tomers and his supplying manutac 


turers 
{ yuu 


short 


\pphance Division, in its 


86 


existence as an integral part of 
N.E.W.A., has many remarkable ac- 
complishments to its credit. I wish to 
refer briefly to only two of its contri 
Phe 
Basic Sales Vraining Program, spon 
N.E.W.A., and the 
Institute Phe 
Selection L’ro 


called the 


butions at this time, namely: 


sored jointly by 


edison Ilectric and 


Scientitic Personnel 


gram, more commonly 
“Hiring Kit” program. 

Both ideas originated in the lub 
licity, Sales Promotion and Sales 
lraining Committee of the Apphlance 
he Sales 


representing 


livision. raining Pro 


vram, a self-lhquidating 
investment by E.fe.1. of well over 
$100,000.00, is taking hold in the in 
dustry like the proverbial forest fire. 
Many 


well 


sections of the country have 


organized taking the 


groups 


course, with more joining the ranks 
every day. 
Phe Scientific 


}? ‘ 
rogram 


Personnel Selection 


has just been completed. 
With its use, most of the guess work 
is eliminated from the “hiring” line. 
Round pegs and square holes are 
things apart when the “hiring kit” 1s 
used, and the employee and the em 
ployer each profit as a result. 


The 


the opportunity to view the materials 


entire convention will have 
used in both the Sales Training and 


the Scientitic Personnel Selection 
Programs and to hear a complete de 
I venture 


will be 


scription of each program. 
the opinion that all of you 
tremendously impressed by what you 
shall see and hear 

Bob Hall, as director of the \pphi 
ance Division, has been a busy man 
since he assumed his duties soon after 
the division was organized at the 1944 
convention, He has personally played 
a big part in developing both pro- 
yrams | have just mentioned, and he 


has been 


very active in introducing 
the Sales Training Program especially 
in a number of marketing centers 
where it 1s now in use 

time in 
the field in the interest of the Apph 
anes N.E.W.A 

“ 


ally. [Tlis trips have covered a wide 


Bob has spent considerable 


Division and venet 


area of the country and included per 
sonal visits to member and prospec 
tive member establishments as well as 
long series of industry luncheon meet 
ings, attended by both members and 
non-members of the association. 
meetings have provided an excellent 


opportunity to discuss industry prob 


These 


lems-—to contact prospective members 

to acquaint newer members, parti 
ularly those of the Appliance Divi 
sion, with the work of the association 

and to stimulate enthusiasm among 
the membership for greater participa 
tion in association activities. As 
result many valuable suggestions have 
emanated from those meetings and 
those personal calls, and many appli 
cations for membership have beer 
received. 

Here again, many thanks are du 
the members in the cities visited who 
did so much to arrange for the meet 
ings and for the attendance of mem 
bers and non-members. 

In my opinion, the field work whicl 
has been carried on in the Appliance 
Division has strengthened not only 
that division but the whole association 
had anothe: 
effect, too, and equally important fron 


iIny own point of view. It has brought 


immeasurably. It has 


to members individually a new sens 
N.E.W.A. to 


their own daily operations and_ has 


of the importance of 


been the means of providing them 


with additional services just when 
they might be most needed. 

In connection with my own field 
activities, Washington has been my 
most frequent destination. However, 
| have also been privileged to visit 
several other places during the last 
two years, as many of you know. It 
may be of some interest to ‘you to 
know that from time to time, as asso 
clation duties may 


permit, [ accept 


some of the invitations extended me 
to address industry gatherings. — It 
has long been my belief that too few 
know too little about the great part 
the electrical wholesaler (or the 
wholesaler in any industry, for that 
matter) plays in our economic life 
l‘or that reason, | welcome opportunt 
ties to acquaint industry audiences 
with the and | 


tions for purpose 


facts invita 
that 


During the past few months | 


accept 
whenever | 
can. 
have made the following addresses 

(On November 19th last | addressed 
the Sales 


evansville, 


Executives Seminar 0! 
Indiana, on the subject 
“Functions of the Wholesaler.” 


\t Charlotte, North 


December 5th--at a meeting of thi 


Carolina, 1 


electrical industry in that part of the 
country, the subject of my talk was 
“Let’s Make More Dollar 
‘Go Electrical.’ ” 
“The Credit Man 


Buying 


Quarterback 0! 
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the Business Team,” was my subject 
it a meeting of the New Haven Asso- 
iation of Credit Men, at New Haven, 
Connecticut, on February 20th of this 
year. 

Just last month, on March 27th, | 
Marketing Re- 
search Group of the American Mar- 
keting Association at New York, and 
“Can a Market Re- 
Without 


appeared before a 


my topic was: 
Program Succeed 
Including the Wholesaler ?” 

Referring again to my activities in 


search 


Washington, I, together with several 
members, in some instances, have had 
a number of conferences with OPA 
officials in regard to pricing orders in 
the electrical field. Those conferences, 
| feel, have been mutually worth while 
to the OPA and to the industry. One 
of our leading members, however, 
seemed to feel that they were more 
than just worthwhile, because he 
wrote: 


“| think this....certainly shows 


the members of the association what 
results can be obtained if the asso- 
ciation gets into it as an industry mat- 
ter, particularly after an individual 
had already tried--on his own and 
without success, to obtain the same 
results.” 

For one thing, OPA has now es- 
tablished several Industry Advisory 
Committees with which OPA officials 
consult) in) connection with drafting 
and revising apphance pricing orders. 
You have been mformed by means of 
N.ELW.A. letters as to committee 
personnel and happenings. 

Phe disposal of Government-owned 
var surpluses has been another of my 
interests while at Washington. To 
date matters connected with the sur 
plus disposal program have not been 
too encouraging, as you know. How 
ever, on March 25th the new War 
\ssets Administration superseded the 
Surplus Property Board. The an 
tounced policy of this new Adminis 
tration may well prove to be a boon 
to the wholesaler in the matter of 
surplus disposal. It has been ar 
ranged to have representatives from 
he War Assets Administration of 
\Vashington to addgess the meeting of 
the Apparatus and Supplies Division 


1 


here on Tuesday 


afternoon, April 
<srd, in order that apparatus and 


supply members can be informed au 
thoritatively about latest developments 
(and the bulk of materials are in those 
tields ). 
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As a tinal reterence to the work of 
headquarters staff men in the field | 
want to mention the trip made to the 
Pacific Division by our secretary, Al 
Byers, last October. He held lunch 
eon meetings with N.E.W-.A. mem 
bers, and invited non-members, at 
Salt Lake City, Seattle, Portland, San 
raneisco and Los Angeles. Excel 
lent attendances were recorded at each 
gathering. Current activities of the 
association were presented and dis 
cussed, and those in attendance made 
most of the opportunity to get first 
hand information on matters of par 
ticular interest to each. In addition 
to the meetings, Al also visited mem- 
bers at their places of business where 
more detailed 
N.ELW.A. programs and available 
services took place. 


disctssions of 


Our field activities have convinced 
me, more than ever, of the desire of 
members themselves to see headquar- 
ters staff men as frequently as can 
be arranged. Tam also of the opinion 
that the idea of holding local luncheon 
meetings during such field trips con 
tributes materially to improving. the 
service to members. This particular 
phase of the association's operations 
should be continued in the future 

The publicity and public relations 
activities of your association have 
been considerably expanded during 
the past few months, as you undoubt 
edly have observed. With approval 
of the [Executive and Management 
Committees last fall, Mr. Albert 
Ptaltz was added to the headquarters 
staff to handle the association's pub- 
licity and pubhe relations activities, 
and to serve also as an assistant to \] 
vers whose duties as secretary ot 
our ever expanding organization have 
heen mounting. 

During the past six months more 
than 4000 column inches of publicity 
about N.E.W-.A. and its activities 
have appeared in the trade and daily 
press. 

Mr. Pfaltz has an excellent record 
and is a fine addition to the staff. | 
should like to add also that he has 
assisted materially in arranging some 
of the program vou will enjoy at 
the convention. 

The association’s Newsletters are 
familiar to ali of vou. Throughout the 
war they served a most useful pur 
pose, and will continue to do so dur 
ing the reconversion period and after. 
This is a highly important service to 





members--many of whom have tre 
quently commented on their great 
value—and members can expect to 
find these Newsletters a continuous 
source of useful and needed informa 
tion. 

Your Management Committee is, 
of course, most vital to the efficient 
functioning of the association. The 
committee meets frequently and does 
an enormous amount of work. Its 
members are experienced in the as 
sociation’s affairs and consequently 
the service the committee renders is 
invaluable. A full account of its activ 
ities appears in the minutes of [execu 
tive Committee meetings, which are 
published and distributed to the en 
tire membership. It 1s, therefore, un 
necessary for me to say more about 
the Management Committee here 
Hlowever, | do wish to take advan 
tage of the moment to acknowledg« 
publicly to each member of that com 
mittee my grateful appreciation of 
their sincerity. and cooperation WW 
helping me with the many problems 
of administration which constantly 
make their appearance. 

This is a great industry in a great 
country. Frontiers of adventure and 
of opportunity are commonplace to 
both. Courage of the individual and 
of the mass 1s essential to breaking 
through those frontiers. Our own in 
dustry today lacks neither trontiers 
nor courage. Our frontiers are the 
vast undeveloped, yes, even so fat 
undisclosed, new uses and new mat 
kets for electrical goods. Our cou 
age, as an industry, 1s symbolized by 
N.E.W.A through 


which the electrical wholesaler can 


our association 


advance upon the frontiers of oppor 
tunity with confidence and success 
To be 


your great association is an honor 


the managing director of 


and a responsibility of great propor 
tions. I am fully mindful of both 
\lso am | completely aware of the 
frontiers ahead of you and of your 
confident dependence upon your asso 
entering and 


ciation in exploring 


them to your and = the country’s 
benefit. 

With a full realization of the weight 
of my own responsibilities, I pledge 
to you now the fullest and most dil 
gent efforts of which 1 am capable, 
toward the end of building your asso 
ciation into the strong institution vou 
rightfully expect it to be. 

Thank you. 





The Answer T'o “What's Ahead” Is: 
For Better Living, More Safety, 


By S. B. Williams £ditor 


“Electrical World’* 





| vives me vreat pleasure to sound 
the «dis 


the keynote and lead oft 
at the first of this series 


cussions 
f forums held in with 


connection 


the lirst International Lighting [tx 
position 


“What's Ahead” 1s the 


signed me and IT have chosen to place 


topic as 


my own mterpretation on 1t 
ro me the biggest thing ahead of 
1 


industry is the 
\merica Why do I 


he lighting in 


us in the lighting 
relighting of 
SAN that 


\merica is today utterly imadequate 


Because the 


to cope with the needs of modern 
lite 

Almost all of our homes, 80 pet 
cent or more of our commercial plants 
of all types, at least 75 percent of our 


factories and almost every street and 


highway in the country are imac 
quately lighted. 
ludged by what we know to be 


right and what we know we can do, 
lighting today is obsolete throughout 
the country. That is why America 
weds relighting 

Kor the electrical 
ht Amet 
ica. Lach time the stimulus has been 
hight 


pave us 


third time the 


industry is called on to rel 


ig 


some new source lirst elec 


tric light the opportunity 


to change from oil and Then 


cas. 


in the early part of the century tung 


sten lamps gave us the opportunity 
* Unde ‘Hl ) lt. .) 
pie sSsacde vas a red 1s ? cy é 
ress at Tite fi § gc? , f fo 
vhich wer ne of e feaiures a 
rs nrernation htw fea sifloy 
* pry] 25 st) 1O4¢ \J> l| 
ms 18 als 1 past Prestdent , the I] 
] frp } co ‘ et 
88 


te change from the dim carbon fila 


ment lighting and now for the third 
time we have the new sources of 


Huorescent and 
'n cliftterent 


In none of the 


mercury vapor lamps 
7 
sizes and shapes. 


previous eras. of 


ghting did we give the people of 


\merica all that it was possible to 
vet out of a new leht source his 
was due almost entirely to lack of 


knowledge on the part of those who 


designed, laid out and installed light 


my, 


Because of this we had competi 


tion based on price Krom this point 


on, however, if the industrv 1s. to 


prosper and if the public 1s to he 


properly served, competition must be 


hased on knowledge and quality of 


Wlumination 


acing you, who are all members 


of the lighting 
] 


industry, is the biggest 


market you have ever had. Before 


the war you did not dare in most 
ases to sell the best in lighting be 
cause you were afraid either that 
your competitor would cut under 
you or that the customer wouldn't 


pay the price—-so you gave away your 

birthright for a few measly dollars. 
Will you go back to your old ways 

or will you do the job right this time ? 


Phis post-war world is a ditferent 


world from what we knew _ before. 
In the 30’s manpower was a drug 
on the market. We had the philoso- 


phy of searcity 
The war has changed all of this. 
ur big government debt and the 
taxes necessary to carry it can be 
full employment and a 
philosophy of plenty 


met only by 
Our scale of 
living depends on our ability to pro 
\We must turn out more and 


man-hour or 


duce 


iad tial else be re- 


signed to face inflation and its suf 
fering. 

What has this to do with relighting 
Simply this, that the 
country must 


of America? 
this 
better vision if they are to accom 


people ot have 
plish what is and will be demanded 
of them. 

(a) The crying need is for better 
productivity. More output per man 
hour. Less spoilage of goods. We 
must help to attain this greater pro 
ductivity through better lighting, if 
we are to escape inflation; if we aré 
standard of 
to have high per 
power; if we are 
to compete in world market. 

(b) We need all the 
we can possibly get and that means 
that we must reduce costs, maintain 
health of and the 
morale. 


te maintain our high 
living; if we are 


sonal purchasing 


manpower 


workers proper 


(c) Our problems will be more 
complex as the years go on, which 
means that the people must be better 
them. With edu 
cational time limited we must do all 


educated to meet 


we can to help students get more 
knowledge in fewer school hours. 
(d) Because people will work 
harder they will need to have oppor 
tunities for using their leisure time 
better, expand their time for reading, 
for home crafts and for recreation. 
must sell 
goods we must stynulate buying in 
our retail stores and make it 
for the customer to select 


(e) Because we more 
easier 
merchan 
lise. 

trattic 
on our highways and probably in 


(f) Because of increasing 


creased speeds we must be able to 
see better in order to cut down acc! 
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S. B. Williams 


dents and the resulting 


These are our needs of 
these are the needs to be covered by 
relighting. 

This job of improving vision ¢an- 
not be done with footeandles alone. 
We must have better quality of light 

more attention to the proper bright 
Certainly we shall 


need higher levels of lighting but only 


ness distribution, 


if we can accommodate them properly 
through better and the right quality 
of light. 

\lmost anybody who can add, can 
gure footcandles but it takes know] 
edge to figure quality. That is the 
weak point in our lighting sales lay- 
out and installation personnel. 

Do we have the tools to relight 
America? The 
in the main they are good tools. 

(a) We have the 
and mercury vapor sources which are 
modern and effective. Nevertheless, 
we are going to use a certain amount 


answer is ves, and 


new fluorescent 


fatalities. 
vision ; 


of incandescent lighting, particularly 
in well engineered jobs. 


(b) The 
play much new 


hghting show will dis 


equipment and as 
materials and parts come into better 
supply there will be still further im 
provements. 
will be 


Certification programs 


available for more types of 
equipment and these will be charted 
by the requirements recognized and 
established by the Hluminating En 
gineering Society. 


[Cc More 
available 


information will be 
before \ll of 


the remaining lighting practices for 


than ever 


different occupations and enterprises 
established by the Illuminating Engi 
neering Society have been revised or 


are now in process of revision In 


addition, a handbook will be avail 
able this year. 


studies, more data sheets and othe 


Many new lighting 


material will also be available. 
(d) New promotion, modern in 


nature, 1s at your service as well as 
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new films and advertising programs 
(e) And promotion has 
created a tremendous public aware 


finally 


ness of the advantages of modern 
lighting which will create demand. 
We also have one thing which pre 
viously has been lacking, namely 
industry cooperation, Today as never 
before there is recognition of in 
different 


industry 


terdependence of all the 
branches of the electrical 
in the field of lighting. 


What 


mean to this industry ? 


will relighting of America 

Rather than give you statistics let 
me say that a real job of relighting 

no cheap job—will iron out a feast 
and-famine cycle of new construction 
It will provide you with a steady high 
volume market for vears because new 
information, 


new knowledge, new 

equipment, new light sources will 
make this a never ending job. 

[ have told you that lighting im 


\merica is inadequate Phat ou 
natural economy demands relighting 
Phat 


have the desire but as | 


we have the tools and that we 
have said 
before we need more knowledge by 


design, sell and install 
We need 


| plead with you, therefore, to urge 
vour men to study, take the [.PE.S 


those who 


lighting. more education. 


courses and demand even more 


courses from the Society. 
this too 
quality of the 


strongly 
job, the 
size of the market, the employment, 


I cannot urge 


because the 


tle benefits—all will depend on how 
well the men of the industry know 
their stuff. 
ing and how the customer will benetit, 


If you really know light 


you will not have much trouble with 


] 


ice competition. 
lhere it is—there’s the opportunity 
the inspiration 

It is as big as you will make it 
[ might add that 
shirking your duties as a citizen if 


and you will be 
you do not do it as well as you know 
God will bless 


we Relight 


how, \merica when 


\merica! 
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W. H. Robinson, Jr. 


CD anid | Alle above all Mitel 


ested in building happy lives for 


and for our families 


lla degree to whicl we are 


ourselves 


success 


] 


ful will largely be dependent on the 


public's need tor, and acceptance of, 


he products and services which we 


| 


have to ofter 
You are in the lighting business and 


sooare We, as mManutacturers SO, too, 


are wholesalers and the members ot 


the National 


ers Association 


+ 


Manufactut 


who have sponsored 


|: lec rical 


this great and constructive Interna 
tional Lighting Exposition 


\lthough each of us has lis indi 


vidual opportunities and problems, 


none of us could accomplish much 


alone lhe extent to which we suc 


ceed as individuals will be largely 


dependent on the degree in which we 


ive able to work together 


] 
partners m the 


as partners 


greatest Opportunity 


which we have ever faced partners 
1 the program of | RELIGHTING 
\MERICA 


1 


lo discuss the possibilities of that 


entire program at one time would be 


1 
DOsSSITDIe 


So with your per 


mission | will this morning contine 


~ 


mv discussion to: 


90 


(a) The greatest Store \Moderniza- 
Wn program the world has ever seen 
(])) lhe part that Vodern Sales 


Lighting plays in store modernization, 


(c) The opportunities which this 


i 
presents to the Electrical Contractor. 


(a) oN 


talizing on) those 


specihe program for cap 


Opportunities. 


Lighting Is Big Business 
million 


he 


ln 1939 there were one 


seven hundred thousand stores in t 
United States. Today, there are four 
hundred thousand less. Men and wo 


men who went to war or into war 


production, and shortages of merchan 
that 23 


tion of retail establishments. 


dise, caused percent reduc 
hundred 
thousand stores which supplied our 


Those one million three 
wartime living needs, found it impos 
sible to maintain many of the peace 
time merchandising standards and 
services 

You do not have to read surveys 
to know that during 


the war vears, the country built up 


or study figures 
a tremendous consumer 
and power. 


hat demand and power continues to 


1] 
backlog ot 


buving demand buving 


grow stronger each day. The cham- 
ber of commerce in your town or city 
can give vou the local facts to prove 
that there has been nothing to com 
pare with it mm the past 

lo supply the American public with 
and convent 

NEW stores 


necessities—comforts 

ences of peacetime living 
will be opening at a rate that 1s un 
precedented in our history. Soon we 


] 


shall have——not just as many stores as 


we had before the war—-but several 


hundred thousand more stores than 
there were in 1939! 
These new stores—starting fresh 
will open up with modern merchandis- 
and the 


weathered the 


ing equipment and methods 
that 


stores have war 


are Waiting eagerly to modernize then 


modernize to better Serve 


stores 


their customers—and to meet the 
healthy competition of other progres 
sive merchants. 

The chain stores of America alone 
expect to spend at least five hundred 
and nineteen million dollars in then 
Qf this, 30 percent will b 


program. 
spent on new stores—and 70 percent 
will be spent on remodeling old stores 
In their remodeling program, they 
figure that they will spend between © 
percent and 15 percent on wiring 

and from 6.2 percent to 8 percent for 
con 


lighting fixtures. In their new 


struction they 


spend between 5 percent and 12 per 


program expect to 


cent for wiring—and between 1.6 per 
cent and 4 percent for lighting fix 
tures. 

This will be just another of the tre 
mendous 
this 
only 
big merchants 
portant, from the tremendous number 
of small merchants. 
merchants who must follow the lead ot 
the chain stores. 


forces which are creating 
lighting 


chain 


all-over demand—not 


from the stores and the 
but what is more 1m- 
These are the 
These are the mer 
chants who—when properly sold—are 
vour big, quick market. 

Now that so much money is going 
to be spent for “Modernizing” it cer 
tainly seems logical that we should all 
have the same picture of what that 
It is true that modern 
parts 


word means. 
izing has many however, we 
know that GREATER EYE APPEAL 1s the 
foundation of store modernization. 
Modernizing a retail store may in 

clude many improvements in store de 
but 
program 


sign and selling services 
modernization 


ever\ 

store calls 

first for increasing the eye appeal of 
EYE APPEAL IS. THI 

BUY APPEAL. 

fixtures 


the store. 
GREATEST 


Store and their arrange 
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On Selling 


Lighting M 


More and Better Sales for 





color and decoration of walls 
and ceilings 


ments 
floor coverings and mer- 
chandise displays—all depend upon 
the right lighting to attain their great- 
est eye appeal. 

Modern lighting is the most dy 
namic and economical single sales 
building force in any store moderniza- 
tion. SELL IT ALWAYS THAT 


BASIS. 


ON 


Yes, “8 out of 10 are ready to buy.” 

Che lighting in 80 percent of our 
stores is antiquated according to mod- 
ern sales-building lighting standards. 
Krom and other we 
do know that 8 out of 10 of these mer- 
chants are really ready to buy more 
and better lighting. 

We have said that sound surveys 
prove that 8 out of 10 merchants are 
ready to buy new lighting, and that 
brings up the question, “HOW BIG Is 
THE STORE LIGHTING MARKET IN 
YOUR COMMUNITY?” 

“More than a billion dollars will be 
spent for new store and office light- 
ing equipment during the next five 


ours surveys 


vears ’—is the estimate of General 
Electric’s lighting specialists. But 
that does not tell you much about 
your local store lighting market. 


There are ways, however, of estimat- 
ing that market. For example: 

If you will count the number of 
stores in the classified directory of 
your telephone book—-subtract 20 per 
cent from this figure—then multiply 
the remaining 80 percent by $1500 
vou will get a pretty accurate picture 
of the total store lighting equipment 
that can and should—hbe sold fast. 

Statisticians have developed an- 
other method of checking on the size 
of the market. 

That is—get from the electric utility 
company in your town the number of 
residential electric meters in the ter- 


ritory that you are analyzing—then 


By W. H. Robinson, Jr.* 
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Ist INTERNATIONAL 


LIGHTING SHOW 


odernization 


VY cuveelf 





multiply that figure by $39. The an 


swer you get will be a fair estimate 
of the five-year office and store light 
ing equipment potential market. 

Large stores already have—-or cer 
modern 
But they represent in 


the 


tainly will obtain very soon 
SALEs lighting. 
small 
total market. 
Before the war, 62 percent of all 
stores had sales of less than $20,000 
little reason to 
doubt that that percentage will greatly 
change. The small store is the biggest 
the hottest 


that 
faces the contractor. 


number a percentage of 


a year. There is 


lighting market 
are the 
stores in the neighborhood shopping 
center—these are the 
downtown—these are the stores in the 
suburban areas. These are the stores 

the owners of which you are already 
acquainted with and for whom you 
have done much work. 


hese 


small shops 


Here again we could bore you with 


boxear fieures——-but instead | will give 
vou the key to estimating the numbet 


of stores of particular types that may 


be in the territory that vou serve. 
There are really but eight) major 
classifications Those represent 75> 


percent oft all the stores We call 
them “THE BIG 8 IN RETAILING.” 
STORES PER 
THE BIG 8 THOUSAND 
IN RETAILING POPULATION 


Food Stores (grocery, meat, 


fruit, vegetable) 2.87 
Restaurants 1.34 
Barber and Beauty Shops 1.26 
Specialty Shops (Women's 
and Men's wear, shoes, etc.) 61 
Drugs 46 
Candy 43 
Hardware 26 
General Merchandise and 

Dry Goods ar 

7.50 
o get a good picture of your mat 








700,000 





RETAIL STORES 






1939 1946 1950, 


1,300,000: 2,000,000 





(ESTIMATED) 
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et -just multiply these figures by the 
umber of thousand of people there 
add them 
about 73 


ire in the towns you serve 


up This -will give 


percent of the total market 


you 
10 retailers say 


\Ithough 8 out of 


that they want new lighting—our sur 
that of the 


have not installed fluorescent lighting 


vevs show merchants who 


36 percent don't even know how 
mucl heht they Want 34 percent 
bee that they Want Here than 
their neighbors—-and 21 percent said 

ey wanted a little less than then 
neighbors. In short— these retailers 


cant be expected to know just what 


It takes to C1Ve them the fud/ benetits 
nodern SALES LIGHTING. But muel 
has been done Lo awaken then desire 


r better lighting 


lor the past two years the General 


Company and others have 


tried to do their part in blazing the 
trail for better store lighting with 
educational advertising such as vou 
ee Inghhlighted here lhis type of ad 


vertising will continue to be seen with 


‘reasing during — the 
onths and vears ahead further es 
fact that” 
EST THING ID 


Mlonth = in 


Hhiavazines 


tablishing the EEING Is Tl 
SELLING 

+] t ] 
Ww Out HDUSINESS 


e owners of dit 


read by tl 


ferent kind of stores such as shoe. 
food, men’s wear, women’s wear, de 


Horist, hardware 


and others—are 


partment stores, 


tores, drug, offices 


heimg used by General [Electric to tell 


the story—"Seeing Is the Biggest 


in Selling’——and “Lighting Is 


the Biggest Thing in Seeing 


In addition— General Electric re 





tained the services of many outstand- 


ing store architects and designers. 


Vhey contributed their ideas on how 
light can build better retail sales for 


tomorrow. Folders giving full details 


been 


of sales-building ideas have 


nailed to retailers all over the nation, 


-o they, too, are prepared to receive 
vou 


Phese architectural projects and 
| 


our advertisements again indicate the 


~ 


diversity of our tools and methods 
1 


Wl of which help to create demands 


for more wiring——more switchboards 


better hivghting jobs for 


install 


bigger and 


‘ 
~~ 
] 


the contractor to sell and to 
Who Will Profit 


Recognizing that “Seeing Is the 
Biggest Thing in Selling” certainly it 
is only logical to ask-—“WHO WILI 
PROFIT FROM STORE LIGHTING?” 


Well, 
lor example: 

l. The Stor 
sound 


the answer has many parts. 


will profit 
but he 


Cxytu lia, 


; a 
from sales lighting, 
needs someone to design and install 
it right. 

4 Thy \/ 


sound sale ) 


anufacturers will 


profit 


from lighting, and wall 


have produced fine new equipment 
and sound sales programs, but they, 
direct to re 


in general, do not. sell 


tailers. 
3. The Wholesalers will protit, and 
they will supply you with the lamps 
and equipment needed to do the job 
hut again they do not, in general, sell 
direct to the retailer. 

+. The Utilities will profit, and they 
ire preparing to do a big educational 


~ 


and selling job in many parts of the 


country—but they also usually do not 
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sell lighting equipment direct to the 
retailer. 

5. Everybody will profit from store 
lighting IF the right men are ready to 
Visualize— Specify—Sell — Install 
Finance—and Maintain lighting jobs 

Everybody will profit 
lighting if you, Mr. Salesman, are 
ready to work with your contractors 
to Visualize y—Sell—Install 
and Maintain these new 


from store 


Specify 
linance 
and profitable lighting jobs. 


The contractors have—those men 
who Call be ready to do this 1ob. The 
retail store owners know them— they 


have confidence in them —they have 


called upon them for other jobs 


Therefore, you and your contractors 
may profit: greatly from this great 
store lighting market. 

Now I would like to enlarge on th 


1ob to be done and discuss these SIX 


points—one at a time 
VISUALIZE 

\ man is needed who will walk 
into a store and show the retailer 


just what real sales lighting can do to 


build his business—and how he ca 


vet this Phat 
should be able to forcefully visualize 


needs and benetits ot 


sales lighting. man 
or picture the 
the merchant 
lhe story that man should tell can 
be so fast Moving, so | owerftul, so de 
scriptive, so convineing that soon 1t 
becomes his own story—and will keep 
that 


bigger and better profits 


him on track which brings in 


SPECIFY 

By this we mean that the man whe 
builds bigger lighting profits for the 
contractor and you—must be qualified 
to specify and individualize lighting 
jobs for the merchant. He must be 
able to tell the merchant exactly what 
lighting he must have—how much ot 
it he must buy—tell him where it goes 

He should use a practical form for 
laying out a personalized sales light 
ing recommendation for the merchant, 
which form should eliminate the 1 
cessity of making complicated calcu 
lations—-yet make it easy to specify 
any desired intensity of store lighting 
obtained from any of the commercial 
equipment available. It should be a 
boost to selling more—and provide an 
opportunity for nailing down a good 


over-all job—not just a fixture-for 


fixture, change-over job. 
SELL 


That doesn’t need much interpreta 
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tion. However, | wish you would 


remember this—that for the man who 
will install and maintain 


modern store lighting, there is a per- 


finance 


manent and profitable business await- 
ing—a business more promising than 
Cer- 
tainly it is essential that he know how 


we have seen in many years. 


to deliver those services, but it 1S just 


as important that he know how to 
sell them. 
Obviously, he will make more 


money if he goes out properly pre- 
that 
available a correspondence traming 


pared. To meet need there is 


course which teaches first the funda- 
installation 
sound 


shows how 


mentals of lighting—its 
sales 
this 


etfectively 


and the principles of 


manship. It then 
basic knowledge may be 
used in selling store lighting. 

This 


prepared jointly by General Electric 


8 . 
training program has been 
and LaSalle Extension University. It 


includes five handsomely bound texts 


examination —personal consultation 
service j 
this 
training is only $12.50 per man. 


and a diploma. The cost ot 


complete store lighting — sales 


INSTALL 

But | want to stress this important 
That is sound § sales 
lighting recommendation is properly 
installed—the merchant 
the expected result 


fact. unless a 


will not get 
and everybody 
suffers in the end. 

The most important man is the 


contractors representative who in- 
stalls. Therefore, he should carry all 
the lamps, fixtures and accessories 
needed to 


lighting job 


deliver a complete sale 
and take pride in seeing 
that they are properly installed. In 
this important work, many manutfac- 
and the utilities 


will assist the contractor continually. 


turers, wholesalers 
The GE-LaSalle store lighting sales 
training program, the book, “Three 
\'s of Store Lighting” and the “Lay- 
out and Design Guide™ 
vital information on 
to install practical and profitable sales 
eas: 
lighting systems. 


all contain 
where and how 


Somewhere along the line, the ques 
tion of who pays how much will cer 


tainly come up. Surely a sound 


financing plan is desirable 


FINANCE 
Obviously, it is much easier for a 
ustomer to buy a good lighting job 


when you make it easy for him to 


Here are two 


finance his operation. 








of stores in Yellow Classified 


x $1500.= 


‘3 APPROXIMATE VOLUME OF 
LOCAL STORE LIGHTING MARKET 
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imple ways to ‘handle financing 
two ways to help you “Sell Up.” 
This type of financing makes you 
whole sale as clean as a whistle. Re- 
sponsible _ finance and 
FHA, or straight FHA, are quick 


and easy for a prospect to understand. 


companies 


()f course, so is a straight bank loan, 
for that matter. 

Under the straight FHA plan, youn 
customer can select either his bank or 
bank for the 
lighting job. 
modified 
organized 


your financing of a 
It the plan should be 
KHOA through a properly 
financing corporation 
there is still no more work or trouble 
incurred in securing necessary finance 
ing. In any event, the contractor is 
paid in full immediately 
not obliged to carry any 


and you are 
“paper.” 

Last, but not least, there is a point 
that very few in the past have thought 
of as a profit-builder. No. 6 
raises the question, “.\re you certain 


Point 


that your contractors are ready to 
profit when they maintain ?” 


PLANNED MAINTENANCE 


To be practical—commercial main 
tenance must be profitable to both 
service man and his customers. Light 
ing sales and service business can be 
divided 


into three sections: 1—lamp 


renewal; 2—group replacement ; and 





3—-maintenance service, which in 


cludes cleaning. 
retail 


Hleretofore, in small 


establishments, 


most 
maintenance has been 
on a catech-as-catch-can basis, with 
either janitor or handy man, and often 
the proprietor himself, taking hap 
hazard care of lighting fixtures. 


| lowever, we can 


now prove Con 
lusively—that proper maintenance 
which includes a plan for regular 


lamp renewal—is practical and eco 


nomical for a sales and. attraction 
point of view. 
With the advent of 


escent lighting, 


fluor 
Maintenance 


postwal 
Planned 
assumes a very important status—not 


only with the retail store—but with 
the lighting service man. 

We believe that all of us have a 
vreat opportunity and important part 


to play in developing this great store 
lighting market, but that the electrical 
contractor is the most important man 
We believe that you 
who 


in the picture. 
\RE THE MAN 
this 
territory. 


will make or 


break program in your home 


*Iixcerpts from an address, delivered by 
WW. H. Robinson, Jr., Advertising Manage 
f the Lamp Department, General Electric 
Company, Nela Park, at the Lighting Sales 
Forum of Electrical Contractor, Interna 
tional Lighting Exposition, Stevens Hotel 
Chicago, April 27, 1946 





Electrical ( cutrasters Bhave Met 
And Now Are Rarin’ Lo Do 


q 





This view of the main control boards of a large power plant installation speaks volumes 


for Mr. Sach’s ability as a contractor. 


‘\ MR the 


who do not know, I am an ele¢ 


benefit of those of you 


trical contractor. This is my 
chosen profession, one | have been in 
since adolescence and the one job 
that | little 


thing about. Contrary to the general 


love and know a some 
practice of looking for greener mea 
dows, Lam perfectly content and will 
ing to do what I can to improve and 
assist in developing the field of the 
contractor. 

“Mark Anthony 


Caesar, not to praise him.” 


came to bury 
| come to 
contractor be- 


fore we are buried by the forces from 


praise the electrical 
within. 

The subject assigned to me cannot 
he entirely lived up to because I am 
not a salesman and do not know too 
much about practical sale’s methods, 
but | will do whatever I can to indi 
Cale 


to vou how we as electrical con- 
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tractors fit into the general sales 
picture. 

lo begin with, we are part of a 
great industry, one that is still young 
but one that, nevertheless, has grown 
at a rapid pace. All of us have our 
part to do and all of us are equal in 
unportance, the contractor forming, 
if you please, the final assembly of 
the electrical installation that either 
develops good-will and a greater use 
of electrical facilities or hurts the 
industry as a whole. 

We contractors have had a humble 
beginning, starting from the attempt 
to install a front door-bell with worn- 
out dry cell batteries and then grow- 
ing to a point where we are now 
handling complete large power plant, 
industrial, and installa- 
tions. 


commercial 


The war was a direct challenge to 
our ability to perform. I do not think 





it is necessary to remind anyone of 
our performance. The results speak 
for themselves. In_ this 
evolution, the contractor has changed 


process ¢ yf 


from a door-bell mechanic to an en 
gineering organization and many of 
us have developed facilities for taking 
care of installations no matter how 
complex they may be. 

We have been eager to recognize 
that there is a definite place for the 
utilities, 


and whole 


saler and we have drifted away from 


manufacturer, 


the desire to be a jack-of-all-trades 
and have specialized in that field of 
development for which we are highly 
qualified. 

We know that those of you who do 
not look too kindly towards the con 
tractors only have this point of view 
because you are living in the past 
and we admit as a group we have had 
our short-comings, but we have tried 
to overcome these handicaps and be- 
lieve that we have succeeded. 

Part of the handicaps have been 
due to the fact that it is relatively 
easy to start as an electrical contrac- 
tor. No great investment is necessary, 
but merely a desire on the part of a 
man to work and take the gamble 
that is his birthright, so that many 
of us have put out a shingle announc- 
ing to the world at large that we are 
electrical contractors at a time, per- 
haps, when we were out of employ- 
ment due to economic conditions and 
thought that we could at least develop 
enough business to keep the woli 
from the door. 

Such a start is a one man job and 
one must first of all try to make con- 
tacts that will permit him to quote 
a price on an electrical installation. 
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he Exxacting Demands of 


he Peace J obs That Lie 


By S. C. Sachs* 


« 








S. C. Sachs Company 





Electrical Engineering Contractors 
St. Louis, Mo. 


He must then prepare an estimate 
of the cost of the work. Initially, he 
must be low in price. He must then 
convince the owner, or the owner's 
awarding authority, of his ability to 
perform and having secured the con- 
tract must attempt to interpret plans, 
specifications, and code requirements 
in order to develop a plan of action. 
He must then materials, 
hire labor, supervise the installation, 
that the terms of the 
tract have been complied with. 


purchase 


and see con 

He must do his own accounting, 
his own collections, and arrange for 
whatever financing that may be re- 
quired. Obviously, no one man is 
good enough to adequately perform 
all of the services required, so that 
those who desire to become success- 
ful contractors and ambitious 
must try to develop organizations 
that have individuals in the organi 
zation who can perform each indivi- 
dual task efficiently, rather than one 
person do everything inefficiently. 

In the early went 
through a great depression, the effect 


are 


thirties we 


of economic conditions on the elec- 
trical contractor tremendous. 
Many were forced to seek other fields 
to make a livelihood, some survived, 
so that the period after the depression 
up to the start of the war enabled us 
to gradually develop our businesses 
on a business-like basis. This enabled 
us to be prepared for the job required 
by the war. 

Technological developments in 
manufacturing together 
with the fact that there was an emer- 
gency and costs were secondary, re 
quired manufacturing plants and facil- 
ities to be developed along the most 


Was 


processes, 


efficient lines possible and with a 
view to getting the most production 
in the shortest possible time. The de 
velopments of the electrical industry 
were one of the great factors that 
made this miracle possible and no 
small part was due to new develop 
ments in lighting equipment. 
Engineering firms and government 
sidetracked the 
contractor in a number of instances 
in order, so they thought, to get the 
work done in a shorter period ot 


agencies electrical 


time. ‘ 

The manufacturers of 
equipment also sidetracked the con- 
tractor in order to do his part. While 
we do not think this sidetracking was 


electrical 


necessary, nor was it the efficient way 
of doing things, 
went along in a spirit of cooperation, 
but by so doing precedents were es 
tablished and the desire on the part 


nevertheless, we 


of some manufacturers for direct sell- 
ing still exists. 

We do not think that this is the 
efficient way of operating, but merel\ 
a selfish viewpoint wherein the manu 
facturer that sells direct that 
he has the jurfp on his competitors 
it the from the 
owner. 

Remember this, that through the 
vears 


feels 


order is obtained 


of service the successful elec 
trical contractor has created a large 
amount of good-will and a large num- 
ber of owners, architects, engineers, 
etc., who respect his opinion, so that 
he then becomes a natural sales outlet 
for a manufacturer’s product. 

You manufacturers through you 
wholesaler and sale’s representative 
have a much easier job of selling if 
you sell through an electrical con 
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S.C. Sachs 
tractor, who has a number of con 
tacts, rather than trying to make 
these contacts vourselves and by so 


domg you create good-will with the 
your products — be- 
cause, obviously, if the negative sales 


contractors for 


approach is followed and the contrac 
tor 1s ignored, he will try to sell a 


manufacturer's product whose sales 
policy is to his advantage. 

\ manufacturer of a product 1s 
best qualified in the development and 
engineering of his own product. The 
contractor is best qualified to proper- 
ly utilize these products in a modern 
electrical installation. By studying a 
customer's wants and the results that 
they desire to accomplish, a contrac 
tor can properly plan an_ electrical 
system from the point of supply to 
the last outlet, installing a distribu 
tion system that is best qualified to 
do the job, and by having the propet 


installation, a manufacturer’s product 
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can produce results to the best ad 


Vantage. 

Contractors have been lax in doing 
a selling job to establish once and for 
all the importance of their position 
in the industry to such degree that 


the manufacturer and wholesaler 


would be very eager to work with 


them 


( ontractors should sel] the Manu 


facturer and wholesaler, through 


sales performance, constant contact, 
and 


publicity persuasion, that the 


easiest, most satisfactory and = most 
profitable way to sell their products 
is through electrical contractors. 


We 


Conic Mal 


contractors are no longer a 


We 


sales force, a purchasing department, 


organization have a 
an engineering department, a distri 


bution department, qualified super 


visors, and we are equipped to do the 
hest job for the least cost. 

While this is a major advantage in 
a new 


installation, it becomes much 


more important in a remodeling pro 


yram because here we are equipped 


to study the owner's mode of 


We 


trical system. 


opera- 
tion an check his present elec 
We can determine the 
weakness’ 
that 


‘s therein and the additions 


have to be made and we can 
often accomplish the job desired for 
tL minimum cost. 

Remember at all times that we are 


We 


and the 


selling a finished product. have 


the engineering experience 
practical experience necessary to do 
the job in the most efficient manner. 
We can and have often suggested to 
manufacturers of electrical fixtures a 
nore practical approach to their prob 
lem from the imstallation standpoimt 
and some of our suggestions have 
been adopted. 

We can and do show the custome 
that even though he is in a positica 
to buy lighting equipment direct, tha: 
it is much cheaper for him to use ou: 
their 


several 


services in entirety than = it 


would be if segments of the 


industry were working at cross 
purposes 

Many times direct selling methods 
require an owner to have an electri- 
cal department of his own in order 
to be sure that the direct selling man 
ufacturer is giving him the job he 
should have rather than providing a 
dumping ground for the 
turer’s product. 


manutac- 


We have no interest in a particu 


We are 


lar manufacturer's product. 
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only interested in giving the 
equipment 
that will 


give the results desired at the lowest 


cus 


tomer the lighting best 


suited for his needs, one 
over-all cost, and the lowest over-all 
cost is not always the first bill ren- 
lered. The purchase of inferior equip- 
ment at a lower price initially may 
cost 


many times more than a good 


installation in continuing mainte 


nance costs. It is always our inten 


tion as agents for the customer to 


avoid the hidden costs that he knows 
nothing of. 


We that 


approach to our jobs includes etfee 


must make certain our 


tive performance as an efficient dis 


tributor of electrical materials and 


equipment, as well as providing a 
That 


increases 


service. 
that 
demand for a manufacturer's product. 


qualined —imstallation 


means salesmanship 


\ll of which means that we must be 


come, and become known as, a neces 
sarv link in the chain of distribution 
in our industry and not merely as a 
labor 


provider of and 


skill 


There are some practical examples 
| 


engineering 


of what contractors have done to hold 


cost of electrical imstalla- 


down. the 


ie: 


1 back view close-up of the control board 
wiring, 


tions. We have been instrumental in 
the developing and the adoption of 
certain standards to provide better 
installations. We have been virtually 
strikeless. 
corporate in labor contracts the usage 


We have been able to in 


which 
installation. We 
have developed practical methods of 


of labor-saving equipment 


makes for ease of 
liberalizing certain code requirements 
in areas that have helped to create a 
tremendous amount of work for the 
contractor and a much larger sale of 
the manufacturer's product. 

A case in point was the range wir 
ing program in my own city where 
we developed designs for certain elec 
trical equipment that made for ease 
and had 
cooperate with us to the 
extent that the cost of installing the 


of installation local manu 


facturers 


wiring for electric ranges was re 


duced some 35 percent or 40 percent 
and a market created for electric 
ranges that resulted in an average ol 
S000 


ranges annum 


stalled over a period of ten years. The 


per being in 
range wiring alone for this program 
$250,000.00 
business and 60 percent of 


accounted — for annual 
this was 
for manufacturers’ products. 

We contractors are doing the same 
in the promotion of lighting equip- 
ment. We are forcing our employees 
to become educated in the proper de- 
sign of a lighting installation, the 
proper sales approach, and we are 
developing business far beyond one’s 
imagination, 

| know of commercial installations 
that today in the same size store have 
installed electric wiring and lighting 
equipment 15 times the amount that 
would have been installed in similar 
space and in the same sales location 
twenty years ago. 

In closing, let me say this, that we 
are not asking the manufacturer for 
protection, we are not 
manufacturer or the 


asking the 
wholesaler to 
send us a commission check as a 
salve to their conscience for having 
by-passed us. We are merely telling 
you that we are a part of this great 
industry, that we are qualified to do 
our job in all its phases, that we are 
champing at the bit, rarin’ to go and 
ready to do the job that lies before us 


* This address was delivered at_ the 
Lighting Sales Forum for Electrical Con 
tractors, First International Lighting Ex- 
position, Chicago, April 25-30, 1946. 
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Satd At the Forum af the 
Ist INTERNATIONAL 
LIGHTING SHOW 


Sponsored by NEMA 


Showing Contractors How To Use 
Pian 
You 


‘This Lighting Wieintenance 


Wi Build Mewes Sales Pes 


Your sales opportunities are only as good as your customers. 


Whenever a salesman inspires or helps a customer toward 


doing more and more profitable business, he establishes a 


closer bond that will pay dividends in more and bigger orders 


By Harris Reinhardt* 





Harris Reinhardt 


T nearly every lighting conven- 
tion there is at least one speaker 
who proves by means of charts, 

diagrams, and demonstrations that an 
adequate system of lighting mainte- 
nance more than pays for itself by 
preventing the loss of needed illumi- 
nation. It is not my intention at this 
time to go into this aspect of the sub- 
ject as | am sure you are all well 
aware of the essential facts. 

I venture to say also that you are 
well aware of the fact that in actual 
lighting applications the practice of 
the principles of good maintenance has 
been more conspicuous by its absence 
In all parts of this 
country thousands of dollars are being 
for light 
and dust 


than otherwise. 


which is 
collected 


spent each year 


absorbed by dirt 


on the lamps, fixtures, and reflecting 


surfaces. Somewhere between the 


theory and practice is a gap whicl 


lor 


needs to be successfully bridged. 


a number of years we at Sylvania have 


been actively looking for a practical 
means of bridging this gap. 

All of you who have any direct con 
nection with the lighting industry are 
well aware of the fact that a syste 
matic maintenance program is seldom 
followed except by certain large in 
dustrial and commercial organizations. 
On the basis of experience gathered 
from numerous field 
the conclusion 


surveys, Wwe 
that 
: ? 
maintenance in small industrial appli 


reached hiehting 
cations, and in almost all commercial 
applications, requires the specialized 


periodic service most satisfactorily 
rendered by an outside organization 

\ good common denominator. of 
the need for lighting maintenance 1s 
revealed by a which 


recent Survey 


shows that fluorescent lamp outages 
in commercial fixtures average as high 
as 10 percent. This condition exists 
in spite of the relatively long life of 
fluorescent lamps in commercial ser 
vice and shows the size of the selling 
job, to be done right now, simply to 
replace burned out lamps assuming 
that that is 


existing fixtures to normal operation, 


is all needed to return 


thus giving the user the amount of 
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useful light he needs and 


this 


Wants 


rom survey and since com 
mercial customers use an average of 
about S81 worth of electricity annu 
this 


throughout the 


ally for fluorescent lighting, 


means that utilities 


country are losing a total connected 
hehting load worth about $3,400,000 
] ? 


vear, and it is safe to assume that 


| look favorably upon 


gets these lamps burning 


they wil any 


plan that 
again 
Phe prevailing practice in most o1 
ganizations is to make lighting main 
tenance the responsibility of the jan 
this 
itseli woefully inadequate, particular 


itor, and practice has proved 
lv in fluorescent lamp installations 

that 
such a maintenance service was need 


ed our problem was to work out a 


llavine reached the decision 


practical plan tor providing the or 


ganizations interested in doing such 
maintenance with practicable work 
able plans for developing the “know 
how’ required to set up a service of 


this kind, satisfactorily sell it to pro 


spective customers on a proven con 


tract basis, and to carry out the con 


tract In a manner which would be 


protitable to them, which means that 
if must 


also. be profitable to the 


ho purchases the service. 


customer W 
The preliminary work on this plan 


Was started in connection with a na 
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tionwide fluorescent lamp replacement 


I 


program which we inaugurated in 
1941. and the experience gathered 


ry stallized about 


vear ago into ou resent Il luores 
ent \Maimtenance 1?) lherefore, 
V« ave id an Opportunity to gain 
onsiderable eld experience with the 
ictual operation e plan which we 
ire NOW ae ( loting, primarily 
vith ele ct eTOUps 


For high fluorescent lighting installations, 
a telescopic platform such as the one used 
in this large airplane factory helps facilitate 
lighting maintenance. Westinghouse photo. 


electrical 
1 to 


lt is our teeling that the 


contractor is the logical 


DeTSO! 


I 


institute a service of this kind. 


Hlis men know tluorescent lhehting 
equipment. They know how to check 
and service starters ballasts and Wir 


i | 


Phey know when lamps should 


ay replaced im oa wide variety ot 


operating conditions They know 


where most of the fluorescent lighting 


installations in their territories are 
located Phey have served the own 
ers for many vears whenever they 


have needed new electri al equipment 


or service, Phey h LV¢ been the peo 
about electri 


kor 


contractor has 


le consulted most otten 
cal equipment and maintenance 
years, thre electrica 


to take care ot the 


rammed personne 
selection, the imstallation and = repan 
t lighting a | other elect al equip 
ment of all kinds 

[hese tacts are Moric ut by the 
eNPEerience t se electrical contrac 
98 








tors who are already supplying 


lighting mainte 
They report that they 
are tully sold on the idea. 


planned fluorescent 
nance service. 
They also 
no reason why their 
not 


tinue to vield increased business and 


say they sce 


mamtenance business will con 


increased profits because their cus 


Lomers appreciate the economy re 


sulting from the high average lighting 


levels made possible by planned main 


tenance service 


Some of the more important ques 


tions which arise in the minds ot 


contractors who are interested in of 


fering a fluorescent maintenance ser 


vice may be summarized as follows: 


l. What specific Services will be 
re ndered 4 
2. How much and what kind of 


additional help and equipment will be 


needed 4 


3. How are costs, charges, and 
profits estimated ¢ 

+. What form of contract should be 
ottered 

5. How long a period should the 
contract cover fr 
where should 


solicited ? 


6. How, when and 


inaintenance service be 


7. What 
unnecessary and expensive call backs ? 

Ss. How 
tractors been ? 

9, What do 
charge and what profit do they make ? 


is the best way to avoid 


successful have other con- 


other contractors 
Some of these questions do not have 
specific answers which can be applied 
without reservation to ditferent types 
of business in different parts of the 
country, but much can be learned 
from the experience of other groups. 
experience so far clearly shows 
that the key to the success of a fluor- 
escent maintenance business lies prin- 
cipally in the clear definition of a 
sound plan at the very beginning with 
the agreement between the contractor 
and his customers fully covered in a 
signed contract. This does not mean 
that there must be a lot of legal fan- 
fare which may set the stage for pos- 
sible law suits, but simply that there 
hould be a clean-cut understanding 
it what the agreement covers. 
When we first undertook the prob- 
lem of writing up proposed contract 
worked two different 


lors we out 


contracts. The first covered what was 


tually being done by a number of 
ontractors with whom we had been 


vorking on an experimental basis 
period labor 


iuring the wat when 





was at a premium and lamps were 
The sec- 
ond covered what we felt would be 
«a more desirable type of operation 
when manpower, lamps, and starters 


under an allocation system. 


were more readily available. 

The type of 
proved to be most popular, however, 
and 


contract which has 
univer 
sally used, is a sort of combination 


which has been almost 
between the two mecorporating cer 
his 


contract really includes three services 


tain features from both of them. 


which may be summarized as follows : 
1. The contractor agrees to keep 
the customer's fixtures in good electri 
cal operating condition. 
2. He 
starters, ballasts or other parts of the 
iixture the 


customers that this service is needed. 


agrees to replace lamps, 


when he is notified by 
The contractor insists that he be no 
tihed = promptly, the 
that he will not 


make repairs. 


and custome 


avrees attempt to 
> , . 1 

3. The contractor agrees to clean 
fixtures at a 
terval. 


the certain stated in 

This last point—the cleaning of the 
fixtures at regular intervals——was not 
included in some of the earlier con- 
tracts because of manpower short- 
age, but experience has confirmed our 
teeling that there is a real need and 
demand for this and it is 


now almost universally included. 


service, 


The charge for the type of main 


tenance service described above, in 


cluding replacement of 


lamps and 





A portable type platform that rolls through 
two aisles, straddling the machinery be- 
tween, is particularly helpful where many 
of the fixtures are the same height. 
eral Electric photo. 


Gen- 
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starters when needed, keeping the fix 
tures in electrical operating condi- 
tions, and cleaning the fixtures at 
regular intervals, are usually based 
on a fixed rate per lamp per month, 
ranging from 16 cents to 25 cents per 
lamp, or, roughly, from $2 to $3 per 
lamp per vear. The total charge ts 
determined by multiplying the unt 
charge by the total number of lamps 
in service. 

In a contract of this sort the elec- 
trical contractor must base his charges 
lf lamps burn 
rated life or longer and there is no 
unusual will 
profit. If, occasional 
installation is unusually troublesome, 


on average experience. 
accessory service, he 


however, an 


and, therefore, costly, he may not 
make a profit on the particular instal 
lation. This is usually the exception 
tc the rule. The law of averages will 
assure an overall profit since the ma 
jority of will 
operate normally and will not involve 


lighting installations 
unusual risk or high costs. 

Unnecessary service calls may be 
reduced or eliminated by replacing all 
the lamps which appear to be well 
along in life when the cleaning is being 
done or when a particular fixture is 
being serviced, or by scheduling calls 
to remove badly blackened lamps and 
voluntarily inspecting fixtures when 
other service calls are made in the 
vicinity. 

rom one point of view, fluorescent 
maintenance service may be regarded 
as a form of insurance against poor 
lighting, and a survey of the condi 
tion of the lighting system before en- 
tering into the contract is usually a 
good investment. In some instances 
it may be advisable to require that 
fixtures are reconditioned before the 
contract becomes effective in order 
to eliminate the possibility of immedi 
ate loss on service calls. 

lamps in accessible locations, such 
as show cases and windows, some- 
times cannot be replaced conveniently 
at the time of failure. Fixtures includ- 
ing these lamps should be equipped 
with output type starters so that start- 
ers and ballasts will not be damaged 
hetween the time of lamp failure and 
in opportune time for replacement. 


lhe 


vanizes a 


electrical contractor who or 


Huorescent maintenance 
service should do so with a full reali 
zation of the fact that 
sales effort in the early stages will be 


The 


Cl msiderable 


required to get the ball rolling 
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onic WANT Eye, 
yo” v Py, 


3838 JENA ST. 


small 
most 


Lighting maintenance in 


specialized periodic service 


and commercial 
satisfactorily 
The alert salesman will point out that the electrical contractor 


industrial 





applications requires the 
rendered by an outside organization. 
is the logical person 


to institute a service of this kind. Sylvania photo. 


average electrical contractor will prob 
ably not wish to engage a full time 
salesman for maintenance selling until 
he has developed the business through 
his own efforts to a point where it 
will at least partially support the ex 
pense of a full time salesman. 

The contractor himself, his partner, 
shop manager, and in some cases the 
should business 


electricians, contact 


firms who are present customers or 


with whom they are familiar—the 
restaurant at which they eat—their 
local grocery or meat market—the 


stores up and down their street with 
whom they have various business con- 
tacts—all 
pects. 


these are excellent pros 
Prospects also will be obtained 
as a result of various forms of sales 
promotion described below. 

If a full time salesman is employed 
it should be recognized that a consid 


erable portion of his salary, for at 


least several months or longer, will 
have to be considered as an invest 
ment, the returns from which = will 


extend over a period of years. 

Of course, each salesman will wish 
to work out his own sales approach 
but the printed material which we 
provide, as well as assistance by our 
sales representatives in developing a 
sales story and in accompanying the 


contractor salesman on some ot lis 


calls, is a valuable aid in getting 


started on a sound basis 
\s in other lines of selling there 
are a number of different methods of 


compensation being followed by dit 


organizations In 


ferent 


Some in 


tances salesmen who are already em 


ploved by the contractor for other 


tvpes of selling and who are 


| 
pald on a straight 


beimy 


salary basis devote 


+] ’ 
a part of them time to mamtenance 


selling. In other instances, contrae 


] 


tors Have salesmen on a commission 


(One concern bases its salesmen’'s 


salaries on a percentage of the total 


money value of the contract over a 


two or three vear period. For exam 
ple, if a salesman signs up each week 
5 contracts having a monthly billing 
value of S10 each, they figure that he 
has done a business that week of $600 
a vear $1200 over a two-year period 
S1TSOO over a three-vear period, His 
based 


commission for that weel 1S 


upon a percentage of the total billing 


OVE] the contract period tWo Ol three 


years as the cas Way be Where, 
as In many Cases, contracts are non 
cancellable the contractor is protected 


and as billings and payments are 


made in advance the contractor has 


no credit ris] 


Phe maintenance salesman can 
Vasses lis territory intensively, call 
from door to door on every size 


able store using fluorescent lighting 


lhis reduces nonproductive travel to 


~ minimum. It he receives any direct 
leads he schedules lis day in the pal 
ticular section in which it 1s located 


and canvasses all other business estab 


lishments m the viemity. One day a 
week is generally reserved for call 
backs and miscellaneous calls 

Some salesmen tind that a ioht 





Unnecessary service calls may be reduced 
or eliminated by replacing all the lamps 
which appear to be well along in life when 
the cleaning is being done. Sylvania photos. 


—> 
meter valuable selling aid. 


| hey 


the tixtures and otter 


iS 2 Vers 


measure the light produced by 


to make a sini 


lar measurement after the fixture has 


been relamped and cleaned. The con- 


dition of the fixtures and the number 


of flashing or burned « lamps are 


pointed out as evidence of the need 


for a maintenance service In some 


instances arrangements for a talk on 


maintenance before business vroups 


have been made and have proved a 
fruittul source of prospects. 
\nothes 


arises concerns the let Vv 


question Which frequently 


th of the con 


tract period, Phe electrical contrac 


tor, in general, feels that a year 1s 
suthicient and expects that his service 
and relations with his customers will 
be so satisfactory that the renewal 
ot the 


automatic 


contract will be practically 


There are some contractors who 


are writing their contracts on a year 
basis so that they will automatically 
unless cancelled 


1 
renew themselves 


heir custome 


Vhis provides an escape 


12-month 


either by them or bv t 
in writing. 
end of the 
1 


clause at the 


period should it be desired, but more 


important, it eliminates a great deal of 


unnecessary red tape and expensive 
The 


benefits because his service 


delay in resigning a contract. 
custome! 


is continued without interruptions 


100 


Other 
sign companies, feel a longer period 
is more equitable to both themselves 
and their customer—to themselves 
because it them to 
any excessive expenses such as initial 


concerns, particularly the 


enables average 
ballast trouble over a longer period; 
and to their customer because, as they 
put it, his fixtures, lamps, ballasts, 


ete., are constantly growing older, 
and therefore a longer contract period 
is to his advantage. 

The larger operator will tend to- 


wards the longer period contract as it 


reduces selling and recording costs. 
\s a matter of 
planning to extend their contract pe 


fact, one concern is 


riod from two to three years. 

Contractors should exercise the 
same care in selecting their mainte- 
nance employees as they do in any 
other class of employee. In some 
localities licensed electricians are re- 
quired by local electrical regulations 
if they are to perform any service on 
electrical fixtures. In other sections, 
no such regulations exist and some 
contractors prefer to hire men without 
regard to previous electrical experi- 
()ne such contractor calls such 
such 


has 


Tac. 
men mechanics. In some cities, 
as New York, the 


found it advisable to hire union labor 


contractor 


and 
regulations, therefore, will govern to 


exclusively, Local conditions 
a great extent the tvpe of employee, 
the extent of his experience, and the 
amount of his salary 
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Every contractor stressed the im 
portance of proper training, particu 
larly if cleaning is involved. One 
contractor, for example, has the new 
nan spend at least three months in 
his shop, repairing and cleaning fix 
tures and familiarizing himself with 
the problems he will encounter in the 
held. The contractor makes money 
only if his workmen can perform their 
maintenance work speedily and prop 
erly. 

Most contractors are aware of the 
value of promptness in answering ser 
vice calls, but this point cannot be 
over-emphasized as it is without ques 
tion the greatest single factor in mak 
ing the customer feel that he is getting 
his money's worth from his contract, 
and lack of promptness in answering 
his calls are just as certain to create 
the Op} osite effect. After all, he has 
paid in advance tor the service and 
he really expects action when Ins 
lights are giving trouble. 

Besides giving the electrical con 
tractor a new and profitable depart 
ment of activity, planned fluorescent 
hghting maintenance can be the logical 
source of other sales benefits. Regula: 
contracts with new and old customers 
can lead to increased sales of new 
lighting and other electrical equipment 
The continuing revenue 
maintenance 


and service. 
from 
vides a profit source of high stability 
and provides a basis for regular year 
round employment. 

Inasmuch as maintenance is pri 
marily a Service operation—the con 
has under his control 
approximately 75 percent to 80 per- 
This differs from 
product selling where his costs are 
pretty well controlled by the price 
which the jobber or manutacturer 
In maintenance by careful 
selection of employees—and adequate 
training—and by skillful routing and 
utilization of the employee's time 


service also pro 


tractor own 


cent of his costs. 


charges. 


the contractor can reduce costs and 


increase profits. From that point ot 
view, it is a challenge to his business 


ability. 


*lnder the title “Fluorescent Lighting 
Vaintenance As A Basis For Increasing 
Sales,” this address was delivered at th 
International Lighting Exposition, Stevens 
Hotel, Chicago, April 27, 1946. Mr. Rein 
hardt is Manager of the Commercial Engi 
neering Department of Sylvania Electri 
Products, Inc., Salem, Mass 
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(Continued from page 63) 

given so much to the electrical industry 
Wallace J. O’Brien, 

\merican Electric 


awarded to 


commander of the 
Post, Chicago, 
the National 
Electrical Wholesalers Association by the 


Legion 
read a citation 
Legion Post for the 


the 


American great job 


done by wholesalers in the war and 








peace programs. 
The banquet was preceded by a cocktail 
hour in the lounge of the Hotel Stevens 


Refrig. And Air Cond. 


Industry Plans Show 


The first formal announcement of plans 
All-Industry 
and Air Conditioning Exposition to be held 
Public Octo 


November ] has been 


for the Fourth Refrigeration 


Cleveland \uditorium 


ber 29 to 


in the 


made by 


> 


Kk. B. Thorndike, head of the show com 


mittee and a director of the Refrigeration 
Equipment Manufacturers Association 


The 


REMA with the cooperation of the Frozen 


show, which will be sponsored by 


Food Locker Manufacturers and Suppliers 
] 


\ssociation is anticipated to be the largest 


ever held by the refrigeration and air 
conditioning industry as a_ whole All 
branches of the industry will attend the 
affair and at least six associations are plan- 
ning to hold meetings clong with the 
exhibit 

Exhibitors at the show will include 


REMA 


frigerants as well as complete refrigeration 


members who make parts and re- 


and air conditioning units and systems, and 
the Food 


manufacturers, 


Frozen Locker which in- 


PT¢ up 


cludes suppliers and con 


tractors 


The exhibit will feature new improve- 
ments made in techniques, designs and 
applications in refrigeration and air con 


ditioning 


111 Companies Get OPA 


Prices on Radio Sets 


WASHINGTON, D. C—The propor- 
tion of newcomers in the radio set field, 
at least so far as OPA pricing is con 


according to 
if prices issued by OPA 
f February 15 


cerned, continues to increase, 
an RMA analysis 


through the week 


One hundred and eleven companies, in 


cluding three mail order houses, have 


obtained prices on radio receivers, and 


only 38 were in production before the 


war. OPA officials, however, believe that 
many of the newcomers are not producing 


hecause of unsatisfactory prices 





May, 1946—ELECTRICAL WHOLESALING 





















































the ELErcrrICcAl 


contractor customer; Gerald 


owner; Annette Mikell, secretary. 


PERSONNEL at the Tucson Electric Supply Co., Tucson, Ariz., line up for 
WHOLESALING camera. 


Lynn 


Front row, 
Quater, 
Back row: 








left to right, Sam Allen, 
warehouse; Samuel Kaplan, 
dlexander Kaplan, manager; 


Albert W. Austin, warehouse; Martha Ruth Kaplan, office; William Benn- 
dorf, representative of Faraday Electric Co. Sam Kaplan says that an addi- 
tion to the company’s building soon will double the space 





Eleetrical Exhibits Demonstrate 
Wide Interest In Home Building 


Home Builders Convention Finds Building Field Making 


Plans and Preparations for a Spectacular 


Building and 


Equipping Program When Current Obstacles Are Removed 


TMHICAGO—The 1946 Annual ( 
C, tion and Exposition of the N; 
\ssociation of 
the 


exposition 


Home Builders 


Hotel in ¢ 


represente d 


recently at Stevens 
This 
1 


planning and preparation and was 


repaid in interest and enthusiasm « 
parts of the association, represented 
and visiting builders 

Over 150 firms showed thet 
tributions to the field 


were 


building 


and 


some 


new products others the 


designs on their regular lines 


the company’s representatives wet 


luged with requests for delivery 
| ; 


most cases shipments were in the 
and depended upon materials and 
The 


actual 


shortages sincere interest 


and the demands indicated s¢ 


be proof of spectacular building pr« 


latest 


ven 


tional 


was held 
hicago 


months ot 


amply 
, 
m the 


lirms 


Col 
were 


latest 


Most of 


€ cle 


and in 


tuture 
labor 
shown 


em to 


grams 


poised for action at the moment current 
obstacles are removed 

Considerable electrical equipment was 
shown. It was apparent that the ele 


trical wholesaler must play his par 
offer his services to plan for better 


1 
Ce 


trical installations, both in equipment and 


the 


for every 


supplies. Many old-timers in 


feel that now is the time 


rade 


jobbe if 


to make plans and contacts to break the 
ground for the important role he will 
have in this huge market 

The program ot the convention reached 


nearly every phase of the building problems 


ahead. There were addresses by Arthu 
Binns, president of the National Real 
state Foundation and Wilson W. Wyatt, 
Housing Expediter and National Housing 
\gency dministrator ; committee meet 
ings discussing Public Housing and Slum 


Clearance, Low Cost Housing, Mortgage 


Finance, and for 


Architectural planning ; 


ums on Land Planning and Shopping Cen 
ters, Providing Material for Hlome Con 
struction, Providing Labor in the Building 
Prades, Building and Financing Homes 
for Veterans, New Ideas in Home Building 

Included on the program were addresses 
by Commodore John I). Small, on Pro 
viding Materials for the Home Building 
Industries, and Raymond M. loley, Com 
missioner of FHA on FHA’s Role in the 
Housing Program \ndrew Higgins, 


Higgins Shipbuilding, New Orleans, spoke 
on Modernizing Hlome Construction by 
Assembly Line Technique, and Ralph 


Carney, Wichita, Kans., on The Business 


Man Speaks Up. 
















KWIKHEAT is 


10,901,861 
KWIKHEAT 


best by test 


} 


FAST! Hot in Only 90 Seconds 
COOL New Protecting Handle 
SAFE! Will Not Overheat 
POWERFUL (Full 225 Warts) 
SAVES TIME—Less Retinning 
BALANCED! Easily Hondied 
DEPENDABLE — Longer Lasting 
LIGHT WEIGHT (Only 13'/, ox.) 
THREADED TIPS For Best Contact 
ECONOMICAL In Operation 
THERMOSTAT Is Built tn 


SIX TIP STYLES Interchangeable 


i 
\ 


s 
P 
Om rip 1° 


VANATTA 








KWIKHEAT 


THERMOSTATIC SOLDERING IRON 


A Division of 


TO HELP YOU SELL 


KWIKHEAT 


SOLDERING IRONS... 


More than 10,901,861 Kwikheat 
advertisements are calling on 
your customers every year... in 
leading radio, electronic, elec- 
trical, automotive, aircraft, hard- 





ware, manufacturing and main- 
tenance trade magazines... cre- 
ating a large market for you. You 
can’t afford to overlook this hot 
sales item. Write for details today. 















List price $11 


Extra Tips—Six Styles, each 1.25 





Sound Equipment Corporation of California 


3903 San Fernando Rd., Glendale 4, California 












New Commercial Director 
At Edison Electric Inst. 


C. W. Kellogg, president of the Ediso1 
Electric Institute, recently announced that 
James T. Coatsworth, former sales promo 
tion manager, Public Service Company ot 
( olorado, succeeded ( EF (Greenwood as 
commercial director of the Institute on 
April 1 

Mr. Greenwood, who has been commet 
cial director of the Institute and its pred 
cessor for 18 years, has reached the retire 
ment age. A native of Boston, Mr. Green 
wood joined Boston Edison Company after 
graduating from Harvard Universit ar 
was engaged in all phases of commercial 
operations, and later became head of thi 
merchandising department, operating 30 
appliance stores 

After serving as chairman ot severa 
national committees of the National Ele 
tric Light Association, predecessor to. the 
Edison Electric Institute, he was invited t 
establish a commercial department for that 
association and served as its head Whet 
NELA was dissolved, he continued witl 
Edison Electric Institute as Commercial 
Director, and has been responsible for many 
national industry promotional programs 
He has performed liaison duties between th: 


utility companies and such federal agencies 


as Federal Housing Administration, th 
Salvage Section, War Production Board 
the War Food Administration and Ofte: 


of Civilian Requirements 





C. E. Greenwood J. T. Coatsworth 
In his new position Mr. Coatsworth wall 
direct the commercial activities of the In 
stitute, and will assist the electrical indus 
trv in the organizing and execution 


l programs, 


many of its national promotional 
such as the National Better Light-Petter 
Sight Bureau, the Electric Water Systems 
Council and others. He will supervise the 
Institute's activities in the elds of rest 
dential, commercial, industrial and rural 
sales. home service, sales training and 
sales practices, Tor the benefit ot the entire 
industry 

Mr. Coatsworth joined the Public Service 
Company of Colorado in the accounting de 


partment and was later transferred to the 
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Gas Heating Division as a sales representa- 
tive. He was appointed Superintendent of 
the Street Lighting Department in 1930 
In 1934, Mr. Coatsworth supervised the 
construction of the Company's Electric 
Institute, and launched its operations as 
Superintendent. Ile was promoted to the 
post of sales promotion manager, for both 
electric and gas sales, in 1938 

He has recently returned from service 
with the Army where he was Chief Infor 
mation Officer for the Selective Service 


System with the rank of Colonel 


Wholesaler Uses Quonset 
Huts For Warehouse Space 


Everett Foster, president of the loster 
Supply Company, Buffalo, recently an 
nounced plans to erect an undetermined 
number of war surplus Quonset huts for 
electrical appliance warehousing facilities. 

Mr. Foster also plans the erection of a 
$25,000 one-story addition to the Foster 
Supply Company building at 3070 Dela- 
ware Ave., Buffalo, which will be used as 
a display room The addition will have 
a frontage of 40 feet and a depth of 8&0 
feet. Work will get underway when the 
project is approved by the CPA, Mr 
Foster said 

The proposed Quonset huts will be erect 
ed on Sheridan Drive where Foster Supply 
recently acquired 11 lots. Each hut will be 
40 feet wide and 150 feet long 


Radio Mfg. Company 


Bought by Noma 


Henri Sadacca, president of Noma Ele 
tric Corporation, recently announced that 
the Oxford Tartak Radio Corp., Chicago, 
Ill., maket oO! radio sy} akers, has been 
purchased and designated a wholly-owned 
subsidiary of Noma under the name of 
Oxford Radio ¢ orporation 

In revealing the Noma purchase, Mr 
Sadacca stated that Oxford’s manufactur 
ing facilities will be considerably enlarged 
and improved “to accommodate several 
times the former production.’ 

John A. Proctor has been elected Presi 
dent of Oxford Radio Corporation; Robert 
Adams, vice president and general mana 
ger; Joseph P. Wharton, Jr., treasurer 
and David EF. Davis, secretary and assistant 
treasurer. 

Mr. Proctor is widely known in the radio 
and electronics field as an inventor, engi 
neer and manufacturing executive for the 
past twenty-five vears. During his service 
he has been associated with Noma Electric 
Corporation, General Electric Company and 
R.C.A. Victor of Massachusetts 


Mr. Adams is a veteran of twenty vears 


in the radio manufacturing field and has 
been connected with R.C.A., General Elec 
tric Co Stewart-Warner and Sonora 
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SALES TO FACTORIES SALES TO HOMES 








Wherever baking. drying, preheat- More and more people want the 
ing or dehydrating processes are soothing relief that is pros ied by 
carried on, there’s a market for the deep, penetrating heat of 
Wabash-Birdseye Infra-Red. Wabash-Birdseye Infra-Red. 
These lamps permit amazing sav- Many use it to treat colds, sinus 





ings in time and production costs — and other conditions for whieh 





— are simple to install — cost litthe heat is commonly prescribed. They 
to maintain. And Wabash-Birds- find it simple and safe to use... 
eve ads in leading industrial pub- as effective as older heat treatment 







lications are actively promoting © methods—but far more comfort- 





wider use of Infra-Red... to help able and pleasant. A home without 





you sell this wide-open market. Infra-Red is a prospect for vou! 







SELLING FACTS about Wabash-Birdseve Infra-Red Lamps: The 


special tungsten filament distributes heat evenly in all directions. ‘The 






*Superlok”™ base prevents bulb and base from separating, even at 





terrific temperatures. Service life is extra long. Stress these features for 





quick, profitable sales! 






WABASH CORPORATION, 345 Carroll Street, Brooklyn 31, N.Y. 
A Subsidiary of Sylvania Electric Products Inc. 


WABASH-BIRDSEYE 


FIRST IN INFRA-RED 





















Clinch 






Features 


( 


| 
9 : 
a_i 


Marker Light 
\ t 
AN I 


MARKER 
SIGNIFIES 
THE BEST 





Write for 
Catalog Data 










More Orders. 
Talk Revere 
Quality and 
Exclusive 


lesa with VISION 









Give My 
Customers 
More Working 
Footcandles 
With Revere 

Equipment 


AS TWO EYES focus on 
one object, the salesman 
with VISION focuses di- 
rectly on REVERE — The 
Complete Quality Line. 
With it he can do a real job 
of selling! Study your ter- 





















ritory for potential sales 
and check with Revere. 





FLOODLIGHTS—SEARCHLIGHTS 
for 

AIRPORT 

SERVICE STATION 

MARINE—SPORTS 

RECREATION and 

INDUSTRIAL SERVICE 


Revere has correct equipment 
for specific requirements 


meeVERS ELECTRIC. Owe. C O. 


6011 Broadway — Chicago 40, Ill. 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED. 
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NICHOLAS L. NEUMAN was recently 
appointed general sales manager for the 
Solar Electric Corporation at Warren, Pa. 
Mr. Neuman will be in charge of all sales, 
sales promotion, publicity and merchandis- 
ing activities of Solar and will have his 
headquarters in New York City. 





CPA Issues Rigid 
Restrictions on Building 


WASHINGTON, D. C The recently, 
eleased Civilian Production Administra 
tion order, restricting new building con 
struction and repairs, has aroused mucl 
national interest and debate. The new ordet 
will be administered through 71 CPA offices 
set up in major cities with the CPA 1 
charge of non-residential building and re 
pairs while the Federal |lousing Adminis 
tration continues to handle applications 
for residential dwellings 

It is contended that the reconversion and 
production facilities of the country will not 
he able to meet the demands placed upon 
them unless the order is administered with 
eficiency and common sense Phe order 1s 
drastic, and if not caretully supervised 
could have serious effects upon the whol 
economy by cutting off the industrial and 


commercial building needed to complete 


\t each ot the 71 ofhces, CPA expects 
to set up an advisory committee composed 
a representative from industry, one 


from commercial interests, one or two from 


the construction industry, one from the 
building trades, and one from the press 
Nominations for these committees will be 
made by the CPA officials in charge of the 


district offcees and it is intended that they 
consult with chambers of commerce and 
ther organizations in cities where they 


are located for assistance in choi sing the 
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epresentatives The committees will act 
an advisory capacity only 
All requests to build will be 

to the CPA district official who will decide 


submitted 
n the application. However, it will be 
issible to make an appeal to a reviewing 
The district officials 


vill be authorized to act on applications 


ard in Washington. 


for all projects except the larger ones 
It is important to note that all building 
projects which have gone beyond the clear- 
ance and excavation stage and where work 
has actually begun on the foundation are 
not subject to the order. Owners or con 
tractors who have other work which has 
not reached this point should immediately 
apply to the district CPA for permission 
to continue, and in the meantime they 
can continue through the excavation stage 
if they so desire without violating the 
order 
The order does not apply to heavy ot 
engineering types of construction, such as 
highways and utility facilities providing for 
sewage, water and other services, nor to 
repair and maintenance work in_ indus- 
trial, utility and transportation buildings 
The order specifically requires a permit 
or all new building construction, repair, 
alteration, or installation jobs, the cost of 
which exceeds these amounts 
$400 for a house or other structure on 
designed for occu 


a hotel, 


residential property 


pancy by five families; $1,000 for 


apartment house, or other residential build 
ing, designed for occupancy by more than 
five families; $1,000 for a building used 


for one or more commercial or. service 


establishments ; $1,000 for a farm, exclud 
ing farm houses covered by the $400 limi 
tation; $15,000 for a factory, plant, or other 


industrial structure 








NEWLY 
Relations Staff of Sylvania Electric Prod- 
ucts, Inc., in New York, is James R. Duffy, 
formerly manager of employee activities in 
the company’s Industria! Relations Depart- 
ment. He became associated with Sylvania 
in 1923, . 


1PPOINTED to the Public 
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Insure 
future 
profits.. 


tie 


ARCTICAIRE continuous. 
ALL-YEAR FAN PRODUCTION! 


For every ArcticAire fan produced today there are probably hundreds 
of buyers who need it immediately. And this condition may last for 
another year or two. During this period of peak demand you'll want 
to profit by selling fans all year. You'll want to protect yourself from 
a complete lack of fans. You can do both by tying in with the Arctic- 
Aire program of all-year fan production. Accept deliveries of Arctic- 
Aire fans during the cooler months.** Merchandise them to your 
Dealers during Fall and Winter. And place your orders for next 
year NOW ....F. A. SMITH MANUFACTURING CO., INC., 
ROCHESTER 2, NEW YORK. 


**Initial shipments of ArcticAfre fans have 


been allocated among jobbers on a fair basis. 
s7 “9 £7 f 
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FANS AND VENTILATORS 


gle 
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SOON! New 


COMING Arctic: fire auto- 


outstan re. ventilators 
G1 matic Kitcnen seals. Plan 
-lusive sales api sales tO 
with excll yr voluME ding 
then * ;dentia building 

* si 


OHIO VALLEY District Manager is 


the new position for Bernie G. Silber- 
ee 4] k ° stein of the Ilg Electric Ventilating 
e ma e money wit Co. Prior to his new position Mr. Sil- 


berstein was manager of the branch 


Paragon INTERVAL office in Cincinnati, Ohio. 
TIMERS” 





Thomas & Betts Announce 
Personnel Changes 
... because they're semi-automatic 
The Thomas & Betts Company, Inc., oi 
. synchronous motor operated... 

accurate in controlling the time intervals of hundreds of operations. Elizabeth, New Jersey, manufacturers 
For example, when preset they will turn on a fan... permit it to run electrical fittings, recently ee ced 1 
for a predetermined time . . . then turn it off. The running time may appointments of Fred M. Shepard as dis- 
be readily varied for each successive operation. Other applications trict manager of its Cleveland territory 
are: plastic molding, batch mixing, heat treating, liquid agitation and Wyman Elhot as district manager 
light exposure, pump operation, watchman signals its Atlanta 
food cooking, etc. i red Shepard became associat 





Paragon Interval Timers are , : | ee ee 
rugged, durable, not affected es NaS “op ee glare sab mn om Ee ae, _ 
by vibration or changes in . ae ; ag erage ' ie Tecrcnggen 
temperature. Available in 8 ee Paalbagrs-negel es 
different time ranges. The 2900 ' — = ‘ a ie 
series (illustrated) is for wall t Si — . 
mounting; 2400 series for flush : eee ee Tet ote a 
panel mounting. Telechron ; ; Mr. Elliot, a native of Colorado rage 
Motored . . . completely self | re olorado, joined Thomas & Betts in 193 


] ‘ 
nis pres¢ | 


i » | ae eo He was later assioned 1 
oiling and sealed against dirt. rac as a salesman ¢ was later assigned 
Reasonably priced write for ‘| the Chicago ofhce and ultimately becam« 
details on this and other sage ry ls dein ed F district representative in the Kansas (i 


Paragon time controls. AE sep he territory, which post he held until promote 

PARAGON ELECTRIC SS are lon ited in the Citizens al ] Souther 
COMPANY Pcuy Building in Atlanta 

715 Old Colony Building ' 

Chicago 5,* Illinois 


to his present position The firm. oft 





New Building Planned 
By Acme Electric 

Since disposal of its factory at Clyde 
New York, the Acme Electric & Mfg. C 
with headquarters at Cuba, New York, has 





begun construction of a new unit to its 
present Cuba plants, which will more tha 


The Paragon double its manufacturing facilities. Tl 
Symbol of Top 


plant will be of modern, steel, brick at 
Quality 


glass design with noisebreaking walls, | 
g 
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tween the heavy punch press and machin- 
ery departments and assembly lines. A 


Pennsylvania Railroads will permit the 


j 


unloading of materials direct to the straight 4 ° } AL ie ° ARK 
line manufacturing methods or to reserve Zz Yl, 
storage. Machinery, convevors, vacuum = | = cue 


impregnating equipment, ovens and cther 


Sines for prafieiin sl ot the | @AAIRFRIDGE FUSES --. 
- 


itest design. Enamelling and baking ovens 


railroad siding, served by both Erie and 
| 
} 


ave been specially engineered for the pur 
se required. 

Second floor section will be devoted ex | 
lusively to research engineering on trans- 
mer design and performance. The re- | 


search laboratories will be equipped with 


\ 
\ 


considerable specially designed equipment 
to provide conditions simulating every 
conceivable transformer operating instal- 
lation. The general engineering and con- 
trol laboratories will be located on — the 
first floor of plant number one-—to provide 
lor integration of its activities with plant 
oduction 


West Coast Wholesaler 
‘Streamlines’ Organization 


In a move to increase efficiency and cen- 
tralize responsibility for departments in 
a single head, Gough Industries, Inc., Los 
\ngeles, reorganized its staff and estab- 
ished a number of vice presidencies Phe 
general set-up has not been changed; P. G 
Gough and FE. J. Field remain as before, 


president and secretary, respectively 


Under the new arrangement the following 
fices have been assigned: Ernest E. Kar 


sten, executive vice president ] = Addis, 


enior vice president; J. F. Hrabetin, vic 


president and supply sales manager; Harry S-WAY B a TT £ R Pp 7 R e ° R Re A ms £ 


Shane, vice president and sales managet 
major appliances; James MeMahon, 
ice president and sales manager for table Better ...5 ways better! Five engi- 
appliances; and James Kerwin, vice presi 
’ 
£) ¢ 


' neering improvements in the design 
ent and mana: 


r of the Phileo depart 
ment and construction of Royal-Noark Non- 


The manager or sales manager of each Renewable Fuses mean that they stay 


eD ment 1s i > ¢s ly ‘sponsibl P . 
partment made solely resp me 508 cooler ... give greater protection to 

ts operation, not only as regards pur- ; ' ; 

? , vital equipment. Complete detailed 
ises of materials or merchandise but 


seeing to it that this merchandise is sold catalog information is yours on re- 


the basis of maximum service and turn quest, and prompt deliveries on your 


Ver 





orders. 





Veteran Rejoins 
Electro Manufacturing Co. 


lay L. Mann, after three years in the WIRE * CORD SETS * CARTRIDGE and 
PLUG FUSES + FUSTATS * TROUBLE 


LIGHTS ¢* CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 


nited States Signal Corps, has rejoined 


the Electro Manufacturing Company of 








Chicago as a lighting consultant 

Mr. Mann served at Milne Bay, Hol 
ndia and Biak in the Southwest Pacific, 
nd at Leyte and Manila in the Philip 






nes 
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Manarzch Fuse 
SPRING CLIPS 





FERRULE TYPE 






Prevent 
Fuse Pacunres 
Due to 


BLADE 
TYPE 







Manarch DOUBLE END WRENCH 


Users of Monarch Renewable Fuses 
are provided with this ingenious 
wrench . . . designed to fit 
nuts on any and all 
sizes of our 


fuses. 
MONARCH FUSES Are 


Available Through RECOGNIZED 
WHOLESALERS 


Sjaecyiy Manarch Fuses 
fr tmypproved 


ae FUSE rvice 


x 

= —_—— 

- ™ 
a” ~*~ 


Wl 
RENEWABLE 


MONARCH FUSE CO., 


116 E. FIRST ST., JAMESTOWN, 


Fuses 


; 
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NEW COMMERCIAL ENGINEER fo) 
Champion Lamp Works, Lynn, Mass., is 
Fred J. Vorlander. Mr. Vor!ander, who has 
been active in the lighting industry since 
1929, was with the Navy Department as a 
civilian electrical engineer and head of the 
aircraft carrier lighting and power applica- 
tion engineers during the war. 








GE Appoints Sixteen 
District Representatives 


The General Electric Company recent 


announced the sixteen dis 


trict 


appointment of 
representatives tor construction ma 


Among 


former repre 


terials sales throughout the country. 


those appointed were many 


sentatives who have returned from. the 
armed services 
R. A. Cochran, recent!v released f1 


the Army and former district representa 


has been assigned t 
Tenn. J. M 


Richmond 


tive in Richmond, 


Nashville, Murphy, who als 


served in before entering the 


armed forces, 


while A® W. 


former employee of the tungar sales office 


in Jacksonville, Metheny 


in Bridgeport, Conn., will have his head 
quarters in Atlanta Jack Peevey, 
merly associated with several Texas co 


operatives, will be located in Houston 
Hayden McAfee, who was employed ot 

special war work at GE’s Bridgeport plant 

Boston \\ 


representa 


will make his headquarters in 


W. Bryan, who was a district 


tive in St. Louis before entering the armed 
forces, has been named district represet 
tative in Philadelphia. Arnold Jenson has 


Atlantic District att 
duty with the armed services. Hl. S 


arged 


also returned to the 
Kow il 
and forme 


will be 


recently discl veteran 


representative in Indianapolis, 


Philadelphia 


! 


tioned in 

(). A. Kirkland, 
district 
York 


and 


another war veterat 


\ 


representative, will be mm the N 


District along with E 
Van Etten 


dey ice 


Clarence Robert Fariat 
former 


located 


wiring specialist, will 


in the North Central District 





has been named to the post 


a 


R. Broughel 
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Rex Becker, R. C. Holmquist and R. O. | la¥ 
Snyder have been appointed to the Central S E i YVES ME 
istrict with headquarters in Omaha, Nebr., \e eee 


Denver, Colo., and St. Louis respectively 
\W. R. Rivers, who will have his headquar 
ters in Los Angeles, is a former fluorescent 


lighting expert 


New Assistant General 


Manager for WESCO 


David M. Salisbury, vice president and 
general manager of Westinghouse Elec 
tric Supply Company, recently announced 
the appointment of William B. Meek as 








assistant general manager with Robert P. 
Smith as his successor in the manager 
ship of the company’s Midwest District 
\ssociated with Westinghouse © since 
1935, Mr. Meek has served in various sales 
capacities in apparatus and supply and in 
the appliance and radio divisions. Before 
heading the St. Louis office, he was man 
ager of Wesco’s New Orleans branch and 











vice president of the Monroe Hardware 
Company, a Westinghouse distributor 
Mr. Meek’s new duties, Mr. Salisbury 


e 
sxghhaed, will lediaks cnctalk agetvaden .--She’s glad | made her wait for a 


- of sales and field contact with district 
omeces, 
“ H “ . 
Mr. Smith, formerly in char iW Yes my Darling Dealer,” the lady says to me, “I 
MIT. » 10 : charge ¢ es OUCy is nes 
" e r an . MERE (, , , > y £ vis y > > a £ » 
s farm distribution program, joined Urrsiny ss love you dearly for advising me to wait for a Proctor 


Westinghouse in 1923, and has occupied Never-Lift. What a relief it is not to have to tilt and 


positions in Baltimore, Atlanta, New York twist a heavy POR GUY MOAES...00 FANS Peles & button 
and several Florida cities. He is a mem- and have my Never-Lift lift itself. 


ber of the American Institute of E!ectrical 





nstit “And thanks for the tip about Proctor Even Heat. 
Engineers, the Illuminating [Engineering 


Q é ian A +o STANDS on irs own 56° Believe me it’s a blessing to have an iron that doesn’t 
Society and the American Society ot Agr = i 

y al Enei canta Soceety of Agr drag and wrinkle... or cause unnecessary scorching. 

cultural Engineers. . r . . . 

And with my Never-Lift I can iron just as fast or 


ct HEAT DISTR/Byp, ; . ” 
gent '0n slow as I like, thanks to the Proctor Speed Selector. 





“You don’t surprise me, Madam,” [I said to her 
“I've always known that the Proctor Never-Lift is 
the outstanding iron on the market for superior 





, ‘ craftsmanship and labor-saving features... has been 
a8 : for years.” 
No : ; ; — , 
1 = N Coro spor? “Not surprised, uh? she says. “Well, maybe this 
ee ° Hor spots ‘ ‘ 
( 4 will surprise you— 
. “Take that and that and that hd 
j COMING NEXT MONTH 


It could happen to you, Brother! Take our tip— ever tiers / 
grab every opportunity to demonstrate the Proctor yg 
Never-Lift. You'll get your chance when you get your 
first Never-Lift next month! 






Be smart! Always keep one Never-Lift in your store. 


° ° ° OTION 
Display it ... demonstrate it... use it to build store ron / 


>\ MATERIAL | 
traffic, pre-sell your customers. = 


Meanwhile, come and see us at the Atlantic City 
Housewares show. It's May 12 through May 17. The 
Proctor booths are 296 and 298. Be seeing you! 





NATIONAL 
FRED W. WAKEFIELD has been ap- 
pointed resident engineer for the F. W. 
Wakefield Brass Co. of Vermilion, Ohio. 
He was recently released from the armed 
services and will have his headquarters in 


IN APPLIANCE 
MERCHANDISING 
Chicago. Mr. Wakefield’s father founded ‘ 


the Wakefield Company. PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PA. 
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Additional Funds 
Allotted by REA 

Claude R. Wickard, Rural Electriticati: 
\dministrator, recently revealed that $50 


201-N. E. 


QOO for rural electrification loans had be: 
allotted among the 48 states from a $10 
000,000 loan fund authorized by Congr: 
in the recently enacted deticiency appropri 
tion bill. 

\dministrator Wickard said that 
$100,000,000 deficiency loan authorizati 
just made available to REA would he 
its borrowers to move forward with the 
postwar rural electrification programs. H 
pointed out that REA now has on hand 
large volume of requests for loans fror 
borrowers which could not be tilled fron 
previously authorized funds 

The deficiency authorization plus $20 
000,000 previously authorized, makes a 1 
tal of $300,000,000 available to REA 
loans during the fiscal year ending Ju 
30, 1946. However, REA has already all 

Since the first wires were strung—bringing the — moot ot the fest en 
° ; ° . horrowers to tinance specific rural elect 

marvels of electric light and power to America— teaches aieidadin 

the electrical industry has advanced far. Yet, it is The a -aeneenel were made under a pi 

significant that the electrician today still uses the vision of the Basal Plectrification 

same pliers his grandfather used back when the which requires that one-half of each year’s 

industry was in its infancy—Kleins. | REA loan authorizations shall be allott 


ior loans in the various states in the pr 


Klein Pliers were originally made because this 
industry needed tools better than any then avail- 


portion that the number of unelectri 
farms in each state bears to the number 
able. Klein Pliers are still standard in the electrical unelectrified farms in the United States 
field, because through the years they have kept pace Phe remainder, amounting to $50,000,00 
The Klemm Pock- . . " . } ee aera Sa Sere ae : : 
oe Weak Gmidh with electrical progress, because they are still rec- under the current authorization, 1s ava 
showing the ognized by men who know good tools as the finest able hoes loans at the discretion ot 
Klemm line and : . Administrator provided not more than 1( 
CONTAINING Use- pliers available. ? ; d 
ful tables and : | percent of the amount is loaned in any om 
information will Kleins today are made in a wide range of sizes state 
be sent without - ° , . : . | 1 
chavne, and types to fit every electrical need. Because the rhe list below gives the total of al 
demand is so great, your supplier may not be able iunds allotted to the states on the abo 
. ate - , . =. basis for the fiscal vears ending next 
to fill your order immediately, but keep on asking : be ; 
‘i une OU: 

Alabama, $7,357,019; Arizona, $454,647 
| Arkansas, $7,796,536; California, $465,326 
Sauce 185 Colorado, $1,162,914; Connecticut, $82,893 
: Delaware, $166,589 : Florida, $1,781,923 
Georgia, $6,141,735; Idaho, $425,502; Ih 
nois, $4,032,954; Indiana, $2,182,420; lowa 


—remember Kleins are worth waiting for. 


$3,769,501; Kansas, $5,015,753; Kentucky 


L ee ae ele 
Mathias cocenen) Sons | : | $8,338,038; Louisiana, $5,288,505; Maine 
wits, , eee | $684,329; Maryland, $681,880; Massachi 
Established 1857 setts, $186,744; Michigan, $1,347,699; Muir 


3200 BELMONT AVENUE, CHICAGO 18, oe nesota, $4,655,312; ee, $10,527,087 
Missouri, $8,153,652; Montana, $1,355,88 
Nebraska, $3,738,087; Nevada, $76,22' 
New Hampshire, $120,313; New Jersey, 
$68,300: New Mexico, $1,188,231; New 
York, $1,425,520; North Carolina, $7,649 
793: North Dakota, $3,012,825; Ohio, $2 
188,381: Oklahoma, $6,375,510; Oregor 
$553,024; Pennsylvania, $2,350,521: Rhod 
Island, $2,849; South Carolina, $3,579 
954; South Dakota, $2,854,512: Tennesse 
$8,198,903; Texas, $12,151,589; Utah, $24 
700; Vermont, $346,257; Virginia, $5,104 
O48: Washington, $595,606; West Virgin 
$2,924,726: Wisconsin $2,771,352: Ws 


ming, $421,275 
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tagged for the big jobs! 


HEXACON 
SOLDERING 


3 tea ile 
IRONS 


a, y 


Western ( 
Electric 







































L. H. MINGINS has rejoined the sales 
organization of the Webster Electric Com- 
pany of Racine, Wisc., as its representative | 
in the New York-New Jersey area. Mr. | 
Vingins, a veteran of both World Wars, re- 
turned after almost four years in the Army 
jir Forces. 











WHOLESALERS 


HEXACON soldering irons are a profitable line 





for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 






TYPE P-150 


This production 










tion campaign is telling the story to a quarter of a 





| iron provides a 


| large reserve of 
9 ii heat at the right 
‘ft) temperature 
for sustained . 
/ better Ve, 4 ie production. hi 


Check the outstanding lighting installa- 
tions of the country in stores, offices, 
hospitals, banks, factories even sub- 
ways—and you will come across GARCY 
lighting with amazing frequency. Spe- | 
cialized reflectors, strip lighting, troffers, 
ceiling fixtures, every GARCY item 
carefully designed and thoroughly en- 
gineered for maximum beauty, effi- 


million key men in industry each month. 

Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
% to 1%". All are designed for long life and rapid, 


economical production. 


HEXACON ELECTRIC CO. 


146 W. CLAY AVENUE, ROSELLE PARK, N. J. 
ciency, utility. Catalogs available. 


5 es ——"I 
EXA co 
GARDEN CITY PLATING & MFG. CO., INC. —_— ae 


peoen Lv. 8 5. HIGH-QUALITY, LONG-LASTING SOLDERING IRONS 


CHICAGO 8 
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7 DISKONECT | 


Simepledl detachable ruflecioe ever ead 


It snaps off—or on—in an instant! parts separately. 

That's the Diskonect Reflector . . . To attach, just press the reflector 
ready to save time and trouble back into the hood. When it clicks, 
whenever you want to clean it. It’s it's locked securely. There’s no 

all done with a simple snap lock: twisting, tugging or forcing. No 
sturdy, dependable. tools are needed. It lights as it 

To remove, just squeeze the hood locks. 

and the trip latch releases reflector, Finished in permanent porcelain 
socket and lamp as a unit. Com- enamel, Diskonect Reflectors are 


» 





plete “come-apart’’ construc- available ina variety of styles 


tion permits cleaning of all and sizes. Ask about them. 

















SNAP IT OFF. One hand does WASH IT! You can immerse SNAP IT ON! Just press re- 
it with thumb pressure on the — the reflector completely—clean flector back into the hood. Ut 
spring-set latch every part thoroughly lights as it locks. 


Sold through Electrical Wholesalers. 


TRIG GOMPANTY 


4600 BELLE PLAINE AVENUE, CHICAGO 4], ILLINOIS 
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Square D Will Erect 
New West Coast Plant 


kK. W. Magin, president of Square 
Company, recently announced that a n 
West Coast Division plant will be bu 
in los Angeles for the manufacture 
control and electrical distribution equi 
ment to replace the one now in operati 

lhe new one story plant of brick, cor 
crete and steel construction will expa 
by 60 percent the present facilities, M 
Magin said. Construction is progress 
as necessary building materials becor: 
available under current regulations. 71 
present plant at 1320 East 16th Street, | 
\ngeles, will be disposed of when the ne 
one is ready 

J. H. Pengilly, vice president of Squa 
I), is general manager of the West Co 
Division. He recent!y returned to the cor 
pany after wartime service as a colonel 


the engineers 


Kennedy to Manage 
Wesco at Dayton 


L. A. Pixley, district manager of t 
West Central District of the Westinghous: 
Electric Supply Company, has announce 


1 


the appointment of Charles B. Kennedy 











PROFITABLE 


Opportunities for you 
with 


AUTOMATIC 
TIME CLOCKS 


Window Lights . Electric and Gaseous Tube 
Signs. . Apartment and Hotel Hall Lights. . 
Billboards .. . Flood Lightirg . . . Poultry House 
Lighting... Linotype Machines... Pumps and 
Motors ... Electric Refrigerator Defrosting . . . 
Time Lock Safes and Vaults Street Lighting 
Systems ... Traffic Signals .. . Signal and Alarm 
Systems ... Appliance Outlets . Water Soften- 
ing Equipment . . Advertising Displays 
Ventilating Systems .. . Attic and Exhaust Fans 
° Electric Fountains . . . Air Conditioning 
Equipment . . . Electric Hot Water Heaters... 
Compressors . . Oil Well Pumps Battery 
Charging . Sprinklirg Systems Airport 
Lighting -. Church Bulletin Boards Diera- 
mas . Coal Stokers Time Sigzals 
Chemiculture . . Paint Agitators Blowers 

Yard Lighting Systems... Bulletin Boards 

Heat Treating Panoramas Con 
veyors . . . Suburban Railway Station Platforms 

Chime Systems Electric Cookers. . 
Factory Lighting . Electric Glue Pots . Park 
and Playground Lights... Gas and Oil Heating 
Equipment Plastic Molding . Solenoid 
Valves .. Greenhouse Lights. 





= 


yrF -» 


Write for Information 
and Discounts 


AUTOMATIC 
Electric Manufacturing Co. 
TIME SWITCHES—FLASHERS 
MANKATO @ MINNESOTA 


“ 


=—y 








TT ~~ 


Vay. 1946 























ranch manager at Dayton, Ohio. 

Born in Bellefontaine, Ohio, in 1895, 
Mr. Kennedy was educated in business and 
ommerce at the University of Dayton 
from which he was graduated in 1915. 
After service in World War I, he spent 26 
years as manager of merchandise and 
sales with various electrical concerns and 
1 public utilities company before joining 
Westinghouse Electric Supply Company 
it Columbus, Ohio, where he became dis 


trict radio sales manager. 


New Appliance Rooms 
For Graybar-Buffalo 


lhe appliance and radio divisions of the 
Graybar Electric Company, Buffalo, have 
een moved trom 77 Swan Street to new 
fhees and showrooms at 163 Georgia 
Street, according to V. J. Corsaro, divis- 
onal merchandise manage He said that 

personnel, parts and service depart- 
ments will operate from the new quai 
ters ‘immediately. 

\s soon as remodeling is completed, a 
omplete showroom, including an elec 
tric kitchen and display space for all major 
ippliances, will be in operation 

lhe industrial division of Graybar-Buf 
talo will remain in its present quarters at 
77 Swan Street, where Karl Thielscher 


Manager 


Now Available!—rue new 


PORTABLE 
ELECTRIC 
HAND LAMP 


Turns Darkness into Daylight 


Ideal for farmers, outdoor sportsmen, 
auto owners, truckers and hundreds of 
other utility, industrial and emergency 
uses. Lightweight. Finest construction. 
Fast moving. Other dry cell and re- 
chargeable models with accessories. 
Backed by effective dealer helps and 
consistent advertising in general, trade 
and farm publications. A real source 
for better profits. Write for complete 
information now. 


U-C LITE MANUFACTURING CO. 


Dept. G © 11 East Hubbard St., Chicago 11, III. 
eee 
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A 
sHE DOESN'T Know 


relay 


YET SH T F FOR THE 
T NM P T OF 
g 2 


NOARK 


MOTOR 
CONTROLS 


sce! 
behind the busy 

control equipt 
for year after-year © 


haract¢ 
a formance ''s 
peri 


FACTORY, 


ADVERTISED 7 IN... 


FULLMAN 


atrobe 


PRODUCT 


ee ea ea ee el 


M FLOORBOXES »* R 
8 
ES AE 





Choose “Latrobe” Products for quick installation and 
lasting service. Th 
labor, money. 





NO 


314 
plate. 


Nozzle 





NO. 252-R FLOOR BOX 


This two Gang Box has o 


No. 208 Receptacle in one 


section. One cover pla 


has !5” Brass Plug and one 


a 2” Brass Plug. 


“BULL DOG'' INSULATOR 
SUPPORTS 


Safe and efficient for fasten 
ing porcelain or glass in 
sulators to exposed steel 
framework. Made in sev- 
eral sizes. 


WATERTIGHT BOX 
The iron box body has 


Receptacle and No. 207 Bell 





ey're economical, too. Save time, 





. 110 "*LATROBE"' 





round brass cover 
Shown with No. 298 











NO. 284 NOZZLE WITH 
NO. 200 COVER PLATE 
Very Neat and durable is 
this Duplex Receptacle Noz- 
zle—12"" or 34° brass pipe 
extension, 


ur 


te 





NO. 470 "'LATROBE" 
PIPE OR CONDUIT HANGER 


Designed especially for 
hanging pipe or conduit 
12", 3% and 1” to steel 


beams up to 39" thick. Will 
not rattle loose. 















FULLMAN MANUFACTURING CO. 





LATROBE . 


. . PENNSYLVANIA 
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Landers, Frary Launches 
‘Sales Hoisting’? Campaign 


“Hoist Your Sales” is the s'ogan of 
Universal's 1946 sales campaign just at 


nounced by Landers, Frary & Clark in 


whirlwind series of coast to coast meet 
ings, conducted by B. ( Neece, vice pres 
dent, W. J. Cashman, director 
tion and publicity and H. M. Parsons, vi 


yt prom 


president 

The new plan which has been called 
scientill approach to dealers sales p! 
motion plans” is the result of a survey 
dealer thinking throughout forty-eight 
states and is designed to be flexible enoug 
so that retailers who wish to avail then 
selves of it can adopt it to any extent 
they desire. 

Concurrent with national advertisin 
Landers, Frary & Clark will supply thei 
dealers and distributors with “Hoist Y« 
Sales” campaign kits monthly, tuned 
the season and Universal’s advertising p1 
gram The complete sales kit will cor 
tain floor and window displays, banne: 
for wall or windows, window cards, decal 
window valances, consumer folders, cat 
logs, counter signs, blow ups of Nationa 
advertising, stationery, demonstration kit 
sales training guides, radio scripts, Dea 
er’s Digest, ad news mats, telephone sal 


plans, service sales plans, and promotior 








} 


@ & % 


6 EE SC @ 
, Elechrical 
43 Connectors 
FACTS | 


which form important 





factors in your satis- | 
faction: 





12% cooler 
50% lighter 
75% lower price 
99% pure electroly- 
tic copper 
100% conductivity 


At 


Fill out and mail for 48-page illustrated catalog ' 





. NAME 
Firm Name 
Address 
bow i 


COPPER TUBE 
& PRODUCTS, Inc 


















May. 1916 

















calendars There are three separate hits 
each containing sales promotional materials 
deve oped spe ifically for each of the Ma 
jor Appliance Divisions including ranges, 
washers and ironers, vacuum cleaners and 


Hoor polishers 


ILG Inereases Branch 
Office Sales Staffs 


. 1d). Briggs, vice president and general 


e Electric Ventilating 


manager of the § 
Co.. Chicago, Hl. has announced tour new 
appointments to imeredase sales and engi 
neering strength in branch offices ot the 
company 

I J Stone has been appol ted manage 
of the Detroit office as a successor to A. H 
Kirkpatrick Mr. Stone, who 1s a gradu 
ate of Lehigh University, was a general 
foreman of the Bethlehem Steel Company 
during the wat 

W. LL. Hochschild, a captain in the Army 
during the war, has become associated with 
the Chicago bran othce of ILG as a 
sales engineet 

John D. Briggs, who was recently re 
leased trom the Army has been assigned 


to the branch office nt iladelphia 


Wilham S. Gorham has been appointed 











IT’S PROFIT-TIME 


WITH 


aRAD> 


OFAN 


INSECTO Jf 


LAMPS 


Perk up your pre-summer profits with 





Solar's fast-selling insect-repellent 
lamps. STOCK THEM! — DISPLAY 
THEM! — THEY SELL FAST with our 


effective silent salesman display. 


WRITE FOR INFORMATION — NOW! 


SOLAR ELECTRIC CORP. 


WARREN + PENNSYLVANIA 








SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N. Y. 
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CRESFLEX 


NON-METALLIC SHEATHED CABLE 


Vy 5 


vith | Yr i Conduc 


Has Many Advantages 











A SAFE, PERMANENT low cost cable for interior wiring. 
The use of SYNTHOL Type T conductors results in a smaller, 
lighter weight cable, which makes it easier to install and takes 
less space. The SYNTHOL thermoplastic insulation on the 
conductors has long life, high dielectric and mechanical 
strength, and is extremely resistant to moisture, acids, alkali 
and mildew. Will not burn and is free and clean stripping. 


Recommended for farm and rural buildings, as well as for 
all types of residential construction. 





ee .. Pe, 
so 
ma 4: Vea 





CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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BURGESS 
Portable Radio 
BATTERIES 
are profitable! 


ae 





Stock Your Dealers Now 
For This Summer Business 


Summertime’s the busy time for portable 
radios! And this year the battery replace- 
ment business will be bigger than ever. 
So make sure your dealers are ready with 


the complete, fast- selling Burgess line! 


Ut 
MUTT wil| 
|e 


Ta %S 





ia 


Investigate the Burgess Line Today! 





The complete Burgess line means extra 
profits...means you can supply your 
customers with a// their battery needs for 
the big radio, hearing aid and flashlight 
markets. Enables you to serve the grow- 


FIND OUT HOW TO BE 
AN AUTHORIZED 
BURGESS DISTRIBUTOR 


Use coupon below or talk it 


ing industrial market for dry batteries. 
And Burgess helps your dealers’ sales 
with smart merchandising helps... with 


over at a big pre-selling campaign to over 20 
BURGESS BOOTH NO. 156 million readers every month in Saturday 

at the Radio Parts & Electronic Evening Post, Collier's, Liberty and other 

Equipment Show, Chicago, : : 

May 13-16. leading magazines. 


Burgess Battery Company, Dept. 36, Freeport, Illinois 


Gentlemen: 


We want more information on the complete line and how we can be a Burgess distributor. 
NAME __ 
ADDRESS 


) —— ZONE STATE. 








RETURNS to Bell Sound Systems, 
Inc., to a new position as executive 
vice president and general manager. 
Major H. H. “Pete” Seay, Jr., was 
formerly vice president of the com- 
pany before entering the armed forces 
in 1942. 
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Safety Heater Wins 
Lewis & Conger Award 

NEW YORK—The Annual Home Sate- 
ty Award established in 1945 by Lewis & 
Conger, a well-known housewares tirm, was 
made recently at a dinner at the Sherry- 
Netherland Hotel in New York City to 
the Trilmont Products Company of Phila- 
delphia for their Trilmont Safety Heater, 
selected by the judges as “the most out 


+ 


standing appliance to promote greate! 
safety in the home produced during the 
vear 1945.” 

The Trilmont Safety Heater employs the 
“black heat” principle which results in 
non-glowing coils and eliminates the danger 
of any person or material coming in con 
tact with glowing coils The insulating 
materials in the heater are located in a 
“cool zone” or interior air space so there 
is no danger of their deteriorating and thus 
causing electric shocks 

In presenting the award, Richard \ 
Lewis, president of Lewis & Conger, ex 
pressed the hope that the award would 


prove an incentive to manufacturers ¢ 
home appliances to give special attention 
to the safety angle 

David M Trilling, president of Tril 
mont, accepted the award, a large bronze 
plaque, and outlined the plans of his com 
pany to promote the distribution of the 
prize-winning heater 

Three other appliances received honor 
able mention: the Kler-Vue Knife Rack, 
made by the Kler-Vue Knife Rack Com 
pany of New York City; the Mason Bath 
Mat, made by the Mason Rubber Company 
of New York City; and Luminite, a 
lighting switch plate, made by the Asso- 
ciated Projects Company of Columbus, 
Ohio 
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Seubert New President 
Of Estate Stove Co. 


of Noma Elec- 


announced that 


Henri Sadacca, president 
Corporation, recently 
n A. Seubert had been elected presi- 
nt of the Estate Stove Company, Hamil 
n, Ohio, manutacturer of gas and electric 
king and coal and oil heating stoves, 
icquired a short time ago by Noma 
rough its subsidiary, Triumph Industries, 
David Kahn, formerly president. of 
state Stove, has been elected chairman 
f its board of directors 
Mr. Seubert is also president of K-D 


i 
Noma sub 


oth executive posts 


Lamp Co., Cincinnati, another 
ary, and will retain | 
wing other 


Vice pre sid nts, Wil- 


John Bess, 


\lso at the meeting the foll 
thcers were elected 
m A. Marshall, 
Kahn, Albert Kahn, 


Bernhardt ; 


Bertrand 
[Lucien Kahn, Stanley 
secretary, Robert 
B. Wharton, J: 


ecretary and assistant treasurer, Carl Hele- 


Goldman ; 
easurer, J assistant 
h: comptroller, Raymond Voegels 
Mr. Seubert stated that Mr. Marshall, a 
ice president of Noma Electric Corpora 
n, will be in charge of Estate's 
facturing operations, and Mr. Bess will 


lirect its sales and advertising 


Ward Leonard Open 
New Jersey Office 


Ward Leonard Electric Company, Mount 


Vernon, N. Y., has announced the establish 
ment of a North Jersey office at the Indus 
trial Office Building, New irk, N. } 
Mr. R. W Vonascl formerly attached 
to the home office sales engineet v depart 
nt, is district manage1 
The branch office was opened for the 
mvenience of customers and to provide 
re adequate service throughout the New 


rsey area north of Trenton 








1PPOINTED by Mitchell Manufac- 
turing Company. Clyde Allen, right, 
has been named sales manager for the 
entire Pacific Coast area served by the 
l'ru-Ad Division of Mitchell. He has 
been active in the West Coast electric 
industry for many years. 

Herbert M. Rose, left, has been 
made sales representative for Mitchell 
in the Pittsburgh-West Virginia terri- 
tory. 
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SELECT AUTH 
FOR SCHOOLS 
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for those who want 
to hnoe what 2 won: 
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the rtuth line™ 


Ready acceptance of Auth signaling 
systems is being cultivated every month 
in the minds of your customers—archi- 
tects, engineers, and contractors—by 
these hard-working Auth ads. 


Look at the headlines—they show how 
Auth fits every signaling job. They 
emphasize why Auth design and con- 
struction—developed over a half a cen- 
tury of quality leadership—offer your 
customers dependability they can stake 
their reputations on. 


Recommend Auth with confidence— 
confidence in quality, service, and 
customer acceptance. 


AUTH IS SOLD ONLY THROUGH WHOLESALER 


7-d 
AUTH ELECTRICAL SPECIALTY COMPANY, INC. 
422 EAST 53rd STREETZ] fh PPANEW YORK 22, N. Y. 


Offices in 


Y Principal Cities 


SINCE 1892 


‘ 
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The Champ of Inter-Comm Has An 


Unbeatable Sales Punch! 


Talk-A-Phone “Has Everything” and everything is at the peak 
of perfection. When you make that statement and back it up 
with actual performance, you deliver a snappy, persuasive 
sale’s presentation that just can’t be topped. 


Talk-A-Phone 


the world’s most advanced and complete line of inter-communi- 
cation, provides units’ espe- 
cially engineered to meet the 
widest possible range of re- 
quirements. Every prospect is 
a potential customer ... and 
every customer is supremely 
satisfied. You do a thriving 
good business and build price- 
less good will. 








Write for details and catalog, 
today. 


Talk-A-Phone Co. 


1512 S. Pulaski Road Chicago 23, Il. 








Industry's Favorite 


Many years of fine, dependable service in industry 





has won well deserved recognition for TRICO Fuses 





Accessories, Lubricating Devices and Air Guns 


The assortment of products increases 





sales and profits on every call. The 
“Thru the Wholesaler” policy pro- 
tects your profits. National Trade Jour- 
nal and direct-by-mail advertising creates 


confidence and quick acceptance. 


For greatest sales and profits 


cn STOCK and SELL. . . 
YW 






REG. U.S. PAT. OFF. 


“PREFERRED FOR QUALITY’”’ 


TRICO. FUSE MFG. 
MILWAUKEE 12, WISCONSIN 
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OPA Adjusts Prices 
For Plug Fuses 


\ recent OPA order issued by Paul ' 
Porter, administrator, has adjusted 
maximum price levels tor plug fus¢ 
Henceforth, the maximum prices for sal 
(except to consumers) of any plug fus 
shall be the dollars-and-cents amount liste 
as follows, subject to the salt cxt 


charges, allowances and discounts in effe 


to a purchaser of the same class 
prior to the issuance of this order (Aq 


For sales to distributors in quantitie 
2,000 or more, $29.00 per thousand is 
lowed for standard plug fuses and $32. 
for sub-standard plug fuses; sales to 
resellers in quantities of 100 or more, $34 
for standard plug fuses and $38.00 for s 
standard plug fuses; sales to any resell 
in quantities of less than 100 will be $3! 
and for sub-standard plug fuses, $43 
The maximum prices for special size 7 
fuses shall be the prices listed above 
sub-standard plug tuses plus $2.00 
thousand 

The OPA order included under 
fuses, “standard plug fuses,” “sub-sta 


ard plug fuses,” and “special size 





fuses.” The order further detines the t 


types as follows 


Standard plug fuses are one-tin 


nonrenewable) standard Edison base phi 


fuses constructed in accordance wit! 
requirements of Underwriters Laborato 
Inc.. or of any governmental agency 
the protectio1 of 125-V electric curr 
and of 10, 15, 20, 25 or 30 amperages 
Sub-standard plug fuses are plug 
of size not included in the detinitior 
standard plug fuses, but which other\ 
hh 


meet the definition of standard ] 


ig 

and which were specifically identified 
sub-standard sizes in the manufacturer 
published price list in effect on QOcet 


194] 


Special size plug tuses are plug fuses 
sizes which are not included in the de 
tions of standard and sub-standard plug 
fuses, but which otherwise meet the def 
nition of standard plug fuses 

Che phrase “plug fuse” shall not incl 
any type plug fuse having a thermal el 
ment or any other electrical devic 
addition to a fusible element 

The order also savs that the maxim 
prices for imprinting and other sp 
services shall be the dollars-and-cent 
amounts added for similar” services 


October 1, 1941 


Appliance And Radio 
Makers Not Holding Out 


\\ ASHINGTON, D ( \ recent 
check by the Civilian Production Ad: 
istration revealed that there were no ex 


radio stocks. Contrary to some newspa] 
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reports and labor union implications, manu 


facturers of consumer durable goods, in 
cluding radios, have not withheld thet 
production from the market in hope ot 
obtaining better prices, according to a 
survey made by the Civilian Production 
\dministration and released recently 

\ spot check on the stocks ot 34 leading 
producers of electrical refrigerators, wash 
} 


ers, radios, ranges and ironers at the end 


of December showed no excessive inven 
1 


tories of finished products being with 


held from the market, OPA disclosed 


New District 
Formed by WESCO 


David M. Salsbury, vice president and 
eeneral manager of Westinghouse Electric 
Supply Co., recently announced the estab 
lishment of a new Westinghouse district in 
the central part of New York State The 
new district will include Albany, Bingham 
ton, Syracuse, Utica and Watertown with 


headquarters in Rocheste! 


Hf. B. Tompkins, wh as been in the 
electrical business — since 1912, has been 
named manager. Mr. Tompkins has been 
vith Wesco since 1936 and was formerly 


manager ot the caster district 
Other appointments for the new district 


neluded: D. J. Byrne, apparatus and sup 


ply manager: E. B. Stearns, appliance man- 
ager: Robert IH]. Douglas, service manager 
3. T. Tremaine, promotion manager; fH 
K. Gleichauf, stores manager; and F. S 


Jones, credit n inager 


Two more appointments recently an 
were those of William 


as manager of district stores 


nounced by Wesco 
\ Hoschler 
and Robert B. Burwell as purchasing agent 
for the West Central District 

Mr. Hoschler joined Wes in 1936 and 
was stores manager at various branches 1n 
the West Central District prior to his new 
position 

Mr. Burwell was associated with Pix 
ley Electric Company until that concern 


was nurchased by Westinghouse last veat 





the NAME WOMEN KNOW! 


Liven housewares sales with this cone 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising in leading magazines, made 


with PYREX brand glass—and priced 


The PLAN Behind The PRODUCTS 








PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 








EXECUTIVE vice president of the 
Hill-Shaw Company, is new title for 
Milton K. Grey. He will be in charge 
of all sales activities in consumer and 
restaurant-institution divisions for the 
company’s line of WVaculator Glass 
Coffee Makers. 
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LOW to sell QUICKLY. 








DIN A CLASS BY ITSELF! 


nena 


The biggest “LITTLE” thing 
in coffee makers! Can't fall 
out; no cloth or paper; virtu- 
ally unbreakable; fite ALL 
standard makes. It’s R-E-l 
HOT! 








VACULATOR - CHICAGO 6, U.S.A. 


FREE! 

DISPENSER 
STOPS the 
prospect, 
TELLS the 
2 2 8: 9 3s 
MAKES the 


sale! 










*“COLOVOLT COLD CATHODE 
INDUSTRIAL FIXTURES 


LOW VOLTAGE 


8 feetlong - all steel 


Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93" 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 


tered U.S. Pat. Of. 






rf i. ¢ 


—— 


y, 


6%8 S. FEDERAL STREET 





cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and ofi, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


‘/ GENERAL LUMINESCENT CORPORATION 


red ai iey \clome ym1 SS), fe) h 








Dapendablldly NING; 


You can count on com plete customer satisfac- 5 @) l ») 4 te | N G 


tion from DRAKE Soldering Irons. Backed by 


25 years of soldering iron manufacturing ex- IR @) AS A N ) 
perience DRAKI 


Soldering Irons have built 


a reputation for quality that makes them dis- 
tinctly preferred by fast-producing American SOLDER ORAS 


industry. 










Drake Has An 


Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


DRAKE ELECTRIC WORKS, INC. 










3656 LINCOLN AVE - CHICAGO 13. ILL. 





Insist on 


ADVANCE” BALLASTS 3% 


PYM limit: lililite Mx: Ld) 
y LOT ER ythY, 






“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 
performance, low replacement cost and long life.. They permit 
easy installation in fixtures where only a limited space is 
allowed for ballasts. Designed by expert lighting engineers 
and approved by Underwriters Laboratories, “Advance” bal- 
lasts are the answer to all fluorescent lighting problems. 
LARGE MANUFACTURERS OF LIGHTING FIXTURES 
USE “ADVANCE” BALLASTS—so insist on this quality 
ballast on the equipment YOU buy. 


ADVANCE Transformer Company 


1100 W. Catalpa Ave. Chicago 40, Ill. 
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New Operational Set-Up For 
American Transformer Co. 


The American Transformer Company of 
Newark, N. J., recently announced a new 
operational plan and personal appointments, 
designed to “streamline” the manufacture 
and merchandising of its products. The 
new plan divides the functions and respon 
sibilities into three major classifications as 
determined by the three general groups of 
its products 

Officials who are exercising top man 
agement functions are: Thomas M. Hunter. 
president and treasurer; Walter Garlick, 
Jr., vice president; John M. Wollmer, 
comptroller and secretary; and William R 
Smith, works manager 

The following men have been appointed 
for the three essential product line sec 
tions: John F. Harris for electronics and 
uircraft products; Walter Hoehn for 
power, distribution and liquid-filled trans 
formers; and Theodore W. Stauber for 


ir-insulated transformers and 


New Appointments 
By F. A. Smith Co. 


The | \. Smith Manttacturing Com 
pany, Ine. of Rochester, N. Y., manufac 
turer of ArcticAire fans and ventilators, 
announced recently the appointment of six 
new sales representatives R (; lither- 
ington, New Orleans; Lewis C. Brady, 
Denver: Crain-Brennan Association, Cleve- 
land: Cavegill Co., Los Angeles; J. Man 


dell, Detroit: Russell & Co. San Fran 











M. B. SQUIRES recently promoted 
to the position of manager of sales for 
the central conduit products, Spang- 
Chalfant, division of the National Sup- 
ply Company. 
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ARCHIE 
SAYS: 


oy 






helps you SELL 


14344 
alascti. 


1FTER forty-two years as president a en ew @ | b | e b U 4S isa Ss 
of the Steel City Electric Company, 
Pittsburgh, Mr. W.1. Patterson, above 
left, retired and was e!ected chairman 









@ Most fuses, so far as the covers go, look much alike. But 





of the board. Mr. W. T. Gibb, right, there's a vast difference inside the Pierce Fuse. And that's 

was elected president. what Pierce advertising is telling thousands ot fuse purchas- 
ers. 
Periodicals covering electrical men, architects, industrial 
maintenance men, engineers of hotels, hospitals and public fl! 
buildings—a total circulation of more than 300,000—carry ean 
ot on advertising. They are doing a job for you—telling PUNEWABLEF 
about: 


‘ (1) Pierce Balanced Lag Link which does 
Soldering Iron Maker not blow unnecessarily in the low work- 


ing range but can be depended upon to 


4 - . blow immediately when grounds or 
‘ ‘ ag / 2 
Appoints Sale Ss Age nts shorts endanger equipment. 
; (2) Screen Ventilation which makes danger- 
Sales agents appointed to represent the ous and costly afterblow impossible. 


Kwikheat” thermostatic soldering iron (3) The Pierce Arch-Bridge Construction, 
: which holds the blades in pertect align- 
ve been announced by Howard M. Irwin, ment independent of the cover, provid- 





, - . : ing longer life. Scr 
iles and advertising manager for Sound ad = “ VIEW SCREEN VENTILATION 
d : (4) Only a few seconds and a screw driver COLD AIR 
Equipment Corporation of Los Angeles, needed to change links 
California, who are manufacturing the PROFIT FROM OUR FREE LINK OFFER 
oduct All our Pierce Fuse advertising to architects, plant engineers, and main- 
tenance men offers a FREE Link. Be sure to carry Pierce Fuse samples and 


This move is an integral part of the 
: I price sheets, be ready to answer questions. 


xpanded sales program begun slightly | 
fore V-J Day and in conformity with | PIERCE RENEWABLE FUSES, INC. 
| Dept. E4, 211 HERTEL AVENUE, Buffalo 7, N. Y. 


he company’s sales policy of selling only 


ugh recognized jobbers and distribu- —— 
tors. The following nine individuals are 
he first of a nationwide “Kwikheat” 


| 
4 rep 
resentative group now being formed: J. | 


TSS [UL 


]. Schoonmaker, Dallas, Tex Maitland 
\. Smith, Atlanta, Ga.: George O. Tan- 
ner, Pittsburgh, Pa.; 1 \. Chambers, eae 


Chicago, Ill.; J. O. Olsen, Cleveland, Ohio ; 
lohn V. Costello, Buffalo, New York; | 
Howard D. Wixson, Detroit, Mich.; | 
Samuel S. Egert. New York, N. Y 

[ mery B. Hatch, Melrose, Mass 


Boston Dealers Study 
While Awaiting Goods 


BOSTON—Appliance dealers here are | 
using the time while awaiting the delivery 
merchandise, by studying the results of 
recent surveys, postwar markets and new 
promotion and display techniques 
Merchandise is expected sometime in the 


next three to four months. In the mean- 





ne dealers are taking advantage of such 
idies as the training course for salesmen 
nned by the N.E.W.A. and the Edison Preferred By Expertenced Coutractors 
ctric Institute. Lectures are presented 
topics such as the future markets, fair @ A good wiring job depends on just two things: (1) skilled 
e practices, display arrangements, sales | workmanship; (2) top grade supplies. Universal knobs, tubes 
rograms and new promotion ideas. Recent and fittings are supplies that help a good job stay good. 
eys are examined to discover what they . 
nean to the dealer 


One phase of display vechniave which ss THE UINIWERSAL ctray propucts co. 


elving an increasing amount of attention 


lteeuik dx tk See ad Madieael- ne 1549 EAST FIRST ST. SANDUSKY, OHIO 
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The Right Line for any outdoor 
installation - - - - - - - - 


Outdoor lighting is 
Important and this means more business from the 
sale of proper units. QUAD ean bring a good 


share of that outdoor lighting business your way. 


becoming increasingly more 


We have units for most effective lighting of in 
dustrial grounds, warehouses, loading platforms. 


playgrounds, city parks, driveways, garages, ex 
teriors, and farm yards. 
Regardless of the need, there is a QUAD unit 


ideally suited to the appli ition OUAD units 
produce the quality and quantity of lighting to 


best 


at veour customers’ requirements 


We have a very complete catal of all QUAD 
lighting units get your copy and get vour shar 


Disines 





LIGHTING UNITS 








PEORIA ST. 


QUADRANGLE MFG. CO. carcaco, ict. 
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e 
‘= 
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Ne Se ee as 
FOR REPATRIME AL Uetimune UTEmEILS 














xx** 
MFG. OMPANY 
NEWTON LOWER FALLS 62, MASS. 


Manufacturers of Soldering Equipment Since 19/9 







JOBBERS’ PROFITS GROW 
FROM WORLD-WIDE 





Soldering Irons 
Solders 


Blotorches 


Lenk set a standard in quality 
production many years ago. 
Others have copied, but few 
have equalled in value, quality, 


dependability. 






FRANK A. BALLMAN has been 
appointed general sales manager of thi 
Thermador Electrical Manufacturing 
Co., Los Angeles. Mr. Ballman was 
until a short time avo, a major in th 
Army Air Forces. Prior to that he was 
well known in retail and who!esal 
home appliance merchandising. 





Staff Changes At 
Benjamin Electric 


Carl O. Martin has been made assist 
manager, Pacific Coast Division of Ber 
jamin Electric Mfg. Co., Des Plaines, III 
on one of several staff changes announce 
recently. Mr. Martin has been with tl 
company since 1913, starting as assistant 
illuminating engineer at the factory. Su 
1916 he has been district representat 
in the San Francisco area Mr. Mart 


will make his headquarters at the Sa 


‘rancisco office and warehouse © of 
| ft | 
company. 

Arthur E. Swedenborg has been pt 


ed to the position of assistant sales 
ager of the Central Division. “Art” Swe 
enborg has been with the company 
1922, serving in the manufacturing met 
ods, cost and service departments a 
plant and before his recent transfer 
Chicago sales office was district represen- 
tative in the Detroit and Michigan area 
Daniel Barcik will carry on the 
work for Benjamin in the Pittsburgh t 
ritory until Carlton Ostrom is_ rel 
from the Tuberculosis League Hos] 
“Dan” Barcik has been connected witl 
manufacturing, engineering, service 


partments of the compat 


Chicago sales de 
since 1937. 
Jac k Asher | 


Washington and Virginia territory 


as taken over the Balti: 
company. He has been a member 
Benjamin sales organization since 193 
the Philadelphia and New Jersey t 
tories 

D. William Fuller has joined 
cago sales organization. He was 
engaged in sales positions with leading 


electrical wholesalers in the Chicago 
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New Appointments At 
Pittsburgh Reflector 


The appointment of Lon E. Russell and 
H. D. Siler to the Pittsburgh sales office 
of the Pittsburgh Reflector Company has 


been announced by B. DD. Lavaur, vice 
















Everything to Build a 
Bigger Chime Business 




















president in charge of sales c 
Mr. Russell has a long and diversitied for you with 
experience in the electrical power utility f | 
held. He was formerly with the Billesby 
° > 5 
Construction Corp. of Chicago In 1936, H \ 
he became affliated with the Duquesne i" i 
Light Company of Pittsburgh, which posi- | 
tion he held until his appointment with 1 
Pittsburgh Reflector Company. Mr. Rus- * ATTRACTIVE NEW DESIGNS! i 
sell is a Business Administration graduate * POINT OF SALE DISPLAYS! i 
of the University of Pittsburgh and did * NATIONAL ADVERTISING! i 
post-graduate in Cost Analysis and Illu- * DEALER AIDS! i 
minating Engineering. * COMPLETE LINE! } 
Mr. H. D. Siler has been with the Pitts- Visit Space No. 327 
burgh Reflector Company since 1940 as The Housewares Show 
[uminating Engineer until his recent Atlantic City, May 12-17 
transfer to the Sales Department. At the 
beginning of the war, he was assigned 4 
— . Notion-wi 
to the Government Contracts Division in Ointiatstie ites 
the home office Previously, he spent 10 Wholesalers 
years in sales and engineering for the 
Ohio Pell Telephone Company and Colum- AMERICA'S FINEST ELECTRIC DOOR CHIMES 
bus Railway Power & Light Co. Mr 
Siler holds a degree in E. | from Ohio National Sales Representatives: Hatheway & Co., 75 Montgomery St., Jersey City, N. J. 
State University. He has served on vari- MELL-O-CHIME AND SIGNAL CORP 
( S 1 Istr “oO i -es and he fice l 5 
re a + "1 ere oe : * m " 119 SOUTH JEFFERSON ST. * CHICAGO 6, ILLINOIS 
1€ ew o1 section of the SL. we 
Feature...... 
To Enhance the CHARM 
of CRYSTAL FIXTURES 
lishe 
Kalina ret: aptly 
ealis to all candl 
ese popular types 
now for both standar« 
t Nationally advertised 
lé hers Bove puret ger 
| Cand rl I 
uppl ir 
bene 
* 
Immediate delivery 
APPOINTED for General Mills’ nex Candylbeme 
home appliance department. Lloyd — — 
Hocraffer, top, ‘left, has been named without diffu 
manager of the West North Central pod Soe o 
district. Earl D. Sargent, upper right, ished surfaces 
is now manager of the East North lle Boe 4 
Central district. Arthur W. Sellers, 
lower left, formerly a merchandiser 
of electrical equipment for the Gen- e 
eral Cable Corp. is appointed Middle 
Atlantic district manager. D. H. Slu- 
man & Company, owned and man- 
aged by Donald H. Sluman, lower 
right, has been named manufacturer's St. Louis 6, Mo. 
representative for the Rocky Moun- 1034 Tvler St. 
tain district. . 
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Cross section Show- 
ing Indentations. 








Seal of Approval) 


TAPS 


Taps two cables at right angles or in parallel 
and may be used as a TWO-WAY. Only five 
sizes of this tap cover a full range of cable 
combination from 1,000 MCM to 1,000 MCM 
down to 1/0 to 6. The size illustrated will 
take 500,000 to 250,000 on main, 500,000 to! 
1/0 on the branch 


Body of electrical bronze; Everdur hardware;| 
Underwriter approved. | 


This connector, because of its varied uses and| 
broad size range, is invaluable in an emerg-| 
ency—and with only five sizes is easy to stock.| 


Catalog 4-C on request. 


| 
| 
| 
| 





FRANKEL CONNECTOR CO. 


25 Vestry Street @ New York 13, N. Y. 





time and materials. Then too, they are Clifton Conduit Co., Jersey Cy., N. J. 
stronger, neater and much easier to work Gen. Blectric Co., Bridgeport, Conn. 
with in tight places. Start using B-M rhe Steelduct Co., Youngstown, (Ohio 


Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 
(All B-M Fittings carry the Underwriters 


E-M-T- UP THE QUICK WAY 
| Two Squeezes and its Set 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 





DISTRIBUTED BY 


The M. &. Austin Co., Chicago, Tl. 
Clayton Mark & Co., Evanston, IIL 


Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co.. 

Pittsburgh, Pa. 
Triangle Conduit & Cab! 


e Co., 
New Brunswick, N. J. 
EeEeEEEEEE—— — — 











there is 


NO SUBSTITUTE 


for GOOD communications 
and industrial wire. We are 
shipping you more and 
more of it now... 


cornish 
WIRE COMPANY, wc 


15 Park Row, New York 7, N. Y. 
” Made by Engineers for &, gineers 
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Mid-West Sales Post 
For Art Metal Company 


Joseph E. Chassaing Jr. has been ap- 
pointed assistant mid-western sales man- 
ager for the Art Metal Company, Cleve 
land manufacturers of lighting equipment 
and bactericidal units, according to an 
nouncement from H. G. Glum, general 
sales manager. 

Chassaing will work in the Chicago and 
St. Louis territories, assisting his brother 
Brooks Chassaing, who is sales managet 
tor that area 

Recently released from the Army At 
Forces, Joseph Chassaing Jr., spent thre 
and a half years in the service, mostly in 
the European theatre. He was shot down 
over Germany during a raid in Octobe: 
1943 and was held in a German priso1 
camp for 19 months. Decorations earned 
include the Purple Heart, the Air Medal 
with two oak leaf clusters, and two Presi- 
dential Citations 


ASSOCIATION NEWS 





BALTIMORE—The Electrical Repre 
sentatives Association, Inc., of Baltimore 
announce that the Independent Electri 


1 


cal Contractors Association held its an 
ual banquet at the Emerson Hotel, 
Baltimore, on May 1. Larry Clatchyv was 
chairman 

Che \ssociation’s President Butts 
nominated Tom Marshall as chairman 
of the Outing Committee with Messrs 


\Wood and Esposite assisting 


DETROIT—The Electric Association ot 
Chicago has moved to the Champlain 
Building at 37 South Wabash Avenue 
where a splendid Lighting Institute will 
be erected including a 260-seat audito 
rium. The Electric Association felt that 
it needed more headquarters space due 
to the increase in membership and ac 
tivities 

At the March meeting of the Electri 
cal Maintenance Engineers, the members 
were treated to a very well prepared pa 
per on “Recent Control Developments.’ 
The speaker, ie H \lexander, control 
division engineer of GE, delivered this 
review of progress in control design and 
gave his views on the coming benetits 
trom these new developments 

The closing program in the Women’- 
Division “Electrical Living” series was 
given by Miss Verna L 
ot Home Economics, Frigidaire Divisior 
Miss Maller 


spoke on the subject of “The Use ot 


Miller, director 


of General Motors Corp 


Frozen Foods.” 
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KANSAS CITY—At a recent dinner 
eeting of the Electric Association of 
Kansas City, Paul B. Korneke, central 
district electronic control specialist, Gen 
ovirictre co, hea tahoe! | Dependable and Complete 
the members on the subject of “Photo- 
electric Current and Its Use in Indus a S 
ne Soldering Equipment. 
Mr. Korneke is noted for his practi eee 
approach to the industrial applica- sosand tee the msaeta plat wel 


: : Write Today ae for Blectric Se Hh enagy w 
tions oft photoelectric svVstems His ad for Complete 






Information on I woes ie amor for it, whe 
dress covered a discussion of the photo tha Reico Line Siac: ‘ka GAA eat 

tube, a simple photoelec tric relay and . eno seth asin " 

Its applications, high speed, photoelectric ESICO urin, r 0) 1 
relays, and the applications as well as SPOT SOLDERING , , be anlae 

MACHINE A ~ s 

discussion on photoelectric system. Mac! $7.50 to $1: S 

° ° f é rt l rer i t ar ‘ 

He also discussed the subjects ot ] Stand ind other related spe SOLDER POTS 
cover cutoff register control, side regis f- a li ea lel tile cali ruggedly constructed pots 
ter control, pinhole detector, power reg- ] ~<a Ag Rigg of varous sizes designed 

oie ieee ae iain i] ciinideann a for continuous operation 
tel “oO PO ) ) Tr S1 ) > dens i ' 
‘ : oer : tics Lol tetail Disco and so constructed that 
rder and loop tension control = they are easily and quickly 
\ real time-saver Treadle- oper . 

Such recent systems as the automatic ited. Automatically advances irot serviced, should elements 
; ind solder, leaves operator's hat have to be replaced. 
fame cutter, automatic program curve free for work 

llower, and modulated light photo ESICO 
le Ctri¢ re lay S were also disc USsS¢ d ee 


MILWAUKEE—The Wisconsin Radio 


Refrigeration and Application Associa 





on of Milwaukee recently held a lunch 


\ 
Positive TIP control prevents ove ELECTRIC 


pre 
| ia ng Me rm pe SOLDERING IRON CO., INC. 
lo each member of the \ssociation tical method of controlling heat in 


the tip—an exclusive ESICO fe H 
vas sent an up-to-date accurate and ture . it 2846 W. Elm St. Deep River, Conn. 


etailed outline of how the W regula 


n meeting at the Hotel Knickerbocker. 








ms of the Federal Reserve Board af 


fect their appliance business. The mem- 








ers are indebted to Carl Hayssen, pres 





wd 


dent of the Northwestern Acceptance 
Company tor gathering this information 
together M1 Hayssen claims that this 


nalysis was checked by a competent 





uthority and is right up to the minute 





NEW ORLEANS—The Electrical As 
sociation of New Orleans are sponsoring 
“Electrical Appliance” contest 
The booklet, “Stars to Brighten Your 
Housekeeping,” containing the full an 
uncement, entry blank, ete., was 
ailed April 15, to approximately 60,000 


+ 


ustomers of New Orleans Public Serv 


Inc., and 8,000 customers of Louis 
na Power and Light Co 
The contest will run through the 
onth of May. The activity is sponsored 
the Electrical Association and prac 
ically all the wholesalers are partici- 
Ing 
lo enter the contest each applicant 
lust answer the question, “What one 
pphance do you want most in your 
ne Tell in not over 250 words why 
want this particular appliance.” EXHAUST FANS VENT FANS 
Fifty awards valued at $5,000 will be 


hast SIGNAL ELECTRIC MEG. CO. 
PHILADELPHIA —The regular VWicnominee, Wich. 


lonthly meeting of the Electrical Main 





tenance Engineers Association of this 
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“These 7 
TOASTSWELL 


Features” 
Will Bring You 
Post-War Profits! 





* The Fully Automatic Pop-up 
Toaster 

* No Pre-Heating —Toasts 
Immediately 

* Silent Clock 

* Better Toast (Seals in Flavor) 

*& Uniformity (Every Slice Toasted 
Perfect) 

* Unsurpassed in beauty, per- 
formance and dependability. 
* Nationally-Advertised for Easy 
Sales and Quick Turnovers. 


THE TOASTSWELL COMPANY 


620 Tower Grove Ave. * St. Louis 10, Mo 


Toe ntaurell | 


LooK aT it 


y You 
EITHER WA ‘TOAST. SWELL 


“TOASTS-WELL” OR 








vas held recently at the headquar- 


ters of the Electrical A\ssociation§ of 


Philadelphia Phe subject “Electron 


Drive tor \ rial 


) La aAldit Speed 


wide-spread 


to Main 


Wil 


Corie ot interest 


tenance men and was presented by 


liam Kurlish, control specialist, General | 
Klectric Company \n additional tea 
ture made available through GE was the 
showing of a new sound motion picture 
entitled, “Clear Waters.” The tilm pro 
duced through the cooperation of the 
| Re Public Health Service, stressed 
the armful and costly results of pollu- 
tron of streanis, et 
Retail Appliance Dealers Div. 

Phe Retail Appliance Dealers Division 

held the first of a series of tour 1m 


s ¢ hedul d tor 


members of the 


portant 


1946, re 


Divi 


mectings 
cently, when 156 


sion met at ner in the \ssociation din 


\ilax Robb president and veneral 
merchandise managet Lit Bros was 
vest speaker His talk was of an in 
spirational nature, bringing out the im 
ortanes the retail dealer to his com 
ruaity hie speaker stressed thre 1ml- 


skilled salesmanship in com 
business He re 


that 


peting for consumer 


the post-war market 


adhering 


mnportance of 
to sound merchandising principles 


Lighting Equipment Manufacturers Group 


The Lighting Equipment Manutac- 


turers (aroup oft the Electrical \ssocia- 


tion, cooperating with the Philadelphia | 
Section, I. EK. S., recently launched the 
second season of the Philadelphia Light- 


ing Forum. Based upon the tact. that 


most business men of today are becom 


ing increasingly aware of the importance 


of good lhghting, the theme of the en 


tire series has to do with lghting as an 


important adjunct to | 


modern merchan 


dising and its varied applications in 


tis connection 

\t the first meeting of the series held 
m March 18 George A 
H. | 


Mr. Schwartz 


Schwartz, ot 


Green Co., Inc., was the speaket 


supervisor Of COnStrus 
] 


larye ¢ hain 


had 
ill pl ases ot light 


tion and maimtenance otf the 


of retail stores he nted, has 


epresc 
broad experience o1 


ing and its many 


appli ations m connec 
held 


throughout 


tion with retail merchandising. He 


the interest of his hearers 


he presentation of his subject, “Light 
View.” 

\t the second 
held on April 8 


(asrand 


ev | ser s 
meeting of the series 
\\ elch, Vice 


Store 


Kenneth ¢ 
Rapids k quip 


Michigan 


ject of “Lightine’s Place 


president 
ment C spoke on the sub 
in \lodern Mer 
chandising 

The third and final session of the 
spring series of Forum 
held on Mav 13 hie 


“Lighting and 


meetings Was 


subject was 


Met 
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Motor ey Was | 
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Pas WAY 


Hard-to-get combinations are a 
cinch — All you need is a small 
stock of P&S-Despard Wiring 
Devices and a screwdriver. Pres- 
to! A neat, modern assembly of 
switch and outlet, switch-con- 
trolled night light (with an extra 
outlet), pilots and switches, pilots 
and outlets—whatever is needed 
to make the wiring system com- 
plete and up-to-date. Saves 
boxes. Saves Plates. SAVES 
TIME. 


Sold Thru Electrical Wholesalers 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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JACKSON 
ELECTRICAL 
COMPANY 


900-910 WEST VAN BUREN ST. 
CHICAGO 7, ILLINOIS 


Vanufacturers 


QUALITY 
LIGHTING 
PRODUCTS 
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SOLAR 


“EYEASE” 


LAMPS 


THE LAMP THAT’S 
WINNING THOUSANDS 
OF NEW CUSTOMERS 
EVERY DAY. 

Generous mark-up on these quality 
lamps gives you a bigger and faster 


profit. Ease your way to greater 
volume with Solar EYEASE Lamps. 


NEW DISPLAY SELLS ’EM FAST 
WRITE FOR PARTICULARS 





SOLAR ELECTRIC CORP. 
* PENNSYLVANIA 


SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N.Y. 


WARREN 








MORE FACTS 


ON PRODUCTS 





Electrical Equipment—The Frank Adan 
Electric Company, St. Louis, Mo., has 
issued two bulletins—Bulletin No. 72 
illustrates and describes hanger outlets 
and floor boxes; Bulletin No. 73 tells all 
about the built-in electric “Quikheter.” 





ieecntion ? ELECTRICAL WHOLESALING 


1 


Electrical Instruments—Catalog No. 17, 
published by the Norton Electrical In 
strument Co., Manchester, Conn., gives 
specific information on the company’ 
switchboard and _ portable ammeters 
voltmeters and wattmeters. 
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Electrical Switches and Equipment—A 
16-page folder, published by the Cod 
Electric Products Corp., Philadelphia 
Pa., illustrates and describes the con 
pany’s switchbreaker, connection block 
meter switches, and test cabinets 
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Fluorescent Fixtures—.\ four-page 
er, containing illustrations and descrip 
tive data on the “Officer” series fluor 
escent fixtures, is published by the 
Leader Mfg. Corp., Oakland, Calit. Dia 
grams, sketches, specifications and typ 
cal installation photos are also included 


Wen wien”? ELECTRICAL WHOLESALING 


Fluorescent Lighting—An &-page book 
let entitled “How To Get The Most 
From Fluorescent Lighting” has been 
issued by Day-Brite Lighting Inc., St 
Louis, Mo. Included in the booklet is a 
13-point check list on what type of 
fluorescent fixtures produce maximum 
lighting efficiency at minimum ope! 
ating and maintenance expense 
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Motor Service—Jo mect the require 
ments of appliance and machinery mat 
ufacturers, 3 service plan } 


plans it p Vice 
service coverage for all fractional hors« 
power motors are explained in a 12 
page booklet B-3711 imnounced by 


the Westinghouse Electric Corp., Pitt 


burgh, la 
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WHOLESALING 


MULTIPLE UNIT 
plugs 


and receptacles 





3 unit sectional 
view 


SW EK ®Q 


By @OOBQ 


12,3, 4,6, —— interchangeable contact units. 


Any combination, 2 to 
32 poles, for thermocouples, 
sound equipment, remote con- 
trols, lighting and motor wir- 
ing. Interchangeable contact 
units—1 to 8 poles—can be as- 
sembled in 2, 3, or 4 unit plug 
shells and receptacle housings 
to make any desired combina- 
tion of circuits. Equipment can 
be arranged with the protected 
female contact units in either 
plug or receptacle, for safety in 
line side of the circuit. Ground 
protection is provided. A full 
line of plug shells, cable con- 
nectors, and standard recepta- 
cles allows the widest range of 
assembly combinations, to meet 
any needs. Consult your Pylet 
catalog for complete specifica- 
tions. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51. Illinois 
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Specialists in 


FLU X 


SODERING 
BRAZING 
WELDING 


Since 1892 
L. B. ALLEN CO., Inc. 


FOR 














6701 BRYN MAWR AVE. 
ed ley \clo me) yam) 5 & 














Hugh McNair Company 


Monutacturers’ Representative 


Boise, Idaho Box 1404 


Utah, Idaho, 
Nevada, Oregon and 


Colorado, 


Washington 

















Conductor Fittings 


Service Connectors, Lugs, 
lees, Grounding Clamps, 
Straight and Parallel Con 
nectors, Elbows Cable rf 
laps, Cic., ek "a 
PENN-UNION ELECTRIC CORP. 


ERIE, PA. 





TURN 
ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 
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MOTOR BURNOUTS 


Can Be Prevented 
by Protecting Motors 
with FUSETRONS 


Fusetrons have tremendous time- 
lag. Thus on normal installations they 
can be used in a size near the actual running current of the 
motor without opening on motor starting current or other harm- 
less overloads. 


When so used, Fusetrons protect motors from ANY harmful 
excess of current—caused by such things as being stalled, lack 
of oil, tight belt, worn bearings, overloading, wrong voltage or 
Single Phasing. 


Ordinary circuit protection devices cannot protect motors against 
burnout. Such devices do not have enough time-lag, when used 
in motor-running protection size, to hold the motor starting 
current. Hence they shut down motor before it can get up to speed. 


But a Fusetron of motor-running protection size will hold 
the starting current and the motor will start. Should the motor 
be electrically overloaded the Fusetron will open and PROTECT 
IT AGAINST BURNOUT. Even overloads as light as 25° % will 
cause the Fusetron to open in time to save the motor. 


Give DOUBLE protection to large motors. Of course, such motors 
are protected with overload relays or thermal cutouts, but by 
replacing fuses used for short-circuit protection with Fusetrons 
of proper size, you get same short-circuit protection PLUS 
DOUBLE PROTECTION against burnout from single phasing 
or any other cause. 





Make burnout protection for SMALL MOTORS simple and inex- 
pensive. Heretofore, the cost of protecting SMALL motors has 
often been too great compared to the cost of replacing the motor. 
Yet a burnout means replacing the motor—PLUS the loss of 
labor and production. 


Now, to protect any motor, just install a Fusetron of proper 
size to handle only the motor current, in a switch or fuse block — 
or on portable devices in attachment plug or in fuse block 
mounted on device. 


A Fusetron turns any set of fuse clips into a Motor 
Protective Device—as accurate, as safe and as de- 
pendable as any on the market, regardless of 
cost. 

Fusetrons are made to same dimensions as 
fuses in all sizes from 1/10 to 600 ampere, in both 
250 and 600 volt types. Also available in plug 
type and tamper-resisting type (Fustats) for 
125 volt circuits. 








With FUSETRONS You Get Many Other Kinds of Protection 
Not Available in Other Protective Devices. 
* Entirely wipe out needless blows caused by motor starting currents 
or other harmless overloads 
vy Give thermal protection to panelboards and switches 
* Prevent needless blows caused by heating in panels and switches. 


- Permit use of larger motor or adding more motors on circuit without 
installing larger switch or panel. 


vr On new installations proper size switches and panels can be used 
instead of oversize. 


Protect motors against burnout (see above). 


- Protect coils, transformers, and solenoids against burnout. 


Act on the Facts—Even one needless shutdown —or one motor out 
of service-——or one damaged panel may cost you more than re- 
placing every fuse with a Fusetron. Don’t risk such losses. Change 
to Fusetrons at once. 


BUSSMANN MFG. co., University at Jefferson, St. Louis 7, Missouri 


Division McGraw Electric Company 











SOLD THROUGH WHOLESALERS 





BUSS Advertisements 
like this one 
carry information 
that can help you 
increase sales... 


Month in and month out BUSS advertisements are 
reaching your prospects and customers through the pages 
of the trade and industrial magazines. 


These messages help lay the ground work for your sale 
by informing fuse users about the advantages of using 
BUSS Fusetrons. 


You can make them have an added advantage to you 
personally if you will read them with the idea in mind of 
picking out sales points to help you with all or some par- 
ticular prospects. 


In the ad along side you will notice that the main mess- 
It shows that any motor can 
he protected against burnout from electrical overloads. 


age is on motor protection. 


It also indicates how advantageous it is to give double 
protection to motors by replacing fuses used for short-cir- 
cuit protection with Fusetrons of motor running protec- 
tion size, 


Then it calls the user’s attention to the fact that Fuse- 
trons now make it possible to protect small motors against 
hurnout in a simple and inexpensive way. 


The message closes with a list of other kinds of protec- 
tion that Fusetrons give that are not available with any 
other protective device. 


For a complete sales story 
see the BUSS Bulletin 


To get complete information on BUSS Fusetrons turn to 
the BUSS Bulletin in your binder. Here you will find 
facts about Fusetrons presented in a way that will help 
you close sales. 

Don’t forget. too, that the BUSS Fuseman in your terri- 
tory is always glad to help you close sales or supply you 
with information on Fusetrons or any other BUSS products. 


Bussmann Mfg. Co., St. Louis. 
Division McGraw Electric 
Company. A ge 
- ' 
AA 


we 
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